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Since 1903... 
PARTNER IN PROGRESS 

to the 
AUTOMOTIVE INDUSTRY 


Behind the world-wide acceptance of 
Perfect Circle is a history of more than 
half a century of PC engineering leader- 
ship—and more. There’s a history, too, 
of unceasing creative research...a con- 
stant search for the new and the better 
matchless manufacturing skills...and 
scores of contributions to the forward 
march of the automotive industry, year 
after year. 

Leading manufacturers specify piston 
rings developed in co-operation with 
Perfect Circle engineers. You and your 
customers benefit with Perfect Circle’s 
achievements in engineering, research and 
manufacturing skills when you install 
Perfect Circle piston rings 


t 





AMBASSADOR — One of the many outstanding motor cars usi 


‘ 4 
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—- 
Perfect Circle piston rings for both original equipment and replacement service 


PERFECT CIRCLE éisron nines 


Perfect Circle Corporation, Hagerstown, Indiana e The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontari« 








ANOTHER BLUE STREAK 
SECRET SERVICE TIP FOR YOU 





The Case of the 
Tell-Tale Fingerprints.~ 





KEEP YOUR DIRTY HANDS 
OFF THOSE NEW BREAKER 
POINTS, MIKE ! 





GOLLY, 
SHERLOCK, 





LOOK AT YOUR GREASY THUMBPRINT ON 
THAT NEW POINT! THAT BREAKER ARM WILL 
RUIN YOUR TUNE-UP UNLESS IT'S 
CLEANED! 








THEN JUST BLOW OFF A. < 
LOOSE DUST. NOW, a 4 FACT-FILLED BULLETINS 
IN DRESSING OLD POINTS ee PLUS NEW ONES AS 
USE A SPECIAL POINT ». THEY ARE ISSUED. 
FILE LIKE THE Bee 
BLUE STREAK 











ENGINE PURR-R 
MIKE, YOU'RE A DOLL / 








7 NO,MIKE/ Never USEAN ‘\7-5-U} MECHANICS: For ADDED SERVICE 
OK. ORDINARY RAG ON NEW OR OLD HINTS GET FREE BULLETIN (No, 70-52) 

I'LL GET POINTS, INSTEAD, CLEAN THE “HOW TO CLEAN BREAKER POINTS.” 

CONTACTS WITH CARBON TET. . BECOME A BLUE STREAK DEALER 


AND GET ALL THE 





WRITE: STANDARD MOTOR PRODUCTS, INC. 
37-18 NORTHERN BOULEVARD 
LONG ISLAND CITY 1, NEW YORK 





WORLD'S FOREMOST 
S TO BLUE STREAK woe DUTY 
EB ETINS. NO GNITION LINE 
R 4 
LERS SAY,"BLUE STREAK 
ETTER FOR YOUR BUSINESS!” 
———" 
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REGULATORS + SWITCHES « COILS > CONDENSERS * WIRE and CABLE + CONTACT POINTS 
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WHATEVER A COOLING SYSTEM NEEDS... 
A PERMATEX PRODUCT FITS IT BEST 


Radiator to water pump to water jacket ... cooling systems can be head- 
aches ... and Permatex provides the aspirin. From major leak sealers like 
Block and Head Sealer to rust preventives like Water Pump Lubricant and 
Radiator Anti-Rust . . . Permatex has tailored the exactly right prod- 
uct to make the job easy and profitable. Be prepared with these Permatex 
products: DOUBLE ACTION RADIATOR CEMENT... HEAVY DUTY RADIATOR 
CLEANER ... WATER PUMP LUBRICANT & RADIATOR ANTI-RUST .. . BLOCK AND 
HEAD SEALER . . . LIQUID RADIATOR SEALER . . . COOLING SYSTEM CLEANER 
AND CONDITIONER. 

Send for your copy of the Permatex Catalog ... which tells you how 
and where to use every member of this famous automotive chemical fam- 


PERMATEX ily. Ask your jobber or write us. 


PERIMAT Eas 


COMPANY INCORPORATED 
300 Broadway, Huntington Station, L. I.,. New York 
Factories: Brooklyn, N. Y. « Kansas City, Kan 
“There’s a Permatex product for every maintenante need” 
SEALING COMPOUNDS «+ POLISHES AND CLEANERS + RADIATOR PRODUCTS + OILS AND LUBRICANTS + HYDRAULIC FLUIDS + SERVICE AND REPAIR PRODUCTS 
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DL 


NAL WATERLES 


™ “np EANER WITH “Panolit A 


rps’ HEXACHLOROPHENE 


Patented® Dispenser CUTS CLEANING COSTS * (No. 2,789,737) 
WITH OR WITHOUT WATER, 

DL REMOVES STAINS ORDINARY 
IDjvissovves CLEANERS CAN'T TOUCH, GENTLY—EASILY. 


GREASE AND GRIME THE HANDI-WAY by DL HAND! CLEANER 
ON 
C-O-N-T-A-C-T 








DL gets deep down into pores 
prevents “ingrained grime”! 


1D) if, PROTECTS 


your most valuable tools the HANDI-WAY 
to change your tires 
.-. YOUR HANDS! 


Fortified -with Hexachlorophene and Lanolin, DL actually 
conditions hands as it cleans, guards against Dermatitis, Write for FREE Trial Supply 
keeps hands soft, in good “working” condition. ‘ 


DL PRODUCTS, Inc. ae aioe Dept. No. SAJ-4 | 


pt) Pret Valolels Mel Mist Meu lelalia) 








Please rush me trial supply of DL Handi-Cleaner, 


Available in 14 0z., 3 lb., 4% Ib. dispenser can 
full details, prices, etc. 


Ib. dispenser cans and § gal. size 


Cleaning hands cleaner, easier, faster for 20 years 


HANDI-CLEANER (ino or 
Geel vex DE PRODUCTS, Inc. "2, 
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Oovering Automotive Sales and Service 


How many of these ways 


-_> 


do you use your 
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EXTRA 
PROFITS? 


Yes 
Do you display the Pullmar ; 
VACUUMING” sign outside of you 
station to help bring in extra busi 


When you vacuum the inside of 
do you check the fl mats, 
lights, seat covers, etc 
additional high profit 


60 
71 
114 


TB. 


When you vacuum the trunk d 
note the condition of the 
] 
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needs a lube job? 


vacuum 
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indicator so you 


Do you use the Pullman hangtag to 
turn occasional customers into 
steadies? Hangtag attaches to steering 
wheel, door handle, gear shift, or horn 
rim customer of the extra 
services you perform. 
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PULLMAN VACMOBILE 
YOURS FOR ONLY 40c 
A DAY! 


You pay just $12 





Published monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
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a month for 12 
months $144 
complete for your 
Pullman Vacmobile 
including free tool 
kit, sign and supply 
of hangtags! 


PULLMAN VACUUM CLEANER CORPORATION 
Dept 25 Buick St Mass 
Yes! I want t 


with Pullman 


SA-8 hoston 


o make extra pr 








Make Sales All Over 
MAIL TODAY... 
LEARN 101 MORE 
WAYS TO MAKE 


EXTRA PROFITS 


NAME 
ADDRESS 
CITY 


ZONE__ STATE 
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Rush me comp 
details, plus your booklet “How 
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VACMOBILE 


If you answer yes 
to 3 or more, you’re 
making the most of your Pullman! 


No 
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“with me... 
TIME IS MONEY!” 


says Dom Mangine, Co-owner 
Richmond Auto Bod) 
Amityville, New York 


“In my shop, time is money. | buy and use Bondo because 
| get the jobs done faster, and | get them done right the 
\ LA Ree ees: A first time. That Bondo Speed Set Hardener lets me do 


mae three jobs in the time it used to take me to do two. My 
rd 
as profits are up — how's yours’’? 


“Here’s a BEFORE photo of a job that took me only 3 “You can see from the AFTER photo that | turn out 
minutes to fill with Bondo after the metal was bright quality work... i'm proud of it—so’s the customer 
ened around the edges. It was dry enough for sanding Bondo may cost a few pennies more but its speed 
in 5 minutes because | mixed in Bondo’s Speed Set more than pays for it.” 

Hardener.” 





Get BONDO, The Fiberglass Body Filler, 
from your jobber today. Circle Readers 
Card for further information. 


cg OMOTIVE- INDUSTRI 
NCRAFT ond MARINE © REPA! 


BONDO DIVISION, JAYCEE CHEMICAL CORP., NORTHFORD, CONN. 
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Atlanta, Ga., may get the fifth annual convention of garagemen in 1960. If the members of 
the Independent Garage Owners of America in Georgia, Tennessee, Alabama and Florida 
want to grab this meeting when the 1959 conclave is held the last week of next June at 
Denver, there’s a good chance of success (see page 109). 





What's going to happen to '59 car prices? Plenty of profit-scarce franchised 
dealers would give you the last shirt off their back for the answer. Customers 
already are trying to hedge by getting dealers to agree to certain trade-in deals 
with a firm figure in mind ahead of price-announcement date. Manufacturers have 
warned that if Reuther et al get much of a raise out of the current bargaining, car 
prices will have to reflect it. The rising steel and tire prices aren't cal- 
culated to lower car prices, unless someone wants a tireless, steel-less vehicle, 
and they seem to be rather scarce in these parts. 





Dealers haven't fared well this year in the South. (Neither have the manu- 
facturers, except American Motors, for that matter.) A glance at the reader 
survey beginning on page 32 will confirm what you suspect--that many dealers 
are hoping the arrival of the '59s will bugle a return of net profit so big 
you can see it. 





Garagemen of Texas and Arkansas started something last month. At their July 10-12 
meeting in Little Rock they set up what was claimed to be the first automotive 
training panel in the history of the Southern States Apprenticeship Conference. 
Serving a ten-state area, SSAC meets annually to study methods of developing 
skilled manpower through apprentice training. Virtually every industrial trade 
is represented in this conference. B. L. McLendon of Beaumont, president of the 
Independent Garagemen's Association of Texas, presided as panel chairman at the 
automotive training sessions, in which car dealer, parts wholesaler and garage 
personnel participated. The next conference is scheduled to be held next July in 





Charleston, S. C. 


No other industry "needs apprentice training more than you do." That's what William F. 

Patterson, special assistant to Labor Secretary James R. Mitchell, told the automotive 

group of this conference. "Leaders in other trades represented at this conference have 

for years recognized the need for bringing young men into the business. The automotive 

repair trade is recognized as the backbone of our national defense, but it is lagging far 
ts 


7 Vv 
y 


behind in setting up a systematic procedure for training and upgrading its } 





The aluminum engine may be here ina couple of years. This generation-old dream 
getting a sharp going-over in some factories’ labs right now. Whether it will be 
ready to leap with the '60 models is anyone's guess at the moment. Lighter weight 
will bring some measure of gasoline economy, to which many of the '60 models are to 





be geared. 


Kentucky wholesalers plan to organize August 28. 
wholesaler executives has tentatively set this date at Lexington to give birth to the 
latest state association to form in the Southeast. Press-time indications pointed toa 


highly successful birth meeting. 
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KromeX Ring Sets with 
new Stainless Steel* Oil 
Rings deliver perform- 
ance never before pos- 
sible in engines which 
require super oil rings. 


*U. S. Patent No. 2,789,872 


&. 


PISTON 
Mi RINGS 
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Mechanics—for years you’ve wanted these features 


cA oil ring that holds full tension at engine operating temperature 
wy oil ring that resists sludging and corroding 

re oil ring that delivers maximum oil control 

ra oil ring that is positively side sealing 


ré oil ring that conforms to cylinder bore independent of contour 
and depth of piston groove 


ra oil ring with chrome-plated steel side rails. Double normal ring 
life. They seat instantly. 


You get all these features only with Sealed Power KromeX Ring Sets 
with new Stainless Steel Oil Rings 


SEALED POWER CORPORATION + MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING!? BEST FOR RE-BORE! 
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“Remanufacturing’ New Cars Is Headache 


elie TO “remanufacture” new cars delivered from their factories 
was listed last month as one of the franchised dealers’ biggest head- 


aches today. 


Answers to a survey (see page 32 


mailed to 400 dealers ove! 


the South and Southwest also complained of the difficulty of reaching 
a net-profit position in the face of sharp new-car-sales competition and 
an ever-increasing overhead. A Danville, Va., “Big Three” dealer said 
his net was down “100%” and he “would have to dissipate our organi- 
zation for expenses to meet present low volume.” 

A Missouri dealer assailed the necessity for “remanufacturing the 
cars after receiving them from the factory—taking care of defects that 
should have been done when assembled.”’ 

Manufacturers have taken further recognition of this situation by 
further expanding their “quality control” staffs. 

One South Carolina dealer, whose net profit was down 30% the 
first six months of this year from the same period of last year, com- 
plained of ‘uninformed competition. Dealer doesn’t know cost of doing 
business. Two dealers handling fine products ‘folded’ here in the past 


60 days.” 


Restoration of territory protection clauses in franchises would be a 


boon, quite a few asserted. 


Chrysler Wagon Sales 
Increase 16.4% 


ees Corp. station wagon 
sales have increased 16.4% over 
last year, with the corporation’s 
four lines—Plymvuuth, Dodge, De 
Soto and Chrysler—accounting for 
more than 21% of passenger-car 
retail sales, according to Byron J. 
Nichols, group vice-president of 
automotive sales. 

Leading is the four-door, three- 
seat model with the observation 
seat facing the rear, introduced for 
the first time in 1957. This model, 
Nichols said, is 154% ahead of last 
year for the first eight months of 
the 1958-model run. 


Stable Market Seen 
For Foreign Cars 
val xg five per cent of the 
auto sales are foreign car 
sales. I think this figure will re- 
main about the same.” 
So said Will W. Van de Camp, 
management director and_ first 
vice-president of Volkswagen of 
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America, Inc., who was in New Or- 
leans, La., recently for the ground- 
breaking of the International Auto 
Sales and Service, Inc., parts depot 
and executives offices at 5950 Chef 
Menteur Highway. 

Predicting a stable market for 
foreign cars in the United States, 
Van de Kamp said the foreign car 
is not a competitive car to the 
American - made vehicle. ‘The 
Americans have good cars,” he 
said. “And you must like them, be- 
cause about 95% of the sales are of 
American cars.” 


improper Lighting Heads 
De Soto Safety-Check 


O: ALL vehicles tested during 
May Safety-Check Month by 
De Soto dealers, nearly 65% were 
judged unsafe for night travel be- 
cause of improper light focusing, 
according to R. W. Utley, director 
of service. 

Twenty per cent had faulty 
brakes, while 11% had faulty rear 
lighting. Damaged exhaust systems 
were attributed to nine per cent. 
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Six per cent had defective steering; 
six per cent, bad tires; five per 
cent, faulty windshield wipers, and 
two per cent had horn failures 

The dealers reported that 63.8% 
of all new and used cars and trucks 
inspected in ten safety categories 
were being operated under hazard - 
ous conditions. The survey re- 
vealed, however, that the defects 
were of minor service conditions 
which could be quickly and easily 
corrected. 

The De Soto Safety-Check cam- 
paign was developed by the Inter- 
Industry Highway Safety Commit- 
tee to advise motorists to “Check 
Your Car—Check Your Driving— 
Check Accidents.” A national par- 
ticipation record in the campaign 
reportedly was set by De Soto, as 
68.5% of its dealers were enrolled 
in the program. 


Durham Tarheels Bone Up 
On Salesmanship 


A* EIGHT-WEEK course in sales- 
manship has been set up for 
car salesmen by the Durham (N 
C.) Automobile Dealers Associa- 
tion 

Professor O. A. Fails of North 
Carolina State College, marketing 
specialist, is teaching the course in 
two-hour classes once a week, As- 
sociation President John Emory of 
Old Hickory Motors, Inc. (Edsel), 
announced. 

Some 42 salesmen and dealers 
signed up. A flat charge for the 
instruction covers the price of a 
dinner and diploma at the end of 
the course. 

“Tt was interesting to note,” said 
Emory, “that the attendance, which 
is not compulsory, was made up of 
the most successful salesmen in the 
Durham area.” 


Mason-Dixon Buys 83 Macks 


Mason and Dixon Line of Kings- 
port, Tenn., has purchased 83 new 
Mack truck tractors for use in its 
interstate motor fleet. The B42T 
model units are powered by Mack’s 
Thermodyne gasoline engines 
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Joe Moody (third from left), salesman for Bob Edwards Chevrolet, Inc., 


Darlington, S. C., winner in Chevrolet's 


“Drive Home a Winner” sales 


contest, accepts keys to a 1958 Nomad from Charlotte (N. C.) Assistant 
Zone Manager J. C. Green. Moody’s qualified sales estimate was 46,847 
—within one of the 46,846 station wagons and convertibles delivered 


by dealers during a two-month marketing contest. 


Looking on are 


Chevrolet District Manager J. J. Harbin and Dealer Bob Edwards. 
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DEALERS 


Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Aug. 17-18 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah, Ga. 

Sept. 18-20 — Annual convention of 
Arkansas Automobile Dealers As- 
sociation, Hotel Marion, Little 
tock. 

Sept. 21-22 — Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23 — Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 
Beach. 

Oct. 6-8 — Annual convention of 
Truck Body and Equipment Asso- 
ciation, Ambassador Hotel, Atlantic 
City, N. J. 

Oct. 19-21 — Annual convention of 
Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 

Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Biloxi. 

Nov. 16-18 — Annual convention of 
National Independent Automobile 


Aug. 13-15 — 


Dealers Association, Edgewater 
Beach Hotel, Chicago. 

Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel, 
Chicago. 

Jan, 30-Feb. 3, 1960—Annual conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
el, Washington, D. C. 


GARAGEMEN 


Sept. 21-22 — Fall convention of In- 
dependent Garagemen’s Associa- 
tion of Texas, Odessa. 


WHOLESALERS 


Sept. 20-22—Annual convention and 
booth conference of Automotive 
Wholesalers Association of Louisi- 
ana, Jung Hotel, New Orleans. 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Oct. 15-16 — Fall convention of Vir- 
ginias-Carolinas Automotive Whole- 
salers Association, Hotel Robert E. 
Lee, Winston-Sz alem a oo 

Nov. 3-6 — Annual conve ntion of Au- 
tomotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Nov. 14-16 — Annual convention of 
Florida Automotive Wholesalers 
Association, Hollywood Beach Ho- 
tel, Hollywood-by-the-Sea, Fla. 

Feb. 7-8 — Annual convention of Au- 
tomotive Wholesalers of Oklahoma, 
Municipal Auditorium, Oklahoma 
City. 
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Feb. 18-21—International Automotive 
Service Industry Show, Navy Pier, 
Chicago. 

May 17-20 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, To- 
ronto, Ont. 

Feb. 10-14, 1960—Automotive Service 
Industry Show, Coliseum, New 
York City. 

GENERAL 


97- 


Aug. 30—Annual convention and 

trade show of Automotive Parts Re- 

lilders Association, Conrad Hilton 
Hotel, Chicago. 


S-P Hires Paul O'Shea 
As Sports Car Head 


| ony O’Shea, ton sports car driv- 
er for three years and winner 
of the Sports Illustrated driving 
award, has been named sports car 
director for Studebaker-Packard 
Corp., Vice-President and General 
Sales Manager S. A. Skillman an- 
nounced. 

O’Shea, who once manufactured 
his own and trained 
harness horses, won his first major 
race at Vero Beach, Fla., in 1952. 
He will hold a series of clinics at 
various sports car tracks through- 
out the country. 


sports cars 


Ford Sends Morrow to Atlanta 


Appointment of Maxwell M. 
Morrow as assistant district sales 
manager of Ford Division in At- 
lanta, Ga., has been announced by 
District Manager J. M. Moore. A 
former resident of Atlanta, Mor- 
row for the past three years has 
been regional parts manager for 
the division in Philadelphia. The 
Atlanta district comprises 200 deal- 
erships in Georgia, sections of Ala- 
bama, Tennessee and North Caro- 
ina. 


Smithfield Elects Buie 


W. O. Buie of Buie Motors, Inc. 
(Lincoln-Mercury-Edsel), has been 
elected president of the Smith- 
field (N. C.) Automobile Dealers 
Association. Other officers are Ar- 
thur Gardner, Gardner Motor Co., 
Inc. (Dodge-Plymouth), and N. P. 
Williams, Williams Motor Co., Inc. 
(Buick). 








heres top drawer selling! 


Top selling tactics nowadays call for complete selling. 

You not only sell the desirability of the car but you sell its immediate 
availability through financing. 

You not only sell the convenience of power steering but you sell the 
convenience of financing the car purchase. 

You not only sell the safety features of power brakes but you sell the 
safety features of adequate insurance coverage. 

Associates Pleasant Purchase Program can help you do a more complete 
selling job with one of the most comprehensive and flexible, financing- 
insurance plans in the business. Better listen to the man from Associates 
...he’s got full details on the Associates Pleasant Purchase Program. 
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ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Seven Southerners Win 
In Seat Cover Contest 


W INNERS of major prizes in Dow 
Chemical C».’s “Saran Sales 
Stars Campaign” included seven 
Southerners, three of whom were 
manufacturers and four in the re- 
tail category. 

Winners of all - expense - paid 
holidays for two in Hawaii for 
manufacturers were C. C. Dietrich, 
Dietrich Mfg. Co., Wichita, Kan.. 
end Wesley Pearson, Wesley Pear- 
son Co., Austin, Texas, while J. C 
Land, Schoellkopf Co., Dallas, 
Texas, won a Miami vacation for 
two 

At the retail level, winners were 
Bud Moore, Western Auto Associa- 
tion Store, Lamar, Mo., vacation 
for two in Paris; Earl B. Roth, 
Sears, Roebuck and Co., Baltimore, 
Md., vacation for two in Hawaii: 
O. B. Watson, Jr., Watson Pontiac, 
Inc., Bedford, Va., vacation for two 
in Bermuda, and Mrs. Fred Bean, 
Fred Bean Gamble Store, Dickson, 
Tenn., vacation for two in Mexice 


Tarheel Dealers 
Get New Home 


Fo the first time since its for- 
mation 23 years ago, the North 
Carolina Automobile Dealers As- 
sociation will move to new execu- 
tive offices to be located in the Sir 
Walter Hotel building in Raleigh 

Plans call for a two-floor ar- 


rangement which will provide 2,- 


600 square feet of office space fac- 
ing Davie Street. Remodeling is 
underway and the offices are ex- 
pected to be ready for occupancy 
about Oct. 1. 

NCADA has nearly 1,000 mem- 
bers. 


C. H. O'Donohue Retires 
From Ford Motor Co. 


42-yYEAR career of automotive 
sales was concluded with the 
recent retirement of C. H. O’Dono- 
hue from Ford Motor Co 
O’Donohue, who had been in 
charge of Edsel regional district 
sales offices in Chicago for the past 
two years, joined the company in 
1916 at the age of 18. He advanced 
through a number of field sales po- 
sitions and in 1939 was appointed 
district sales manager at Houston, 
Texas. After a number of years at 
company headquarters in Dear- 
born, Mich., he returned to the 
field in June 1955 as district sales 
manager at Memphis, Tenn 


Atlanta Fleetmen Hear Guenther 


The Atlanta (Ga.) Fleet Super- 
intendents Association last month 
heard John C. Guenther, executive 
assistant to the general manage! 
of Plymouth Division of Chrysle1 
Corp., tell why the Turbo-Jet en- 
gine is not being put in cars today, 
why engines are not installed in 
rear of cars and other reasons why 


cars are built as they are 


The bowling team sponsored by Sun City Motor Co., Rambler dealership 
in El Paso, Texas, has won the city championship for the second con- 
secutive year. In center is “Pop” Mayton, dealership sales manager. 
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Delicate equipment added this year 
to Chevrolet assembly lines is said 
to balance wheel-and-tire and hub- 
and-drum combinations within 
two inch-ounces of perfect. Here 
operator at the Flint, Mich., as- 
sembly plani tavs a small lead 
weight to the inside of a wheel. 
A circular dial (see arrow) on top 
of the machine operates on 2 bub- 
ble level principle to indicate 
amount of unbalance, if any, and 
the location where the weight 
should be applied. Brake and hub 
combinations are balanced similar- 
ly at manufacturing planis. 


Kansas Dealers Elect 
Bruce President 


| genni D. Bruce of Kansas City 
was elected president of the 
Kansas Motor Car Dealers Associa- 
tion at its recent annual conven- 
tion. 

Other officers are Elmer K. Bee- 
man of Topeka, vice-president, and 
Howard Goad, Junction City, treas- 
ire! 

Besides the newly-elected offi- 
cers, members of the executive 
committee include R. D. McKay, 
Wichita: G. N. Waddell, Salina; C 
C. Brewer, Manhattan; H. H. Wall, 
Sedan: J. M. O’Mara, Hutchinson; 
V. E. Gagelman, Hays; Byron 
Stout, Jr.. Wichita; M. S. Winter, 
Lawrence, and Willard Noller, To- 
peka 


Jackson Dealers Elect 


The Automobile Dealers Associa- 
tion of Jackson, Miss., has elected 
Frank Hutton of Lloyd Ford Co. 
president. Other officers are Pat 
Purvis, Milner Chevrolet Co., vice- 
president, and Jimmy Fowler, Fow- 
ler Buick Co., secretary-treasurer. 


W 





Don't take chances...install the best! 
Rogers remanufactured engines are 
DYNAMOMETER-TESTED! 


engine bearing the ROGERS nameplate. Save time 


Why spend days overhauling engines? Install DYNA- 
MOMETER-TESTED Rogers Remanufactured Engines and 
get the car out in one day! Rogers engines are fully- 
warranted to give your customers the finest new-engine 
performance at exchange engine cost. Each engine is 
remanufactured from the block up on a production line 
basis, using factory techniques and equipment. 

New parts meet original equipment standards. When 
the remanufacturing is completed, each engine is run-in 
under its own power and DYNAMOMETER-TESTED to 


be sure it meets the rigid requirements demanded of any 
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save labor . . . increase profits. Install exchange ROGERS 


REMANUFACTURED ENGINES. Serving the Southeast 


only! Write for the name of your nearby ROGERS dealer. 


ROGERS 


Remanufactured 


ENGINES 


300 Hunnicutt St., N.W., Atlanta, Ga 


Look for 
this nameplate 
on the 
exchange engines 
you install 
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In a mileage-guessing contest staged by Triangle Motors, Temple, Texas, 
a Rambler American consumed 100 gallons of gasoline, reportedly aver- 
aging 40.98 miles per gallon, and Judge Robert W. Watts (second from 
left) emerged winner of the $100 prize. W. J. Tomecek, owner of the 
dealership, is shown congratulating Watts, while lcoking on are (I, to r.): 
G. L. Harvey, district manager of American Motors; K. W. Kraner, sales 
manager of Tomecek Motors, Kileen, Texas, and Phil Connell, sales man- 
ager of Triangle Motors. Watts donated his $100 to the First Lutheran 
Church building fund and Tomecek added another $100 to the fund. 


Tarheel U-C Dealers 
Elect Haskett 


Hass Haskett, Wilmington, was 
elected to succeed P. H. Neigh- 
bors, Forest City, as president. of 
the North Carolina chapter of the 
National Independent Automobile 
Dealers Association at its third an- 
nual convention held recently in 
Greensboro. 

New vice-presidents are Gene 
Johnson, Sanford, and James Eng- 
lish, Charlotte. D. L. Jones of Wil- 
mington is the secretary-treasurer. 


Georgia Dealers Plan 
Management Panel 


A PANEL discussion on “Profit- 
able Management,” moderated 
by Darrell Johnson, Thomson, 
Ga., Chevrolet dealer, will high- 
light the 22nd annual convention 
of the Georgia Automobile Deal- 
ers Association at the General 
Oglethorpe Hotel near Savannah, 
Aug. 17-18. 

Members of the panel and their 
subjects are: Ken H. Thomas, 
Brooks-Thomas Motor Co., Colum- 
bus, “New Cars;” Aubrey Cross, 
general manager of Harison-Gul- 
ley Chevrolet Co., Augusta, ‘Used 
Cars;” Dan Silvey, Silvey Motor 


Co., Athens, “Parts and Service,” 
and “Finance and Insurance” by 
Jack Steinberg, J. C. Lewis Motor 
Co., Savannah. 

Also addressing the group will be 
Thomas R. Reid, director of civic 


“About my bill... 


affairs for Ford Motor Co. Reid 
was elected in 1947 by the United 
States Junior Chamber of Com- 
merce as one of America’s ten out- 
standing young men as determined 
by its study. 


Studebaker Honors 
Long-Term Men 


D= Forrest Page of Gordy Mo- 
tor Co., Beaumont, Texas, a 
50-year Studebaker dealership em- 
ploye, was among 32 dealers and 
23 dealership employes to be hon- 
ored by Studebaker-Packard Corp. 
recently for periods of service 
ranging from 50 to five years. 

Southern dealers receiving re- 
cognition were Maynard F. Arthur 
and Broaddus E. Chewning of Jar- 
rett-Chewning Co., Inc., Roanoke, 
Va., for 35 years’ service; Ray B. 
Cralls Co., Tampa, Fla., for 25 
years, and Stewart I. Jones, Stew- 
art Jones Motors, St. Petersburg, 
Fla., for 15 years. 

Among employes honored for 35 
years’ service were George M. Tice 
of Jarrett-Chewning Co., Roanoke, 
Va., and Ed H. Eckenroth, Cham- 
pion Motor Sales, Inc., San An- 
tonio, Texas. Two other employes 
of the Roanoke dealership honored 
for 30 years of service were Archie 
C. Wright and Robert I. Patterson. 


er, forget it.” 








jloeelf/ 


SOUTWERN AUTOMOTIVE JOURNAL 








SOUTHERN AUTOMOTIVE JOURNAL for AUGUST 1958 

































































“When I’m through with this job 


it will be good as new”’ 
WITH FEDERAL-MOGUL ENGINEERED BEARINGS 


He will get exactly the right type of bearing 
needed to restore like-new performance and long 
mileage to this engine. He will get standard or 
undersize exactly according to his needs. He will 
get the right con rod bearings, reconditioned or 
rebabbitted rods, the right bolts and nuts, the 


right cam bearings, the right piston pin bushings. 
With over 5,800 numbers in the Fm line, he gets 
a complete, quality service . . . plus prompt 
service from his Federal-Mogul Jobber. That’s 
why most mechanics prefer Fm replacement 
bearings for any overhaul job! 


FEDERAL-MOGUL SERVICE 


Want more facts? Use Reader Service Card Page 119 


SOUTHERN AUTOMOTIVE JOURNAL for August 1958 





Automotive NEWS BRIEFS 


{Continued from page 13) 





et oT 

ail 

William J. Bird of Chrysler Corp., 
a native of West Virginia, will ad- 
dress the 25th annual convention 
of the Automobile Dealers Associ- 
ation of West Virginia at the Hotel 
Greenbrier in White Sulphur 
Springs Aug. 12-15. Other speak- 
ers will be Dean Chaffin of Boze- 
man, Mont., president of the Na- 
tional Automobile Dealers Associ- 
ation; Dr. Charles E. Irvin, cour- 
tesy of General Motors Corp., and 
R. P. Harman, executive assistant 
to the general sales manager of 

Ford Division. 


Fenton Dies in West Virginia 


C. H. “Chuck” Fenton, formerly 
a field representative of Ford Mo- 
tor Co. and for the past 20 years a 
Ford-Mercury dealer in Buckhan- 
non, W. Va., died recently. 


Sell Pre-Accident Highway Safety, 
Manufacturer Tells Garage Meeting 


By JAMES A. WHEATLEY, JR. 


Sales Manager, Grey-Rock Division of Raybestos-Manhattan, Inc. 
and Senior Vice-President of National Standard Parts Association 
Manheim, Pa. 


I’ AMERICAN vehicle owners pay 
nearly four and one-half billion 
dollars in one year [1956] for auto- 
mobile insurance, isn’t that alone 
definite evidence that the car-own- 
ing public is conscious of the fact 
that there are hazards involved in 
driving their cars, and isn’t it evi- 
dence that they are, or should be, 
receptive to safety maintenance 
insurance that protects before, not 
after, accidents? 

And doesn’t that four and one- 
half billion dollars in premiums in- 
dicate that insurance companies 
have considered it good, sound 
business to accept the responsibilty 
of offering protection to car own- 
ers, even though their type of pro- 
tection goes to work after acci- 
dents occur, after cars are wrecked, 
after people are maimed or killed? 

Is it unreasonable to believe, as 
I do, thai—also as a matter of good 
business — independent 
owners should accept the responsi- 
bility of offering car owners the 


garage 


The Independent Garagemen’s Association of Bedford County, Tenn., 
recently sponsored a Rochester Carburetor school, which was held at 


Bedford Auto Supply. 


Attendees pictured who completed the school 


are (1. to r.): front row, Jack Thompson, Ernest Allen, James Elkins, 


Bob Majors, Floyd Reed (instructor) and James Hoover; 


back row, 


Garner Warren, Joe Cartwright, Morton Overcast, S. N. Bellenfant, 
Jr., Clyde Curlee, Bob Bellenfant, Hugh Pierce, Everette Gibson, Tommy 
Gilliland, Ray Carroll and John Helton. 
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Excerpts from an address before the 

recent annual convention of the In- 

dependent Garage Owners of Ameri- 
ca at Los Angeles. 


kind of protection they can offer— 
protection against accidents occur- 
ring? 

Now, do you think this four and 
one-half billion doliars of prem- 
iums rolled into insurance com- 
panies’ offices without some effort 
on the part of those companies? 
Obviously not. That insurance had 
to be sold. But it shouldn’t take a 
sales manager to convince you that 
the job of selling the car owner 
safety—the protection of his car, 
his life, the lives of his loved ones 

is a far easier selling job than 
selling him insurance with which 
to pay repair bills, hospital or un- 
dertaker bills, after accidents oc- 
cur. 

Yes, highway safety—the type 
of insurance you members of 
1.G.0.A. have to offer—can be sold 
to the car-owning public, and it 
offers you great possibilities. But, 
and this is most important, it 
should be sold at a satisfactory 
profit. 

Now, I’m sure many of you are 
thinking. “That’s easier said 

(Continued on page 104) 
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DEALERS ACCLAIM... 


these BIG (\e Hits’ 


time-saving AC Spark Plug TOOL KIT 


Dealers say: “Just the ticket for speeding spark plug removal and installa- 


tion”. . . and only $13.21* to dealers for this package valued at $25.56. 


Dealers appreciate this high quality Tool Kit 
.., HERE ARE ./) BIG REASONS... 


— 


/ 
ORDER YOUR AC g 


Rubber Socket Retainer holds plug, no 
need to “climb into” the engine during 
installation. 


Extensions provide easy plug removal 
from 90% of V-8's without disconnecting 
chee power units. 
TOOL KIT PACKAGE : — male ~~ { Valuable time 


saver... makes 
from your regular soagh ute aodiat 
AC supplier today! 


--. Cuts labor time 
as much as 50%. 


In addition to Mi 


the FM-36 package includes: i] | speeding service ‘a P GZ 
/ ; : on all plug jobs, o§ 
® High Quality AC Spark Plug E this 7-piece tool 
Service Tool Kit facts! kit is o big help 


. — it ‘ . diatel for working on , 

* One 8-pack of AC Spark Plugs ies on a Suda rong es Pumps, genera- a\ 

wi waiting for “cooling off” perio fore, sterters ond 

(Type 85TS) worth $8.24, when ) + + + MO more burned hands on hot oil pan remova! ——_ 
sold, reduces your initial in- manifolds. oa 
vestment of $21.45 for the 


Package to the low net of $13.21. 


GET ALL THE TOOLS to do the job! 
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of the Selling Season! 


AC Marine Spark Plugs in the 
New Waterproofed “SPARE PAC” 


“Boat owners are really going for ACs in the 
‘Spare Pac’.’”’ That’s the big success story 
from dealers stocking this AC “first’’ in 
spark plug packaging. 
It’s the new way to sell spark 
plugs . . . AC’s famous rust- 
proofed plugs in the smart 
new waterproofed con- 
tainers provide an 
unbeatable sales 
combination. 


Garden Power Units, Too! 


Attention Power Mower and other Power Unit 
Here’s why: dealers! AC offers a complete line of - and 4 cycle 
engine spark plugs. Stock up now. Display banner 

@® Each plug sealed separately in waterproofed, below for more spark plug sales. 
transparent plastic enclosure to assure factory 


freshness. 
Eight plastic-enclosed plugs mounted on mere put WEW DOWER in your POWER UNITS 


chandiser that carries a selling message. 





Merchandiser perforated for convenient tear-off , d 
of individual plugs . . . sell one to eight. 


Merchandiser punched for traffic area display 
. .. where every customer can see it. 


“Spare Pac’’ Merchandiser encourages impulse 
buying . . . quick purchase of extra spark plugs. 


Waterproofed package encourages customers to | AVAILABLE HERE! 


carry a spare in their tool or tackle box. 











ALL TYPES AVAILABLE from your regular AC supplier 


Watch Walt Disney Studios’ ZORRO every 
AC SPARK PLUG & THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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Hot Weather means 


FO Ke Soaring summer temperatures can result in poor engine per- 
formance for motorists with “tired” pressure caps. ‘“Tired” 
caps that can’t hold their rated pressures often contribute 
to engine overheating and power “ping”. Unfortunately, 
your brand of gasoline might get the blame. Surveys show 
that 6 out of every 10 of your customers are in need of a 


new pressure Cap. 


PRESSURE 
CAPS 


Two AC Sales Tools to Help You Convert 
Hot Prospects into Satisfied Customers 





FAMOUS , L_o , 
AC PRESSURE CAP , , RADATIR CP 
AND 

COOLING SYSTEM TESTER 

FOR 

ONLY $10.00. 


This carefully calibrated 
device detects cooling system 
leaks and faulty caps in a 
matter of seconds. A fast 
reading of Tester by the 
customer quickly closes 
sales for caps, hoses, hose 





clamps or other needed cooling 
system replacement parts. 

So capitalize on the tremen- 
dous potential market for 
pressure cap replacement. 

Get your AC Tester and start 
a regular checking program. 
Dealers who have done this 
report big sales gains 

for cooling system parts. 





AC TESTER RACK AND “HOT PAD” MITTEN... 
two valuable service items are yours with an order for 
the FM-20 Cap Assortment or any 12 AC Pressure 
Caps. The package includes an all-metal AC Tester Stor- 
age Rack for wall or pump island mounting, plus a heat- 
resistant AC ‘‘Hot Pad’’ Mitten for removing hot caps. 
You buy the 12 caps at the regular price, plus $4.05 
for the Rack and Mitten. Included with the Rack are 
3 AC Pressure Caps, type RC-9, which are worth $4.05 
at retail. When you sell these 3 caps you recover the 
total cost of Rack and Mitten. 


AVAILABLE FROM YOUR REGULAR AC SUPPLIER! 
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Hot Prospects... 


FO RK Vapor lock—the old summer bug-a-boo—can now be virtu- 


ally eliminated with the new AC 6 or 12 Volt Electric Fuel 


Pump. This quality pump can be used either as a booster 


to the conventional mechanical pump or as a replacement. 


Booster installation is recommended where vapor lock or 


greater fuel demand is encountered. The electric pump can 


then be actuated by a dash panel switch by the driver 


ELECTRIC when these extreme conditions develop. 
FUEL PUMPS 








The AC Electric Fuel Pump for 
Automotive, Truck, Marine, Stationary Engines 
6 and 12 Volt Systems 


A rugged dependable new type pump specially designed 
for heavy duty operations. Long life rotary type electric 
motor insures safe and reliable functioning under all 
operating conditions. Easy-to-follow installation in- 
structions and versatile mounting bracket included with 
each pump. 

_lto5 | 6 or more _ 

LIST $25.50 $25.50 

YOUR COST | 17.85 15.30 

YOUR PROFIT $7.65 | $10.20 











AC Spark Plug 
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&> The Electronics Division of General Motors 


Watch Walt Disney Studios’ ZORRO every week over ABC-TV 
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McQUAY-NORRIS makes the 
most Powe Poeked rings 


in the world 





The Famous ‘'400"’ Oil Ring 
with Chrome Armored Rails 


..and the Famous The Duo Oil-Compression 
Ring with Chrome Armored 


“400” Oil Ring Stee! tos 


is in every set... 


by actual comparison 


the “400” Oil Ring Henna 
will outperform any other The Famous Torsion-Tight 


Aviation Fire Ring JS 
oil ring made today. a J 


McQUAY-NORRIS 
f{ CHROME \ 


PISTON RINGS 


€)) 
Y)- 


Distributed by the finest wholesalers in the industry 
McQUAY-NORRIS MFG. CO., ST. LOUIS - TORONTO 
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“V-Belt sales jumped 


from 15 to 65 a month 
after switch to Gates” 


declares Ernest Meyer of Verbrugge's (Phillips 66) 
in Grand Rapids, Michigan. 

“Before I switched to Gates three years ago,” he continues, 
“I sold about 15 belts a month. Thanks to Gates merchandising 


methods, I average 65 V-belt sales a month now... the best 
profit item I handle.” 


Gates station-tested sales methods can help you, too, 
to get a higher turnover on V-belts ... to make more money 
... to keep your customers satisfied. These sales-building 
methods are used with — 


NO bother to customers — NO service time slow-down 
Changing over to the top-profit Gates line is easy. 
You won’t lose a penny on your present stock. 


Simply call your Gates supplier, and he’ll make 
the switch promptly. 


The Gates Rubber Co., Denver, Colorado 


‘CTok c-¥-me Allie ee £9 1-30 2 





NOW 
ELECTRICAL PARTS 


ALL CARS! ALL POPULAR CARS! 





AMERICAN CARS! 


Delco-Remy’s new expanded line of electrical system 
service parts makes headline news for jobbers, service 
outlets and customers alike. Now for the first time 
owners of all popular American cars can enjoy the 
quality and reliability of parts from Delco-Remy— 
world’s largest original equipment manufacturer of 
automotive electrical systems. 

One inventory, one supplier, one line! Stock Delco- 
Remy alone and you’re set to service all popular 
American makes: contact point sets, rotors and caps, 
generator brushes, regulators and coils. Get full 
details about this great new profit opportunity now 
from your United Motors Distributor. 


-_— 

GENERAL MOTORS LEADS THE WAY TARTING WITH Delco Remy ELECTRICAL 
| GEwERac _ 

[Motors 


DELCO-REMY . DIVISION OF GENERAL MOTORS ANDERSON, INDIANA 
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2 George Amick, runner-up in the “500.” 


...and every car that completed the grueling “500” had Raybestos* 


Jimmy Bryan, winner of the 1958 Indian- 
apolis “500,” George Amick, runner-up, 
Johnny Boyd, third, and every other driver 
who went the distance, called on Raybestos 
Brake Linings about 500 times during that 
brake-torturing 4-hour grind. Their brakes 
always responded instantly and positively. 


Again... 


Cars with RAYBESTOS Brake Linings 
finished 1, 2, 3 at Indianapolis! 


l Jimmy Bryan, winner of the 1958 Indianapolis 500-mile race. 





3 Johnny Boyd, third in the “500.” 





POINT 
BRAKE 
CHECK 


includes adjustment 


USE THE 

Clearly, Raybestos is the pick of the pros. 
Give your customers the one brake lining 
that licked heat and wear brake problems for 
Indianapolis race cars. Raybestos assures 


swift, smooth, silent stops every time and 
will give you repeat business from satisfied 
motorists. 


You get paid for every car you check. 
Ask your Raybestos jobber for full 
details today. 





*Certified by the United States Auto Club 


NEW! Raybestos “Formula 48” Heavy Duty Brake Fluid 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 








RELINE 

RAYBESTOS-MANHATTAN, INC., Brake Linings * Brake Blocks « Brake 
Fluid « Clutch Facings « Industrial Rubber e Engineered Plastics « Sintered 
Metal Products « Rubber Covered Equipment « Asbestos Textiles e¢ Laundry 
Pads and Covers « Mechanical Packings « Abrasive and Diamond Wheels 


Industrial Adhesives ¢ Bowling Balls 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


FLASH! 


24 Want more facts? Use Reader Service Card Page 119 





A technical color sound motion picture showing details on 
e 1958 brake changes e New self-adjusting brakes 
e Effect of 14-in. wheels on brakes e Center-plane brakes 
Write to Raybestos Division of Raybestos-Manhattan, Inc., Bridgeport 2, Conn., 
for information on when a showing will be in your area 


Don't fail to see the new film “Brakes for 1958” 
at the Raybestos Brake Service Clinic 
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DRIPLEX@PIST ONS 
=~ COLOR-CODED 


PACKAGED WRIST PINS 





New Triplex cartons are one 
inch longer to accommodate 
the packaged pins. 


@ Saves costly shop time! The new TRIPLEX 

method of color-coding precision-matched 

pistons and pins eliminates pin-from-piston 

disassembly . . . saves time in boring or 

honing connecting rods . . . reduces danger 

of piston skirt diameter and pin end distortion 
. assures exacting fit every time! 


No more disassembly! Simply match same color- WRITE TODAY for catalogs and prices 


coded pins and pistons! 
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Arvin 


SERIES “20” 
Universal Recirculating Hot Water Car Heaters 


A trading edge on ‘‘close’’ deals — A profit edge on ‘‘solid’’ deals 
A selling edge on ALL deals 


or old (see list, opposite page) . . . Compact as it is 
efficient, the Arvin Series ‘*20”’ is proportioned for 
easy installation in small or odd-shaped spaces in 


For proved reliability, for value, Arvin heaters are 
easiest-to-sell by far. And in this keenly competitive 
car-selling year your market is big! With 6 and 12 


volt models, Arvin fits 2 out of 3 cars and trucks, new passenger cars and truck cabs. 


Awwim -rst IN CAR HEATERS SINCE 1921 
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in today’s ‘shoppers’ market! 


Out-performs many costlier heaters— 
Easy, fast installation 


“BIG-HEARTED” 


for generous heat! 


The “heart” of this heater is 
a huge-capacity honeycomb 
copper core with 2800 square 
inches of radiating surface. It 
provides a complete change of 
water every 2 seconds at 
normal driving speeds, for 
super-speed heat distribution. 


SUPER-SIZE 
FAN 


for fast air-flow! 


The king-size, 8-blade, 7- 
inch fan moves 150 cubic 
feet of warm air per 
minute. Circulates all the 
air in an average-size 
sedan or truck cab every 
2 minutes for maximum 
comfort. 





Fits all these lowest-priced, 
largest-selling 1958 cars: 


FORD, CHEVROLET, PLYMOUTH, DODGE, DESOTO 


© + 
List Price Plus 1958 Chevrolet trucks and these prior models: 


Chevrolet cars and trucks, 1952 thru 1957. 


s 95 DeSoto, 1954 thru 1957. 
O ry! 4 Defrost Dodge cars, 1953 thru 1957; trucks, 1950 thru 1957. 
ates Ford cars, 1950 thru 1957; trucks, 1950 thru 1956 
Mercury, 1950 thru 1956. 
Plymouth, 1950 thru 1957. 
Reo trucks, 1951 thru 1954. 
See your Arvin distributor Studebaker cars, 1951 thru 1954; trucks, 1951 thru 1956. 
6 and 12 volt sizes 


Liberal dealer discount 














Electronics and Appliances Division Arvin INDUSTRIES, Inc. Columbus, Indiana 


Arvin also manufactures: Portable Electric Heaters, Radios and Phonographs, Fans, 
All-Metal Ironing Tables, Leisure Furniture, and “Charky” Outdoor Grills. 
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Give Your Customers the Extra Safety 
and Wear Top Race Drivers Get with Grey-Rock 


At racing speeds, brakes really take a beating. That’s why And it makes a difference you can see, show and sell to yout 

top race drivers use Grey-Rock brake lining. In the world’s customers when you P-L-S the Grey-Rock way. 

biggest stock car race last year, the NASCAR* “Southern Car owners will welcome a P-L-S inspection. Pull a 

500," the first five drivers to finish had Grey-Rock linings wheel, Look at the brakes, Show them what's needed 

on their cars. Grey-Rock Balanced Brake Lining, plus the P-L-S Plan, can 
To give your customers the same fast, safe stops—plus get you more brake business and brake profits right through 

long wear—Grey-Rock combines many lining types, including the year. Ask your jobber for the complete Grey-Rock 

woven and molded, into sets specially balanced for each make P-L-S Plan, or write direct to us. 

and model. You'll find this advantage only in Grey-Rock. *National Association for Stock Car Auto Racing 


In the “Southern 500,” world’s biggest stock car race, the cars 
that finished 1-2-3-4-5 used Grey-Rock brake lining. Speedy 
Thompson, winner, says, “I need a tough brake lining in a 
fast race. I hit that pedal hard going into the turns, and the 
lining has to take it without fade or I can’t win. Grey-Rock’s 
the best—you can’t get any better. I use it on my family car, 
too!’ Brake linings tough enough for experts like Speedy are 


Dest you can give your Customers. 


F ahi Ask your jobber about a Grey-Rock Brake Service Clinic. It's the 
Advertised regularly in POS | —* Y 
» best way to keep up to date on how to handle brake problems 


“” Grey-Rock..... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS — TRUCKSETS — BRAKE BLOCKS — VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


RAYBESTOS-MANHATTAN, INC., Brake Linings * Brake Blocks * Clutch Facings * Mechanical Packings * Asbestos Textiles 
Industrial Rubber ¢ Sintered Metal Products «* Engineered Plastics * Rubber Covered Equipment ¢* Abrasive and Diamond Wheels 
Industrial Adhesives * Laundry Pads and Covers * Bowling Balls 
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Untying Profit and Expense Knots 
in the New-Car Market Today 


|e THIS era of much concern 
about the reducton of overhead 
in new-car dealerships, it is re- 
called that someone has said it is 
impossible to economize a business 
enterprise into a profit. 

The source of that 
escapes me, but the idea enlists my 
sympathy. To reduce overhead, a 
dealer must either curtail expenses 
or increase gross profits. 

In our dealership, we preferred 
to “cut overhead” by increasing 
gross profits—and by automatical- 
ly controlling expenses through a 
remuneration plan that simply 
pays people for what they produce. 
And they do produce! All our peo- 
ple need to do to increase their 
earnings is bring in more business 

It is not my intention to appear 
to be boastful. Nevertheless, our 
procedure for solving today’s profit 
and expense 
problems has 
been exceedingly 
satisfactory. Even 
today, our com- 
pany is producing 
a net profit on 
greatly curtailed 
new - vehicle 
sales, while many 
dealers are re- 
porting excessive 


quotation 


losses. 

3riefly, our 
program is this: 

A management 
team = consisting 
of key personnel 
that projects 
monthly depart- 
mental sales quo- 
tas determines 
ways and means 
of realizing those 
quotas, analyzes 
and controls 
monthly expense 
items. 


By HARRY J. BURKETT 


President 
Burkett Motors (Dodge-Plymouth) 
Houston, Texas 


Its members, and all personnel, 
operate under an incentive pay 
plan that actually places no limits 
upon earnings. Therefore, employ- 
es of the dealership develop the 
partnership attitude and work in 
that atmosphere. 

By thus gearing expense to prof- 
it, one of two results is inevitable. 
Successful development of good net 
profit spurs members of the man- 
agement team to strive for highe1 
personal earnings or, as a conse- 
quence of failure to produce even 
a small net profit, they seek em- 
ployment elsewhere, as could be 
expected. 


The author appears here with Harry J. Burkett, Jr., who is the 
general manager of this streamlined-for-today Texas dealership. 
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Some such plan is receiving more 
and more attention from dealers. 
With pending legislation and the 
buying trends in all markets, it 
provides the only means by which 
dealers can retain their surpluses 
accumulated in previous years, and 
develop an appreciable return on 
their investments of time, facilities 
and money. For the record shows 
that many dealers cannot remain 
in the profit column except when 
their car is ‘hot.” 

There are other reasons favor- 
ing such a dealership program 
Chief among them is the intense 
competition, together with im- 
proved styling and quality of all 
automobiles. These and other cir- 
cumstances have produced a new 
concept of selling and servicing in 
this industry. 

Traditional methods of costing 
and expensing are 
now worthless, in 
that they will not 
produce a guar- 
anteed profit. Top 
performance of 
all employes is 
required to de- 
velop sufficiently 
adequate gross 
profits. A dealer 
enjoys results in 
all departments 
strictly in pro- 
portion to what 
he pays. Efficient 
direction and ef- 
fective perform- 
ance cost more 
than formerly, 
but in a well- 
managed opera- 
tion will produce 
highly _ satisfac- 
tory results if 
geared to profits. 

The more or 
less standard re- 
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muneration system used by dealer- 
ships for many years is now an- 
tiquated. By the modern concept, 
a management team and person- 
nel get paid for what they produce. 
“Management Team” is becoming 
a popular expression in automotive 
discourse. Factories encourage it, 
and dealers see advantages in 
breaking down their big job into 
small pieces, delegating responsi- 
bilities to experienced and capable 
people who manifest desire and 
ability to accomplish assigned 
shares in a joint objective. 

In our dealership we include in 
our management team the general 
manager and the managers of sales 
of new cars, new trucks, used cars, 
service, parts—and administrative 
control. In smaller operations the 
management team can advantage- 
ously be reduced to four by com- 
bining new cars and trucks under 
new vehicles, and service and parts 
under service, with the dealer as- 
suming the role of general man- 
ager. 

At the outset it is necessary for 
members of the management team 
to acquire the viewpoint that they 
are partners with the dealer in both 
operation and accomplishment. 
And the only concrete evidence of 
such partnership is definite par- 
ticipation by the team members in 


the net proceeds of over-all per- 
formance. This is accomplished by 


dividing with each department 
manager at the end of each month 
a pre-arranged percentage of net 
profits. 


The compact Burkett Motors dealership is situated in 
high-priced area of downtown Houston. The parking 


Total distributed to a manage- 
ment team in a larger dealership 
should not exceed 30% of net 
profits produced. In a smaller deal- 
ership it should be at least 20%. 
Such distribution will assuredly 
develop proprietary interest in the 
business, will automatically con- 
trol expenses in each department, 
ultimately throughout the entire 
dealership. 

To further stimulate gross-profit 
production, members of the man- 
agement team should also receive, 
as a bonus, a predetermined per- 
centage of the gross profit pro- 
duced in their respective depart- 
mental operations. In our dealer- 
ship we calculate this percentage 
factor so as to produce a bonus of 
approximately one-half the base 
salary. Then we offer a progressive 
bonus figure in added percentages 
for grouped increases in gross prof- 
it, on a retroactive basis. This 
causes department managers to 
constantly stimulate activities of 
staff members who sell a product 
or service. 

In addition to these stimulants, 
a base salary is necessary, to pro- 
vide a security factor for manage- 
ment team members and personnel, 
especially for periods of anticipated 
or unexpected conditions which 
adversely affect gross profit. Oui 
management team members each 
receive the same base salary. Those 
more deserving can be offered op- 
portunities to develop high bonus- 
es, by producing increased gross 
profits. 


For such an example, consider a 
new-car manager who produces, in 
an average month, total new-ve- 
hicle gross profits of $20,000, in- 
cluding paid finance reserves, and 
consequently a normally-resulting 
net profit. For such a month, he 
would earn: 

Base salary $ 400 
Bonuses (gross profit 3° 

of $20,000) 600 
Dividend (net profit 3% 

of $7,000) 210 


Total earnings $1,210 

By offering the sales manage 
four per cent on a gross-profit pro- 
duction of $25,000 and five per 
cent on $30,000, he could—with 
proper perseverance and intensive 
direction—increase his earnings to 
$2,200 for the month. This thou- 
sand-dollar improvement would 
result by merely encouraging his 
salesmen to sell enough units to 
produce $10,000 more gross profit 
and at the same time exercise a 
normal expenditure 
every feature of his departmental 
operation. 

The same formula with 
priate percentage factors may be 
applied to each department with 
the result that the dealership, as a 
whole, would quickly enjoy a con- 
sistent drive for business 
Consequently, increased g1 
it would result and with a close 
expense control by the department 


control on 


appro- 


more 


ss prot- 


manager, a relatively increased net 
profit would be produced 


(Continued on page 80) 


area on top, or third floor (for 107 cars), would now cost 
$450,000—prohibitive for the service customer parking. 





‘a e3 os fl ’ 
x Se ele 
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Stifled Shop Volume Stir- 


You might call him a chef, since this Nashville, Tenn., ga- 
rageman has concocted a recipe for filling empty work 
stalls which, over some three dozen years, proved sure-fire. 


{ VETERAN Garage - Owne! itself by eliminating high-priced Claity practice over 36 years of op- 
Charles Stone of the Charl manhours eration It employs one specialist 
M. Stone Garage, Nashville, Tenn., Secondly, he advises employ- alone for each of the following 
there are two essential ingredient ment only of those mechanics with brakes, Hydra-Matic work, front- 
n the recipe for getting and keep- ibstantial experience end carburetors, tune-up, air con- 
ng mechanical service and repail With those ingredients, Stone is ditioning, speedometers and lubri- 
sem ; f the opinion that garage-owner cation. Each specialist is provided 
Firstly, Stone recommends a nay take over from there and con- the most up-to-date equipment to 
heavy sprinkling of the latest la- coct their own formulas for aug- lo a quick and thorough job. 
bor-saving equipment. Such in- menting busines Commented Stone: ; 
vestment, he feels, soon pays for This garage has evolved a spe- “All mv mechanics work on 
traight time at good pay. Each 
gives his job all the time necessary 
to guarantee good work without 
— any loss of pay. And any mechanic 
| FRONT END who gets caught up with his work 
MACHINE Bene must be willing, without pay in- 
crease, to join in and help othe 
mechanics to complete a hurry-up 
job. All workers, of course, get 
overtime, if used beyond regular 
WHEEL working hours.” 
STRAIGHTENING As was previously emphasized, 
MACHINE Stone looks on all labor-saving 
equipment as a lucrative invest- 
ment. And he goes in for every 
type of testing and inspecting de- 
WHEEL vice which may aid quick diag- 
BALANCER nosis and cure 
STALLS At present he is one of three 
dynamometer-owners in Nashville 
Although expensive, this contriv- 
ance saves inestimable time by 
HEADLIGHTS giving Cars inside the shop a 
thorough roadtest. 
Stone has another up - to - date 
ies machine which remedies mis- 
DYNA - aligned wheels and_ eliminates 
IGNITION Vie)’ | aaa! slower hand methods. 
TEST He has eight specialists, all but 
two of whom have been with him 
five years or longer. 
COMPRESSOR comnr ; 
LUBRICATION IN LOFT F5 “W hen I employ a new mechan- 
Lo ic,” he explained, “I try to get one 
PE AM EE tener : who has already had substantial 
STORAGE experience in car service work 


= 


=Felel ¥) Then I immediately start breaking 
(LOFT OVERHEAD) him in on the specialized job I 
have available. It sometimes takes 
a year to make him as efficient as 
I would like him to be, but it pays 
off, and he seems to like it better 
than trying to do everything that 
a shop has to do.” 
Stone’s claims to be the first ga- 
rage in Nashville to install ai 
(Continued on page 84) 
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Dealers Expect P 


——- of the ’59s beginning 
next month should signal an 
upturn in profit—even if only for 
the first few months, said a ma- 
jority of the respondents to a 
questionnaire mailed to 400 deal- 
ers over the South, provided: 

Prices (already termed too high 
by some franchise holders) are not 
increased. 

Competing dealers don’t go hay- 
wire with their “deais.” 

Assuming the used cars can be 
washed out with less difficulty 
than many dealers have been ex- 
periencing this year. 

And one note which has been 
heard this year more than ever be- 
fore was crystallized in this com- 
ment by W. H. Bennette of Ben- 
nette’s Motor Service, the Stude- 
baker dealer at Higginsville, Mo.: 

‘We don’t expect the ’59s to help 
us profitwise unless the car manu- 
facturers start putting quality back 
in their cars and get their workers 
to start putting wcrkmanship in 
their products.” 


By BILL HERBERT 
Editor 


A Reader Su 


Dealers blamed themselves for 
encouraging the public to expeci 
something for nothing. Some ex- 
pressed the hope that the new law 
requiring posting of rrice and other 
data on the windshields, effective 
Oct. 1, would be a step toward eras- 
ing this attitude. Crooked dealers 
can always get around laws, others 
maintained, while some longed for 
a return of territory security to 
shore up their efforts toward a net 
profit. 

Among the comments on the out- 
look for profit from the ’59s,— 
often a capsule of what other deal- 
ers expressed—were: 





Net Profit Runs Lower in ‘58 
"57 for 60% of Dealers 


=seven per cent of franchised dealers re- 
his survey reported lower net profit be- 
fore taxes the ‘lestihe months of this year than the 


same period of las 


The percenta 





ear. 
Thirteen pe 
registered the sa et 
changes were sharp for many 
companies, with declines of 30. gnd 40% not uncom- 
mon. A few dealers reporte 
amount or, in one or two in 
Fuller-White Chevrolet a 
20%. The Chevrolet dealer at 
Malone, registered a rise of 40% 
An Alabama Buick dealer was do 
were a Buick dealer in a small Kansas ci 
Three" dealer in a South Carolina city. 
was chalked up by Pat Sadler Motors, De Soto- 
Plymouth firm at Biloxi, Miss. A small-tdy 
Chevrolet-Olds dealer reported 70% down. 


isted an upturn and 20% 





ises in net of that 
ven greater. 

a listed a climb of 

pache, Okla., C. H. 


50%, as 





n Virginia 





rofit Rise 


R. H. Kline, Kline Motor Sales 
(Pontiac), Franklin, W. Va.—*If 
we have an over-supply of new 
cars, no profit.” 

A Panhandle Florida Oldsmo- 
bile-Cadillac dealer “Considera- 
ble increase due to more wisdom in 
retailing and economic improve- 
ment.” 

C. J. Day, Day Motor Co. (Stu- 
debaker), Texarkana, Texas 
“Profit should be some better.” 

J. H. Holleman, Jr., H. C. Motor 
Co., Inc. (Chevrolet), Surry, Va. 
“Slightly better, depending on pub- 
lic acceptance of new model.” 

Small-town Virginia Ford deal- 
er—‘“‘Should help profit.” 

Small - town Alabama 
dealer—“Just have hopes.” 

Small-town Kan;as Buick deal- 
er—‘‘Better, I hope.’ 

Small-town Louisiana Ford deal- 
er—‘“Improve.” 

R. W. White, Fuller-White Chev- 
rolet Co., Tulsa, Okla.—‘Will im- 
prove 25% first 90 Gays after an- 
nouncement, then <Irop back to to- 
day’s average. 

“We believe we must have a re- 
turn of so-called territory security 
if we are to justify the investment 
that we must maintain to operate 
a dealership of our size 

“Factories must refrain from the 
installation of the ‘stimulator deal- 
er’ in fringe areas surrounding the 
larger metropolitan points.” 

E. T. Gallagher, Buddy Gallagh- 
er Motors (De Soto - Plymouth) 
Lawrence, Kan.—‘‘Profit should be 
better.” 

E. W. Sadler, Pat Sadler Motors 
(De Soto-Plymouth), Biloxi, Miss. 
—“‘Profit should be somewhat bet- 
ter than ’58 if we stay in business.” 

C. H. Malone (Ford), Apache, 
Okla.—“‘Okay.”’ 

C. S. Loftis, Colonial Motors, Inc 
(Buick), Chapel Hill, N. C—‘‘We 
are hoping for a better profit pe: 
new car sold.” 

E. H. Steenberger, Steenberger 
Motors (Oldsmobile), Ashland, Ky. 
—‘Very good profit.” 

J. M. Claytor, Claytor Motors 
(Chrysler - Plymouth), Bluefield, 
W. Va.—“‘See no definite improve- 
ment from here.” 

Charleston, S. C., dealer — “A 
chance to start meking a little 
profit and at least keep a break- 
even point.” 

Howard T. Funk, Funk Motor & 


Buicl 
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with Selling ‘59s 


Implement Co. (Buick), Waurika, 
Okla.—‘Better than ’58.” 

Veteran and well-known South 
Carolina “Big Three” dealer—“Im- 
provement; perhaps 35% over 
1958.” 

Virgil C. Adams, Adams-McCar- 
go Motor Co. {Che rolet), Annis- 
ton, Ala.—‘“I expect profit will be 
better,” which was identical with 
the comment by a “Big Three” 
dealer at Birmingham, Ala. 

Jack Davis, Jack Davis, Ine 
(Lincoln - Mercury), Winston- 
Salem, N. C.—‘‘Much better.” 

Oklahoma City “Big Three” 
dealer—“Expect gross profit to im- 
prove slightly.” 

M. C. Jelf, Trayer-Jelf Motor 
Co. (Chevrolet), Cottonwood Falls, 
Kan.—‘‘Not much excited; prob- 
ably not much change.” 

Metropolitan Virginia Buick 
dealer — “Can only hope. Know 
can’t many dealers stand any more 
bad years in a row.” 

Wendell O. List, List Motors 
(Ford), Bristow, Okla —“Expect to 
make barely enough out of ’59s to 
cover what we have lost this year.” 

Small-town Alabama Chevrolet- 
Buick-Oldsmobile dealer—‘60- to 
90-day profit possibility; not op- 
timistic rest of [model] year.” 


























ye” 
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“Oops!” 


C. H. House, Steel City Oldsmo- 
bile Co., Birmingham, Ala.—‘‘Much 
better than ’58 and possibly better 
than °56 and ’57.” 

R. Brooks Spence, Spence Mo- 
tors (Dodge ~ Plymouth), Albe- 
marle, N. C.—‘Our manufacture: 
has taken a realistic attitude to- 
ward dealer stocking problems. We 
are now getting help on keeping 
our inventories in iine with de- 
mand. Production is being geared 
to sales. This is the step that will 
put profits back into the auto busi- 
ness and put the dealer in his 
rightful place in the community 

“However, the manufacturer 
must expand on the production- 
sales theory for years to comé 
Otherwise dealer investors will be- 
come scarce and public will lose 
confidence in dealer. 

“ ‘Service to the Community with 
Profit’ is healthy for all.” 

Concurrently with their plans 
for ’59s, manufacturers generally 
have taken steps to strengthen 
their quality control organization 
with the hope of reducing the ter- 
rifically high percentage of units 
which have shown manufacturing 
defects. 

Additional inspectors and larger 
test staffs seek this goal. 
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Dealers Okay 
Windshield 
Sticker Law 


Eighty per cent of the dealers an- 
swering this survey expressed ap- 
proval of the law becoming effec- 
tive Oct. | which calls for manufac- 
turers and dealers to display the sug- 
gested retail price of new cars on 
windshields. 

Some okayed the statute while 
questioning its value, but others saw 
it a step toward elevating the deal- 
er's business from confusion. 

"Price packing is wrong and a con- 
tributing factor to mass public con- 
fusion and apprehension," said one 
Florida GM dealer. 

"Won't help any,” commented R. 
H. Kline, the Pontiac dealer at 
Franklin W. Va. 

"It will help us build public con- 
fidence in the automobile business as 
a whole," said a Louisiana Ford deal- 
er. 

"We are in favor of it. However, 
it won't cure our problems,” said R. 
W. White, Chevrolet dealer at Tulsa, 
Okla. 

Dealers who have been advertising 
factory-suggested prices termed the 
law fine but doubted its assistance 
toward improving their profit po- 
sition. 

"This will be fine if enforced and 
lived up to by most dealers," ob- 
served J. M. Claytor, the Chrysler- 
Plymouth dealer at Bluefield, W. Va. 

A Virginia Buick dealer wasn't so 
hopeful for the law because "crooks 
can always find ways of dealing and 
factories can have high list with re- 
bates.” 

Said Virgil C. Adams, Chevrolet 
dealer at Anniston, Ala.: "I doubt 
that it will do any good. | look for 
lower gross profit.” 

And commented Wendell O. List, 
the Ford dealer at Bristow, Okla.: 
"It might give some confidence in 
dealers, but won't help profits. We 
have used this system for the last two 
years." 

"It's a good move for legitimate 
dealers," said an Alabama GM deal- 
er. "It will take gimmicks out of busi- 
ness.” 

Said R. Brooks Spence, the Dodae- 
Plymouth dealer at Albemarle, N. C.; 
"This is the first honest step to sound 
business." 

The law “should be very helpful 
in stopping bootlegging and restor- 
ing public confidence," said C. H. 
House, Birmingham, Ala., Oldsmobile 
dealer. 
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Value of Garageman 


Stressed by IGOA 


MPORTANCE of the role played by 

garagemen and what they can 
and should do to increase their 
stature were among the themes 
heard from speakers at the late- 
June third annual convention of 
the Independent Garage Owners of 
America. 

The recession was blamed for 
the lower attendance than the 600 
who had been anticipated as a 
maximum turn-out. 

Illness deprived the convention 
of the presence of two top IGOA 
leaders. Past state and national 
president Howard Eves, Pasadena, 
a director and chairman of the 
convention committee, was strick- 
en with a heart attack in May after 
he had finished the arduous job 
of planning and setting up the con- 
vention. Although on the road to 
recovery, Eves could not attend and 
his duties were assumed by Henry 
A. Sorenson, Long Beach, president 
of the Independent Garage Owners 
of California. 

Due to the serious illness of his 
wife, IGOA President Paul O. Wil- 
son, Toledo, O., likewise had to 
forego attendance. Closed meet- 
ings of the executive committee, 
directors and advisory council oc- 
cupied the first two and a half 
days of the convention, which 
opened Wednesday morning, June 
25. 

At a board meeting Friday morn- 
ing, June 27, the new officers were 
elected and a kick-off luncheon 
launched the open convention ses- 
sions. Heading the speakers were 
Rep. James Roosevelt (D.-Calif.) 
and State Senator Richard Rich- 
ards of Los Angeles. 

Roosevelt, who is chairman of a 
small business men’s committee in 
the house, told the members that 
at this session of Congress a bill 
would be passed giving some relief 
to the small business man in this 
country. 

In a sparkling address Richards 
complimented the IGOA on its 
legislative objectives, but empha- 
sized that much more vigorous 
public relations are necessary. He 
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pointed out that the association is 
largely unknown to the majority 
of legislators and that the mem- 
bers must make contacts with their 
senators and assemblymen, and let 
them know the needs and objec- 
tives of the garagemen in order to 
secure recognition and support. 
National Executive Secretary 
Ralph H. James of Tulsa, Okla., 
read a condensed history of the 
IGOA from its founding and a pro- 
gress report showing a healthy na- 
tional membership growth and the 
organization of units in 30 states 
Gerald Driscoll, western man- 
ager of Fitzgerald Mfg. Co., took 
for his topic, “The Chain of Sup- 
ply,” and declared that the jobber 
is the logical link between manu- 
facturer and retailer, and that he 
would not be displaced by discount 
houses and cut price chains. 
Edward Ford, editor of Motor, 
speaking on “The Future Outlook 
of Our Trade,” forecast by 1975 
there will be more than 85 million 


cars and trucks in service on our 
roads, and that between 55 and 60 
thousand new mechanics will be 
required to maintain them. He pre- 
dicted that much new truck serv- 
icing will wind up in independent 
garages, and that the alert, well- 
trained and well-equipped shop 
owners and mechanics may look 
forward to a rosy and prosperous 
future. 

George Clinger, president of Los 
Angeles Unit B-20 of the Automo- 
tive Boosters, outlined the role of 
the manufacturers’ representative 
as a liaison friend of the garage 
owner, ready to help him in his 
problems with the manufacturer 
of supplies and equipment. 

Concluding the day’s program 
was a humorous sketch on the 
wrong and the right way to close 
a sale. The cast was composed of 
Briant Sando, publisher of Motor 
West, and James Hamilton, execu- 
tive manager of the California Au- 
tomotive Wholesalers Association. 

Saturday’s program opened with 
an address by Daniel J. Hartnett, 
western representative of Motor 
and Equipment Wholesalers Asso- 
ciation. Reading from carefully 
compiled charts, he stressed the 
enormous dollar volume of the 
automobile service business 

IGOC state insurance counselor 
Ronnie Kincade reviewed the er- 
ratic membership fluctuations of 
the state group previous to 1957 

(Continued on page 90) 


The towering giant standing at left, Ray J. Campbell of Denver, Colo. 
is the new president of IGOA. Succeeding him as first vice-president is 
H. F. “Red” Reagin of Atlanta, Ga., shown standing next to Campbell. 
Other officers include (1. to r.): Art Kittell of Pittsburg, Kan., second 
vice-president: George Millikin of Youngstown, Ohio, third vice-presi- 
dent, and G. A. Millinger of St. Louis, Mo., secretary-treasurer; kneeling. 
C. G. Dixon, western regional field secretary, and Ralph H. James of 
Tulsa, Okla., executive director. The ‘59 meeting will be at Denver. 
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Aware of today’s competitive car market, Royal Chrys- 
ler of Brentwood, Md., goes after only “about aver- 


age” material for its sales staff. 


ness broker, the salesman, above, points out luxury 


A former busi- 


features of an Imperial convertible to an executive 
friend, with whom he regularly plays golf. The sales- 
man, with assurance, then submits the deal for approv- 
al to General Manager J. M. Grossman, above right. 


Picking the ‘Right’ Salesmen 


OQ month during the first 
quarter of ’58 we sold 72 new 
cars! 

That was somewhat of a record 
even for us, since our four sales- 
men sell on an average of 80 new 
and used cars over a four-week 
period. 

Such topnotch performance came 
to the fore in a recent factory con- 
test where we scored first place in 
the Philadelphia region in new Im- 
perial sales. We also came pretty 
close to the top in Chrysler sales, 
missing by only a couple of units. 

Admitting today’s keenly com- 
petitive automobile market, any 
dealer will recognize that we are 
doing a unique job. How we do it 
is a reasonable question. 

A salesman’s compensation plan 
that emerged after a good deal of 
trial and error is our answer. Our 
salesmen are on a $250 weekly 
draw against commission. We fig- 
ure that over four weeks they 
should average out that amount. 
Commission is 25% of gross plus a 
bonus on the number of units sold. 
We pay a special bonus of $50 on 
used or new cars in stock which 
we want to dispose of. Our sales- 
men, like salesmen at other deal- 
erships, drive for the best deal they 
can get. A car that grosses $400 
means a $100 commission to them. 

Four years ago we proceeded in 
routine fashion to hire a dozen 
young salesmen. We observed, as 


By JULES M. GROSSMAN 


General Manager, Royal Chrysler, 
Inc. 
Brentwood, Md. 


most dealers do in time, that better 
men are consistently higher pro- 
ducers. Ultimately, we had to ad- 
mit that the better men were car- 
rying the ball. So we concentrated 
only on the better men 

We found that the man accus- 
tomed to earning $15,000 a year, 


Royal’s salesmen are men accus- 
tomed to earning no less than $15.- 
000 a year. This man keeps a care- 
ful watch on his sales record for a 
ten-day period against that of his 
other competing fellow-salesmen. 
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needing $250 a week to live, was 
the man we wanted. We learned 
that this type man ordinarily is 
steady, ambitious, above average 
in intelligence, hard-working, a 
good planner, independent when 
carrying out a job, and has ingenu- 
ity and keen business ability. In 
any sales operation, he would qual- 
ify for manager. Moreover, his as- 
sociates and contacts were in the 
higher income brackets. He was 
not your average man. This was 
the kind of man we would have 
to go out and look for; he would 
not be walking into the door every 
other second. 

Once found, this man was worth 
our investment of $500. 

Let me give an example: 

There’s a former business brok- 
er on our sales staff, another who 
headed a collection agency. The 
broker was lured away by us from 
his profession because we spotted 
remarkable potential in him. With 
a wide range of contacts in well- 
to-do business circles, he was a top 
earner who knew business broker- 
age. However, he had never sold 
an automobile. 

We knew it would be worth our 
while to train him. So he was sent 
to Chrysler’s training school in 
Newark, Del., for a couple of 
weeks, all expenses paid by us. Our 
investment in him was $500. He 
earned $500 that first month. Since 

(Continued on page 73) 
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Pushing tire turnover is his 


Profit-Packing Pastime 


By Beatrice Miller 


A FEW months ago, some garage 
owners and station operators 
were wondering if they could stay 
in the tire business. With chain 
stores and mail-order houses cut- 
ting them out, it was difficult to see 
how tires could be profitable. 

Now, the picture has changed. 
New-car sales are down and tire 
sales are running high. But they’ve 
still got to be smart merchandisers 
to do a good, profitable tire vol- 
ume. 

How? They must: 

1.—Buy efficiently. 

2.—Offer a competitive price. 

3.—Have a wide variety of and 
price range in tires to meet all 
budgets. 

4.—Promote to build traffic. 

5.—Have an incentive program 
to alert well-informed personnel. 

That’s how Marcus B. Maxwell, 
owner of Maxwell’s Amoco Serv- 
ice, Arlington, Va., does it. With a 
57 tire volume that reached 
$23,000—a 20% gain over ’56— 
Maxwell’s shot ahead the first 
quarter of ’58. 

Said Maxwell: 

“There’s many an operator who 
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Maxwell's Amoco Service in Arlington, Va., has proved that, by buying 
in large quantity. a station operator can sell tires competitively and 
at profit. Owner Marcus B. Maxwell, at left. talks tires to prospect. 


had just about given up on tires. 
With people hanging on to their 
cars, I say you can sell worlds of 
tires despite cut-rate and mislead- 
ing advertising. Third- and fourth- 
line merchandise is used as a 
‘come-on’ by certain chains. Credit, 
emergency service, open-early and 
close-late hours are weapons which 


Maxwell's recipe for more tire sales contains proven ingredients. One 
of these is the habitual checking of customer's tires for smoothness 
and inside wear, which, when apparent, is promptly shown the onlooker. 


—_— 
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the service station can beat com- 
petition with. 

“Besides, with a crew of alert 
station attendants and mechanics, 
we still have first shot at the cus- 
tomer.” 

Maxwell pointed out that the 
tire buyer today is a shopper who 
knows his prices well. Where he 
gets fooled, however, is in quality. 
That’s where the gas station must 
come in by having well-informed 
station attendants, up-to-date on 
the current market. 

Second to buying efficiently and 
offering competitive prices is the 
need for a good promotion pro- 
gram to increase traffic. Direct- 
mail, advertising in newspapers 
and the classified telephone book, 
combined with personal contact 
with tire-buying prospects, stimu- 
late tire sales. 

Mailings of postcards and letters 
on tires go out in the spring, sum- 
mer and fall each year. Direct-mail 
is built around quality, price 
value and special tires. This is 
largely intended to keep the name 
of Maxwell’s associated with good 
tire values. 

“Response is generally excel- 
lent, particularly on company 
tires. Direct-mail serves as a re- 
minder in spring and summer 

(Continued on page 78) 
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Shop volume at this Bethesda, 
Md., dealership lagged this 
year until a new "personal 
touch" approach was initiated 
on "former" service customers. 


By JOHN F. PATTERSON 


General Manager, Bethesda Motors (De Soto-Plymouth) 
Bethesda, Md. 


We give serious attention to cus- 
Bethesda Motors finds that calling customers after tomer satisfaction. since we — wa 
60 days to determine the condition of their cars a suburban locality of higher in- 
brings excellent results. Above General Manager come home-owners, personalized 
John F. Patterson, left. renews acquaintance with a service is of importance. A majori- 
comeback customer who has responded to the postcard, 


: ° “ 7 “ ty of cars coming in for service are 
below, one of the firm’s typical direct-mail pieces. . ty S 


driven by women. 

We think it a better policy to 
spend money keeping old custom- 
ers satisfied than looking for new 
ones. We let our institutional, 


: e 4 
“low-pressure advertising at- 
tract new customers. 
Controlled customer follow-up 


entails selecting from 150 to 200 
names from our mailing list of 500, 


to ermanent customer fit and sending out folders or post- 
p cards on a service that may be lag- 
ging in our shop. It may be brakes, 
tune-ups, front-end alignment or 
transmission. The number of 
be more “personal touch” on were 25% ahead of those for April names contacted is determined by 
those old service customers eyo amount of volume needed to bring 
and watch that “grounded” shop We believe results are much bet- business up to trade average. This 
business take-off. ter when direct-mail is aimed at is usually a special, and by the re- 
That, at least, has been the our old customers and car owners. (Continued on page 76) 
situation in our case. Up to July 
"57 we had been doing rather well. 
Sales and service volume were 
holding up, and margins were wide 
enough to meet operating costs. 
However, making a study of our P / 
shop business with relation to For Our ‘elk aT Only 
trade averages for this size dealer- 0 
ship, we realized by mid-year of 
’57 that shop volume was not pro- 
portionately high enough. Pressure 
was necessary to expand and we 


studied means of doing it. gr 
BETHE S08 Moroes 


A more extensive controlled cus- ; “ a. 
tomer follow-up — contact by wa t Ez af i af 
direct-mail, personal solicitation an 

by telephone, increased newspaper 
advertising, expanded facilities in hts, eon bemmenteee thi enictiaien-engiatien 
the lubrication and body shops, service you received at Bethesda Motors in the past. 
and incentive pay for service and Here's a friendly tip for the future: For your own 
parts managers—comprised a pro- er re acon end oe a 
gram that we initiated the first of staan heshe ai S Nedibcenddes diler 
this year. Within four months, by Sion to an! 

April 30, we increased shop vol- 
ume by 25%. Figures for April ’58 
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He’s got to know small engines. 


ower Mower Volume S$ 


E CHALKED up a gross of $3,000 
from January through April 
on power mower repairs. It was 
our first season to try this service. 
It took time, study and invest- 
ment before we decided to under- 
take small gasoline engine repairs 
in our shop. 

It now appears that the potential 
is even greater than we guessed. 

Lack of space and labor keep our 
operation at considerably less than 
full capacity on this profitable 
sideline, however. 

I can see where a garage or gas 
station in the South could have a 
steady stream of mower repairs 
throughout the year. With winter 
lawns, mower repair could become 
a profitable department in any 
automotive repair shop the year- 
round. 

We got started during spring a 
year ago when innumerable re- 
quests for power mower repairs 
began coming our way. 

In a suburban community of 
home-owners, hardly a day passed 
when someone did not present 
power mower trouble to us. They 
expected us to know what to do, 
and seemed disappointed when we 
turned them away. Our only re- 
course was to inquire among 
automotive wholesalers in the 
business as to basic investment in- 
volved in testing machines and 
parts, training personnel and the 
yield to be expected. 

Moreover, we recalled without 
effort how slack automotive re- 
pair business can be in December, 
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A full-time repairman may be hired. 


By MAURICE J. GENDLEMAN 


Co-Partner, Auburn Esso 
Bethesda, Md. 


January and February. If we could 
fully prepare for power mower re- 
pairing and overhauling during 
winter months, we could keep 
profitably busy. 

Trying our hand at such repair 
last summer, and then surveying 
the market, we decided to take it 
on. 

We took over an old three-story 
20’ by 40’ building behind our sta- 
tion, a former residence no longer 
in use, and designated about 2,000 
square feet of it for storage and 
shop. We put out $600 for a steam 
cleaner; $750 for reel mower 
sharpener, lapping machine, bed 
knife grinder and rotary blade 
sharpener; $160 for a power 
wrench and about $2,000 for parts 
stock. We also put in about $150 
worth of metal shelving for our 
parts department. 

My brother and _  co-partner, 
Sam, went to school to learn about 
power mower repair. Skill, speed 


This tag is affixed to serviced 
mowers. It builds repeat volume. 


Auburn Power 


Mower Clinic 
4947 AUBURN AVE. 
BETHESDA 14, MD. 


OLiver 4-0313 


Storage space can be a problem. 


urprised Us 


and competence increased in pro- 
portion to our experience on mow- 
ers in our shop. By mid-December, 
we had sent out 17,000 postcards, 
telling everybody within a five- 
mile radius to get ready for spring 
lawns by putting their mowers in 
good repair. 

Within a few days, we took in 
some 200 power mowers. Ap- 
parently, many people filed our 
postcards, for customers still bring 
in mowers, five months later, in 
response to our card. A steady 
stream of mowers has been coming 
in as a result of the postcard. 

That mailing of 17,000 cards 
cost us about $800, which covered 
mailing, printing, postage on the 
return card, permit for bulk mail, 
etc. We also put out 1,000 circulars 
for distribution from the station. 

The average job resulting from 
the postcard was approximately 
$12. Some went as high as $30, 
others between $25 and $30. We 
charged $8 for a tune-up and parts, 
$9.50 for sharpening a reel mower, 
$4.50 for sharpening a _ hand 
mower, $1 for a rotary blade 
sharpening, $2 for taking off a 
rotary blade for sharpening and 
balancing, and $5 for repairing a 
carburetor. We telephoned cus- 
tomers whenever additional work 
was necessary. 

As people brought in mowers, 
we built up a file of over 500 
names. On cards we _ recorded 
name, address, type of equipment, 
type of repair, amount and date of 
return after testing. 
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This service station sent out 17,000 of these postcards. Within a few days 200 mowers showed up; others followed. 


In the peak season, rush of work 
keeps us from recording the name 
of every customer. We had to drop 
free pick-up-and-delivery service, 
too, whereas during winter we of- 
fer this special service. In spring 
and early summer, we give 48-hour 
service on rotary-type, one week 
on reel-type mowers. 

Our chief problem is labor. We 
regard power mowers as a side- 
line. While we can store as many 
as 300 repaired mowers on two 
floors, and another 25 awaiting re- 
pairs in the shop, we have no 
regular full-time mower mechanic. 

One of our automotive mechan- 
ics, a highly skilled worker with 
outstanding mechanical ability, 
has proved especially adept at re- 
pairing mowers. But he is too 
valuable to be placed permanently 
on mowers. 

We have trained four mechanics, 
but they do mower repair only 
during idle time. The putting on of 
a full-time mower repairman is 
still under consideration. It takes 
no more than two months to turn 


out a good mechanic at the small 
gasoline engine. 

After testing each mower fol- 
lowing repair, we apply a sticker 
with our name, address and tele- 
phone number. A paper sticker 
goes on lower-priced mowers, a 
metal plate on better ones. Our 
cost for paper stickers is $27 per 
500, $75 for 500 metal plates. Giv- 
ing our name and address in that 
way brings repeat business. 

If a garage or station is in the 
right area, a power mower opera- 
tion can take up a slack as a 
profitable sideline. 

May I offer a couple of sugges- 
tions: 

First, a natural gas hook-up on 
a steam cleaner is cheaper than 
either propane or kerosene. 

Next, in sending out return post- 
cards (if direct mail is used promo- 
tionally), make certain to separate 
each service item. For example, 
one line for sharpening, one for 
cleaning, a third for engine repair, 
etc. We ran “sharpen, repair and 
install parts” together in one line. 


It was a bad mistake, causing us 
needless confusion and irritation. 
Reading hastily, some customers 
checked the entire line, leading us 
to believe that they wanted a com- 
plete job. Later, some balked at 
repairs that were done. 

As in automotive repairs, it is 
wise to phone a customer and 
recommend needed repairs before 
going ahead. In most cases, you'll 
get the green light—practically 
ten out of ten will want you to 
carry through. 

We have large signs in the sta- 
tion announcing our power mower 
repair clinic. During late fall, we 
tell customers that we _ repair 
power mowers. We also display 
small gasoline engines which peo- 
ple buy for water pumps and such 
uses. From these we also realize a 
small profit. 

Right now it appears our power 
mower sideline is growing into a 
much bigger and lustier baby than 
we figured on. It may yet prove to 
be more than a sideline for our 
firm. 


“Right now it appears our power mower sideline is growing into a much bigger and 


lustier baby than we figured on. It may yet prove to be more than a sideline.” 
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President Alford is second from left on one of the four business-swelling phones. 


sentatives of the telephone com- 


pany suggested at that time a sur- 


© vey when Alford inquired how 
ou in e ones many phones should be installed 
“They tapped the two lines and 


four weeks later they gave us a 
report that 25% of our incoming 


calls were getting a busy signal,” 
005 p a es 0 the South Carolinian said 
“We followed the suggestion that 


four phones be installed. Each 

phone costs us $25 a month, so you 

— the number of tele- about our local business than any can see that our phone bill is 
phones to four has brought a other phase of the business. Our double what it used to be, while 
consistent 40% increase in local local business today is four times our local volume has been moving 
counter business for Alford Parts what it was the first year of op- up—a consistent 40°, increase 
Co. at Florence, S. C. erations in 1951.” over the same months of last year.” 
President N. Frank Alford as- The firm moved June 1, 1957, Should the counter force be tied 
serted: from its old location to a large: up, office workers or any othe! 
“IT am more optimistic now building three doors away. Repre- available employes pounce on the 


Alford customers can drive inside right up to the counter through the big door shown in close-up at right. 
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phone long enough to hold the cus- 
tomer until a counterman can take 
over. Phones just don’t ring a third 
time at Alford Parts under the 
policy which has been laid down in 
this respect. 


Cherry Retires from Army 
After 39 Years’ Service 


- We James McEwen Cherry, 
president of McEwen Cherry 
Co., manufacturers’ representa- 
tives in Nashville, Tenn., has re- 
tired from the Army after 39 years 
of military service. 

The last 18 years of his career 
were with Selective Service, be- 
ginning at Tennessee headquarters 
in 1940. He became a staff officer 


lau 
in 1942 under Maj. Gen. Lewis B. 


Hershey at Washington. For the 


past five years he has commanded 
the Nashville reserve unit. 

“Just because I have ‘retired’ 
from the Army does not mean that 
I am retiring from _ business,” 
Cherry said. “Actually it will be 
‘full steam ahead’ for me in my 
sales agency business.” 

He is first vice-president of Au- 
tomotive Afficiated Representa- 
tives and under usual procedure 
will be elevated to the presidency 
next February. 


Louisiana Opposes Sales 
Bypassing Wholesalers 


A RESOLUTION opposing direct 


sales by manufacturers to 
consumers or fleets at wholesale 
prices won adoption by the direc- 
tors of Automotive Wholesalers’ 
Association of Louisiana at their 
June 20 meeting, which was held 
at Alexandria. 

The measure said: 

*‘Whereas, in recent years there 
has developed the practice of some 
manufacturers of automotive parts, 
equipment, accessories, chemicals, 
supplies and refinishing materials 


This handsome branch, which includes a large basement, was opened 
officially June 23 by Holland Auto Supply, Inc., several miles from its 
main store in Greenville, S. C. Approximately $500 in door prizes, along 
with soft drinks and sandwiches, were given away to the 250 customers 
and visitors the opening day. Wallace “Buddy” Berry is the manager and 
Bob Hitt is counterman. A salesman, Weyman Cook, works out of the 
branch two days a week, President Ned Holland said the branch was 
needed because the main store was situated in the opposite end of the 
city, “making it difficult to give customers in this area the kind of 
service they deserve.” Holland is president of the Virginias-Carolinas 
Automotive Wholesalers Association and is first vice-president of the 
Southeast Automotive Show. 


selling either direct or through 
various distribution channels to 
consumers or fleets at wholesaler, 
or lower, prices; and 

“Whereas, such consumers 
and/or fleets perform no distribu- 
tion functions to justify their re- 
ceiving such discounts or prices; 
and 

“Whereas, such practices have 
resulted in some fleets creating 
‘fronts’ representing themselves as 
wholesalers only for the purpose of 
obtaining said automotive parts, 
equipment, accessories, chemicals, 
supplies, and refinishing materials 
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at lower prices than available from 
established wholesalers; and 

“Whereas, such practices have 
effectively lessened competition 
and result in discrimination that is 
tending to the creation of monop- 
olies which contravene the law; 

“Now, therefore, be it resolved 
by the board of directors of AWAL 
that this complaint of wholesalers 
be called to the attention of all 
automotive service industry man- 
ufacturers, with recommendations 
that any of these practices now in 
effect be discontinued immediate- 
ly.” 





Dinner visits with their members in Tallahassee, Pan- 
ama City and Pensacola were enjoyed last month by 
Clarence Babbitt of Tallahassee, president, and Charles 
H. “Chuck” Davis, executive secretary, of Florida Auto- 
motive Wholesalers Association. The jobbers were 
briefed on the latest developments in the association’s 
drive to secure an adequate motor vehicle inspection 
code along with legislation that would repeal existing 
taxes on inventories, In the bottom row of the Pensa- 
cola photo at left are (l. to r.): Babbitt; Davis; Mrs. 
Lucy Petree, Petree Bros.; A. J. Pockrus, Pensacola 
Electric Garage, Inc.; back row, D. D, Barker, United 


Auto Supply: T. H. Johnson, Pensacola Automotive 
Supply; J. R. Laird, United Auto Supply: Gordon W. 
Tyrell, Tyrell’s Auto Supply: Emory W. Rogers, Rogers 
Auto Supply, and Roy E, Terry, Southern Auto Parts 
Co.; front row of Panama City photo at right are 
(l. to r.): Robert Pitts, Auto Parts & Bearings Co.; B. H. 
“Huckleberry” Fenn, Millville Auto Parts; A. P. 
“Yank” Lanford, Auto Parts & Bearings Co., and H. F. 
Moore, Taylor Parts & Supply Co.; back row, Jerry 
Wiggins and father, Ray, Wiggins Auto Parts; Larry 
Stinson, Auto Parts & Bearings Co.; James Osborne, 
Gulf Auto Parts: C. H. Davis and President Babbitt. 


Womwell Sales Force 
Visits Fram Plant 


fp entire sales force of Wom- 
well Automotive Parts Co., 
Lexington, Ky., including automo- 
tive and industrial men from the 
ten branches, flew last month in 
Fram Corp.’s plane for a_ sales 
meeting and a trip through the 
Fram factory at Greenville, O. 
Besides Roy F. Adams, field sales 
manager of Womwell, and L. B. 
“T-Bone” Westerfield of Fram, 
those making the trip were: 
Henry Tapp, Harlan, Ky.; Julian 
Maggard, Hazard; Bill Chapman, 
Lebanon; James Searcy, Jr., Mt. 
Sterling; Russell Huffman and 
Kenneth Moles, Pikeville: Bob 
Johnson, Richmond; Aster Stacy, 
Somerset; Luther Williams, man- 
ager, and Harry Eason, Danville: 
Gooney Gutermuth, manager, 
Frankfort; Willie Wilson, manager, 
and Doyle Harris, Middlesboro. 


Micro-Lube Appoints Two 


Shipp and Payne of Dallas, Tex- 
as, has been named representative 
for Micro-Lube additive in Texas, 
Oklahoma, Arkansas and Louis- 
iana. McEwen Cherry Co. of Nash- 
ville, Tenn., will represent the line 
south of the Mason-Dixon Line and 
east of the Mississippi River. 


“We have added Grey-Rock 
brake lining to our stock,” an- 
nounced Ned E. Holland, president 
of Holland Auto Supply, Green- 
ville, S. C. 
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Six Southerners Elected 
To NSPA Membership 


S* Southern establishments were 
among 34 firms recently elected 
members of National Standard 
Parts Association: 

Wholesalers — Continental Auto 
Supply, Harrison, Ark.; Laredo 
Motor Mart, Inc., Laredo, Texas, 
and Sid’s Auto Supply Co., Inc., 
High Point, N. C. 

Warehouse distributors—Motive 
Parts Warehouse, Inc., Fort Smith, 
Ark.; Parts Warehouse, Inc., Little 
Rock, Ark., and Parts, Inc., Mem- 
phis, Tenn 


William Clausen has been named 
president of Aluminum Industries, 
Inc., Cincinnati, O., succeeding 
Harrison O. Ash, who was ele- 
vated to chairman of the board. 
Clausen was formerly executive 
vice-president and general man- 
ager of General Metals Corp. of 
San Francisco. 


George Allen of B-6 Dies 
In Atlanta, Ga. 


een Nelson Allen, executive 
secretary of the Atlanta (Ga.) 
Automotive Boosters Club B-6 for 
a number of years, died in a 
private Atlanta hospital recently. 

Active in automotive and civic 
affairs, Allen had retired in 1949 
from the Carborundum Co. after 25 
years of service. A native of Ni- 
agara Falls, N. R., he had lived in 
Atlanta for more than the last 20 
years. 


Holland Auto Hires Two 


New salesmen for Holland Auto 
Supply, Greenville, S. C., is Wey- 
man Cook, formerly with Keenan 
Auto Parts, Albany, Ga., President 
Ned E. Holland announced. Robert 
“Bob” Hitt, formerly with Bourne 
Auto Parts, Greenwood, S. C., is 
a new counterman. 


UMS Men Swap Jobs 


Jack F. Bequette, former ware- 
house manager for United Motors 
Service Division of General Motors 
in Kearney, N. J., has swapped jobs 
with Don Jensen as operations 


] 


manager in Charlotte, N. C. 


Kaiser Motor Supply of St. Jo- 
seph, Mo., has hired Al Feiden as 
bookkeeper to replace Ray Patton, 
who has purchased controlling in- 
terest in the First National Bank 
of Troy, Kan., Owner A. H. Kaiser 
announced. 


SOUTHERN AUTOMOTIVE JOURNAL for AUGUST 1958 





G. C. Morris of Texas (extreme right), retiring president of AWTAE. 

congratulates Tom Payne of Oklahoma, the new president. Charles H. 

“Chuck” Davis of Florida (extreme left), was re-elected secretary. Be- 

tween Payne and Morris are (I, to r.): Jules Lamothe of Louisiana, the 

new vice-president, and A. Glenn Gaffney of Berkeley, Calif., who was 
renamed treasurer. 


Association Managers Eye Statute 
To Abolish Inferior Brake Lining 


fun brake fluid sales under 
effective regulation, attention 
of state legislative bodies may next 
be directed to frictional materials, 
it was indicated by a discussion 
during the annual convention of 
Automotive Wholesaler Trade As- 
sociation Executives in Dallas, 
Texas, June 29 and 30. 

This brought together executives 
who manage affairs of automotive 
wholesaler associations in 11 states, 
plus interested wholesalers, ex- 
ecutives of local associations and 
observers. 

They discussed common prob- 
lems and one of these discussions 
revolved around ways and means 
of safeguarding the vehicle own- 
er from inferior brake lining. Al- 
though no action was taken, it was 
obvious that the association execu- 
tives have the brake-lining prob- 
lem at the top of their lists. 

The program also called for ap- 
pearance of John Reynolds of 
Houston and J. T. Davis of Corpus 
Christi, Texas, president and im- 
mediate past president, respective- 
ly, of NSPA and MEWA. Accord- 
ing to the program they were to 
discuss national association unifi- 
cation and report on progress to 
date. However, G. C. Morris, presi- 
dent of AWTAE and executive di- 
rector of the Automotive Whole- 
salers of Texas, said that neither 
Reynolds nor Davis accepted his in- 
vitation to appear. 

In the absence of this report, 
AWTAE adopted a resolution de- 


claring that officers and members 
are gratified over the progress of 
the joint industry reorganization 
committee which is working for 
unification of national automotive 
trade associations. The resolution 
added that “we hereby pledge our 
continuing support of the effort 
being made in that direction.” 
Another resolution decried the 
practice followed by some factories 
of giving a wide variety of pre- 


miums to stimulate the sale of 
merchandise. This resolution was 
inspired by an address by T. C. 
Watkins, president of AWOT and 
owner of Watkins Supply Co., Mid- 
land, Texas. He is the sworn enemy 
of premiums and has spoken on 
the subject to several groups over 
the nation. 

The UMS-Richfield Oil deal was 
discussed, but did not provoke a 
resolution. On this AWTAE decid- 
ed to adopt a watch-and-wait pol- 
icy, the general feeling being that 
it is not too alarming since it 1s 
patterned after previous arrange- 
ments of this nature which have 
not destroyed the industry. 

In addition to those already 
noted, discussions included: 

“Reciprocal Merchandise and 
Equipment Exchange Agreement” 
and “Reciprocal Collection Service 
Agreement,” Tom Payne and Jules 
Lamothe, executive secretaries, re- 
spectively, of Oklahoma and Louis- 
jana. 

“Weekly Reports,” Nathan M 
Roberts. Automotive Parts Re- 
builders Association, Chicago, and 
former executive secretary of the 
Alabama association. 

“Yearbooks,” Maury Mayer and 
Keith Broyles, executive secretar- 
ies, respectively, of Michigan and 
Tennessee. 

“Organization of Specialized 
Jobber Groups,” Charles H. 
“Chuck” Davis, executive secre- 
tary, Florida association. 

(Continued on page 130) 


Delegates to the AWTAE annual convention are shown here (1. to r.). All 
are executive secretaries or by some similar title direct activities of 
their respective state associations, except where otherwise indicated: 
seated, John W. Rooney, Alabama; Charles H. “Chuck” Davis, Florida; 
G. C. Morris, Texas; Tom Payne, Oklahoma; A. Glenn Gaffney, secretary- 
treasurer, East Bay Automotive Jobbers Association, Berkeley, Calif.; 
Mrs. Ineta DeHay. executive secretary, Houston Automotive Whole- 
salers Association; standing, Bob Kavanaugh, executive secretary, San 
Antonio Automotive Wholesalers Association; Henry S. Clark, Georgia; 
Jules Lamothe, Louisiana; James E. Hamilton, California; Keith Broyles, 
Tennessee; Maury J. Mayer, Michigan; Jack V. Evans, observer for 
Illinois, and Jesse F. Jones, Jr., North Carolina. 
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SERVICE and MAINTENANCE 














Keeping the Purr in the ‘58 Chevy's 


ylinder Head and Valves 


_ you see one of the cur- 
rent-model Chevys “scat” 
when the light changes to green, 
you can bet that the engine cylin- 
der heads and valves are in good 
condition. 

The condition of the cylinder 
leads and valve mechanism, more 
than anything else, determines the 
power, performance and economy 
of a valve-in-head engine. Extreme 
care should be exercised when con- 
ditioning the cylinder heads and 
valves to maintain correct valve 
stem to guide clearance, correctly 
ground valves, valve seats of cor- 
rect width and correct valve ad- 
justment. 

Let’s look in on cylinder head 
and valve service on the 1958 
Chevrolet 348-cubic-inch V-8: 

Removal: 

Note: Removal procedure will 
vary, depending on whether or not 
the vehicle is equipped with air 
suspension, air conditioning, power 
steering or all three. 

1.—When removing the right 
cylinder head on vehicles equipped 
with full air suspension or air con- 
ditioning, remove air compressor, 
mounting brackets and lines. 

2.—When removing the left cyl- 
inder head on vehicles equipped 
with power steering, remove pow- 
er steering pump or air suspension 
compressor, mounting brackets and 
lines. 

3.—Drain cooling system and re- 
move air cleaner. 

4.—Disconnect choke and throt- 
tle rod. 

5.—Disconnect fuel and vacuum 
lines from carburetor. 

6.—Disconnect coil primary 
wires. Disconnect coil to distrib- 
utor secondary wire. Remove dis- 
tributor clamp and remove distrib- 
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utor. 

7.—Remove spark plug 
from spark plugs and remove plugs. 

8.—Remove water outlet hose 
and heater hose, if so equipped, 
from intake manifold. 

9.—Disconnect temperature in- 
dicator sending unit wire at intake 
manifold. 

10.—Remove bolts attaching in- 
take manifold to cylinder heads. 
Remove manifold. 

11.—Remove fan belt. 

12.—Remove exhaust pipe stud 
nuts on cylinder head to be re- 
moved and remove heat control 
valve from right bank. 

13.—Disconnect generator field 
and armature wires from genera- 
tor. 

14.—Remove bolts and french 
locks from exhaust manifolds. Re- 
move exhaust manifolds. When 
removing left cylinder head, re- 
move bolts from generator bracket 
and from brace on cylinder head. 


wires 


Remove bolt from _ generator 
mounting bracket on exhaust man- 
ifold and remove generator assem- 
bly. 

15.—Remove rocker arm cover 
screws and remove rocker arm 
cover, 

16.—Back off rocker arm nuts, 
pivot rocker arms to clear push 
rods and remove push rods 

Note: Exhaust push rods are 
longer than inlet push rods 

17 Remove cvlinder head bolts, 
cylinder heads and gaskets 


Below: Fig. 1—Removing valves. 
Bottom: Fig. 2—Cleaning valve bores. 
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Top: Fig. 3—Reaming valve bores. 
Above: Fig. 4—Removing valve 
rocker stud. 


Disassembly: 

1.—Place cylinder head assembly 
on its side on a bench and, using 
tool J-8062, compress valve spring 
and remove valve locks. Release 
tool and remove cap, shield, spring, 
dampers and oil seal from valve 
stem. Repeat this operation on 
each valve (Fig. 1). 

2.—Remove valves from bottom 
of cylinder head and keep them in 
their proper sequence for inspec- 
tion and assembly. 

3.—Remove rocker arm nuts, lift 
rocker arms off studs and remove 
pivots from rocker arms. 

Cleaning: 

1.—Clean all carbon from com- 
bustion chambers and valve ports, 
using tool J-8089. 

2.—Thoroughly clean the valve 
bores, using tool J-8101 (Fig. 2). 

3.—Clean all deposits from hol- 
low push rods, inside and outside; 
disassemble, clean and reassemble 
all valve lifters. 

4.—Clean valve stems and heads 
on a buffing wheel. 

5.—Clean carbon deposits from 
pistons and cylinders. 








September: Chrysler Heating-Cocling Plant 
Test procedure for Chrysler Corp.'s new combination heating 
and air-conditioning system will be unfolded here next month 
by Ed Lowery. You'll want to file this one for reference. 








6.—Wash all parts in cleaning 
solvent and dry them thoroughly. 

Inspection: 

1.—Inspect the cylinder heads 
for cracks in the exhaust ports, 
combustion chambers, or external 
cracks to the water chamber. 

2.—Inspect the valves for burned 
heads, cracked faces or damaged 
stems. 

3.—Check fit of valve stems in 
their respective bores. . 

Note: Excessive valve to bore 
clearance may cause lack of power, 
oil consumption, rough idling and 
noisy valves. Insufficient clearance 
will result in noisy and sticky func- 
tioning of the valve and disturb 
engine smoothness and operation. 

Intake valve stem to bore clear- 
ance should be .001” to .003”, while 
exhaust stem clearance should be 
.002” to .004”. Valve stem clear- 
ance may be accurately determined 
by using a micrometer and a suit- 
able telescope hole gauge. Check 
the diameter of the valve stem in 
three places: top, center and bot- 
tom. 

Insert telescope hole gauge in 
valve guide bore, measuring at the 


center. Subtract highest reading of 
valve stem diameter from valve 
guide bore center diameter to ob- 
tain valve-to-valve guide clear- 
ance. If clearance is not within 
002” of above limits, use next 
oversize valve and ream bore to 
fit, using suitable reamer of tool 
set J-7049. 

4.—Check valve spring tension 
with tool J-8056. 

Note: Spring should be com- 
pressed to 158”, at which height it 
should check from 72 to 82 pounds. 
Weak springs affect power and 
economy and should be replaced if 
not within the above limits. 

5.—Check valve lifters for free 
fit in block. The end that contacts 
the camshaft should be smooth. If 
this surface is worn or rough, the 
lifter should be replaced 

Repairs: 

Valve bores: 

Valves with oversize stems are 
available in the following sizes: 
.003”, .015” and .030”. Reamer tool 
set J-7049 may be used to ream the 
bores from new valves (Fig. 3). 

Rocker arm studs: 

Rocker arm studs that have dam- 


“Just how much lube experience has the new lad had?” 
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Top: Fig. 5—Installing valve ream- 
er stud. 
Above: Fig. 6—Checking valve seat 
concentricity. 


aged threads may be replaced with 
standard studs. If the studs are 
loose in the head, oversize studs, 
available in .003” oversize, may be 
installed after reaming the holes 
with tool set J-5715. 

1.—Remove old stud by placing 
tool J-5802 over the stud, installing 
nut and flat washer and removing 
stud by turning nut (Fig. 4). 

2.—Ream hole for oversize stud, 
using tool set J-5715. 

3.—Coat press-fit area of stud 
with hypoid axle lubricant. Install 
new stud, using tool J-6990. Tool 
should bottom on head (Fig. 5). 

Reseating valve seats: 

Reconditioning the valve seats is 
very important, because the seat- 
ing of the valves must be perfect 
for the engine to deliver the power 
and performance built into it. An- 
other important factor is the cool- 
ing of the valve heads. Good con- 
tact between each valve and its 
seat in the head is imperative to 
insure that the heat in the valve 
head will be properly carried away. 

Several different types of equip- 
ment are available for reseating 
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valve seats; the recommendations 
of the manufacturer of the equip- 
ment being used should be care- 
fully followed to attain proper re- 
sults. 

Regardless of the methods used 
for seat repair, the final seat for 
the valves should be 3/64” to 1/16” 
for intake seats and 1/16” to 3/32” 
for exhaust seats. The seats should 
be concentric within .002” indicator 
reading (Fig. 6). Seats should be 
45°. 

Refacing valves: 

Valves that are pitted can be re- 
faced to the proper angle, insuring 
correct relation between the head 
and stem on a valve refacing ma- 
chine. 

Valve stems which show exces- 
sive wear or valves that are 
warped excessively should be re- 
placed. When a valve head which 
is warped excessively is refaced, a 
knife edge will be ground on part 
or all of the valve head due to the 
amount of metal that must be re- 
moved to completely reface. Knife 
edges lead to premature breakage, 
burning and preignition due to 
heat localizing on this knife edge. 

If the edge of the valve head is 
less than 1/32” thick after grind- 
ing, replace the valve. All valves 
should be ground to 44°. Follow 
the grinding equipment manufac- 
turers’ procedures for use of the 
equipment. 

Assembly: 

1.—Clean valves, 
valve bores and 
thoroughly. 


valve 
cylinder 


seats, 
heads 


2.—Insert the valve in the port 
and set the valve spring and dam- 
per in place with close coiled end 
of spring against cylinder head and 
install shield on spring. 

3.—Install cap and compress the 
spring with tool J-8062. 

4—Install oil seal in lower 
groove on stem, making sure seal 
is flat and not twisted in groove 
Install valve locks and release com- 
pressor tool, making sure locks seat 
properly in upper groove on stem. 
Check each shield by placing a 
vacuum cup or similar device over 
end of valve stem and against cap 
to make sure no air leaks past cap 

5.—Assemble the _ remaining 
valves, valve springs, dampers, 
spring caps, shields, oil seals and 
valve locks in the cylinder heads 
in the same manner. 

6.—Check the installed height of 
the valve springs, using a narrow, 
thin scale to measure from the 
top of the shim or spring seat, in 
the head to the top of the valve 
spring shield. If this is found in 
excess of 1 53/64”, install a valve 
spring seat shim. 

Shims are available in 1/16” 
thicknesses and should be used to 
obtain installed spring height of 
134” for exhaust and intake. 

Note: If springs are to be 
changed with cylinder head in- 
stalled, J-5892 spring compressor 
may be used to compress springs 
for removal or installation. Com- 
pressed air or a screwdriver may 
be used to hold the valves in place, 
used through the spark plug hole. 


"I dread to see the 1959s.” 
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Fig. 7—Head bolt torque sequence. 


Installation: 

1.—Thoroughly clean out cylin- 
der head bolt holes in the block 
and clean cylinder bolt threads. 
Then place new cylinder head gas- 
kets in position on cylinder block. 
Use a good head gasket paste with 
these steel gaskets. 

2.—Place the cylinder heads in 
position over the two dowel pins in 
the block. 

3.—Coat threads of all cylinder 
head bolts with a suitable oil and 
water thread sealing compound, 
such as G. M. Perfect Seal. 

4.—Install bolts finger-tight. 

5.—Tighten the cylinder head 
bolts a little at a time in the order 
shown (Fig. 7). The final tighten- 
ing should be 60 to 70 ft. lbs. 

6.—Install 16 valve lifters and 
16 push rods in their respective 
bores. 

Note: Exhaust valve rockers use 
long push rods and inlet valve 





rockers use short push rods 

7.—Insert pivots in valve rocker 
arms, install rocker over 
studs and install nuts. 

8.—Clean gasket faces of mani- 
folds and cylinder heads. 

9.—Install intake manifold end 
and side gaskets on cylinder block. 

10.—Install intake manifold and 
install bolts. Tighten finger-tight. 
Tighten bolts a little at a time, ac- 
cording to sequence shown in Fig 
8. Final bolt torque should be 25 
to 35 ft. Ibs. 

11.—Install temperature indica- 
tor element in intake manifold. 

12.—Install intake manifold hose 
to radiator core. 

13.—Install exhaust manifolds, 
bolts and french locks. Tighten 
three center bolts 25 to 30 ft. lbs. 
torque. Install french locks under 
the two bolts on each end and 
torque 15 to 20 ft. Ibs. Bend arms 
of french locks against bolt heads. 


arms 


“He worked one sports car body too many and can’t straighten up.” 
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ig. 8—Intake manifold bolt torque sequence. 


14.—Clean mating surfaces and 
install exhaust pipes and heat 
valve using new gaskets. 

15.—Clean all spark plugs with 
abrasive-type cleaner, inspect for 
damage and set gap at .035”, using 
a round feeler gauge. 

16.—Place new gaskets on plugs 
and install. Tighten to 20 to 25 ft. 
lbs. torque. 

17.—Install distributor clamp 
and distributor and coil wiring. 
Roughly set timing by adjusting 
for points just breaking with en- 
gine in No. 1 firing position. 

18.—Connect spark plug wires to 
their respective terminals and in- 
stall generator field and armature 
wires. 

19.—Install carburetor, if re- 
moved. Connect choke, heat pipe 
and throttle linkage. 

20.—Connect gasoline and vac- 
uum lines to carburetor. 

21.—Clean and install air clean- 
er. 

22.—Install air conditioning, air 
compressor and power steering, if 
removed. 

23.—Fill cooling 
check for leaks. 

24.—Normalize engine and re- 
torque cylinder head bolts. 

25.—Install new rocker arm cov- 
er gaskets and rocker arm covers 

26.—Check ignition timing. 


system and 


Delco-Remy to Improve 
Electric Door Lock 


| fee! modifications in its elec- 
tric door locking system to in- 
clude installation as an integral 
part of the lock rather than as a 
separate adaptation have been an- 
nounced by Delco-Remy Division 
of General Motors, Anderson, Ind. 

The unit permits the driver or 
front seat passenger to lock or un- 
lock automatically all four doors at 
the touch of a fingertip. Manual 
operation is completely separate 
and each door can still be locked 
and unlocked by key or pushrod 
in the conventional manner. 
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BODY SHOP OPERATIONS 














screw. 
Removal and installation 


bad ad 1.—Lower door window. Remove 
oor en i a or ervice door trim assembly, ventilator gar- 
nish molding and inner panel wate! 


deflector. 
—Remove ventilator tee shaft 
to regulator shaft attaching bolt 


and ventilator regulator attaching 
screws. Remove ventilator regula- 


tor from door through front access 
hole. 
3.—Remove ventilator division 


By E. M. Lowery channel lower adjusting stud and 
Technical Editor nut. 


= with today’s car air condi- 
tioning, door ventilators still 
play an important part in car com- 
fort. Many times they are called 
upon to defrost when the “defrost- 
er’ won't. 

Following are the ‘‘How’s” to 
keep them operating properly on 
the ‘58 Chevrolet and Ford. 

Chevrolet: 

Front door ventilator garnish 
moldings, (utility sedan, two - and 
four - door sedan styles): 

Removal and instaliation: 

1.—Lower door window and re- 
move door belt finishing molding. 

2.—Remove three ventilator gar- 
nish molding attaching screws at 
front and top of molding and one 
screw at bettom of molding. 

3.—Carefully remove ventilator 
garnish molding from under door 
weatherstrip and remove from 
door. 

4.—To install front door ventila- 
ter garnish molding, reverse re- 
moval procedure. 

Front door ventilator regulator 
(all Chevrolet styles): 

Removal and installation: 

1.—Raise door window. Remove 
door trim assembly and inner panel 
water deflector. 

2.—Remove ventiator tee shaft 
regulator shaft attaching bolt. 

3.—Remove ventilator regulator 
attaching screws. 

4.—Disengage regulator from 
ventilator tee shaft and remove 
from door through front access 
hole. 

5.—To install front door ventila- 
tor regulator, reverse removal pro- 
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4.—Remove ventilator attaching 
cedure. screws. 

Ventilator regulator adjust- 5.—Lower ventilator sufficiently 
ments: to tilt inward, then lift ventilator 
1.—Excessive “‘play” (flutter) of upward and remove from door. 
the ventilator at the pivot shaft 6.—To install, reverse removal 
when the ventilator is in the open procedure. Adjust ventilator as- 
position can be corrected by tight- sembly as outlined under “front 

ening the ventilator tee shaft to door ventilator adjustments.” 

regulator shaft screw as shown in Front door ventilator assembly 

Figs. 1 and 2. (utility sedan, two- and four-doo1 
Note: Screw should be tightened sedan styles): 

carefully to avoid stripping threads Removal and installation: 

in regulator spiral gear shaft. 1.—Remove front door ventilato1 

—The operating effort required assembly as previously described 

to open or close the ventilator can 2.—Detach door weatherstrip 

be slightly increased or decreased from ventilator frame 

by adjusting the friction clamp 3.—Remove window frame to 


Below: Fig. 1—Front door ventilator. 
Right: Fig. 2—Front door ventilator. 


VENTILATOR 


ATTACHING 
VENTILATOR TEE \ SCREWS 
SHAFT TO VENTILATOR 


ATTACHING — WY REGULATOR SHAFT TEE SHAFT TO \ 
SCREWS NAV ATTACHING BOLT REGULATOR SHAFT 
VENTILATOR FRAME ATTACHING BOLT ! 
VENTILATOR FRAME WH TO OUTER PANEL \ 
ATTACHING BOLT Reg ATTACHING SCREW 


\ 
WEATHERSTRIP 
TAB 


as FRICTION Le) say - 7 

; CLAMP & Re. . VENTILATOR 

wd REGULATOR t = REGULATOR 

yu ATTACHING , 

| SCREWS r, 
ea 


VENTILATOR DIVISION Se 
gpa Nw * VENTILATOR DIVISION 
. Se vad CHANNEL ADJUSTING | 


STUD & NUT 


SOUTHERN AUTOMOTIVE JOURNAL for AUGUST 1958 





LOWER SASH CHANNEL 
CAM ATTACHING SCREWS 
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CHANNEL 
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VENTILATOR LOWER 
DIVISION CHANNEL 
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At left: Fig. 3—Front door window. Right: Fig. 4—Sport coupe and 
convertible door window. 


ventilator frame attaching screws 
at upper front of ventilator. 

4—Remove ventilator frame to 
outer panel attaching screw, ven- 
tilator frame adjusting stud and 
nut and ventilator frame attaching 
bolt. Then remove ventilator frame 
from door. 

5.—To install front door ventila- 
tor frame, reverse removal proce- 
dure. Adjust ventilator assembly 
as outlined under ‘front door ven- 
tilator adjustments.” 

Front door ventilator assembly. 
(sport coupe, sport sedan, Impala 
sport coupe and convertible): 

Removal and installation: 

1.—Lower door window. Remove 
door trim assembly and inner panel 
water deflector. 

2.—Remove weatherstrip tab at- 
taching screws at front of ventila- 
tor frame, as indicated in Fig. 1. 

3.—Remove ventilator division 
channel lower adjusting stud and 
nut. 

4.—Remove ventilator tee shaft 
to regulator shaft attaching bolt 
and ventilator regulator attaching 
bolt and ventilator attaching 
screws as shown in Fig. 1 and re- 
move ventilator regulator from 
door through front access hole. 

5.—Remove ventilator frame to 
outer panel attaching 
shown in Fig. 1. Remove ventilator 
frame adjusting stud and nut and 
attaching bolt. 

6.—Carefully work front of ven- 
tilator assembly inboard sufficient- 
ly to clear door inner panel (at 
cove area); lift ventilator upward 
and remove from door. 

7.—To install front door ventila- 
tor assembly, reverse removal pro- 
cedure. Adjust ventilator assembly 
as outlined under “front door ven- 
tilator adjustments.” 

Front door ventilator assembly. 
(all station wagon styles): 


screw as 


Removal and installation 

1.—Lower door window. Remove 
door trim assembly and inner panel 
water deflector. 

2.—Remove ventilator tee shaft 
to regulator shaft attaching bolt 
and ventiator regulator attaching 
screws as shown in Fig. 2. 

3 Disengage regulato! from 
ventilator tee shaft and remove 
ventilator regulator from door 
through front access hole. 

4.—Loosen upper section of glass 
run channel and remove ventilator 
attaching screws as shown in Fig 
9 


5.—Tip ventilator inward, then 
left upward and remove ventilator 
from door. 

6.—To install, reverse the re- 
moval procedure. 

Front door ventilator 
ments (all styles except 
wagons): 

Removal and installation: 

The front door ventilator as- 
sembly can be adjusted “up or 
down” and “in or out” at the top 
for alignment in the door opening 
and proper weatherstrip contact 
in the ventilator area. The lower 
portion of the ventilator division 
channel can be adjusted “in or 
out” and “fore or aft” for align- 
ment with the door window glass. 

On the sport coupe, sport sedan, 
Impala sport coupe and convertible 
styles the ventilator assembly can 
be adjusted “fore or aft” for align- 


adjust- 
station 


ment with the door window glass. 
pillar. 

To adjust the ventilator assem- 
bly, proceed as follows: 

1.—Remove door trim assembly 
and inner panel water deflector. 

2.—Remove ventilator frame to 
outer panel attaching screw at 
location indicated in Fig. 1. 

3.—Loosen ventilator division 
channel adjusting stud nut and 
ventilator frame adjusting stud 
nut. 

4.—Loosen ventilator frame at- 
taching bolt 

5.-a. To adjust upper portion of 
ventilator “in or out,” turn ven- 
tilator frame adjusting stud and 
ventilator division channel adjust- 
ing stud “in or out” as required, 
then tighten stud nuts, attaching 
bolt and screws. 

b. To adjust ventilator assembly 
“up or down” or “fore or aft,” 
position entire ventilator assembly, 
as required, then tighten all attach- 
ing bolts and stud nuts. 

6.—Install ventilator frame and/ 
or ventilator to outer panel attach- 
ing screw. Seal water deflector to 
door inner panel and install door 
trim inside hardware 

Note: In some cases it may be 
necessary to relocate ventilator to 
outer panel attaching screw. 

Front door ventilator division 
channel adjustments. (station wag- 
on styles): 

The lower end of the ventilator 
division channel can be adjusted 
“in or out,” “fore or aft” for align- 
ment with door window glass. To 
adjust lower end of channel, pro- 
ceed as follows: 

A. Lower door window to half- 
down position. Loosen adjusting 
stud nut as shown in Fig. 3 

B. Turn adjusting stud “in or 
out” and position channel “fore 
or aft’ as required, then tighten 
nut. 

Front door window assembly 
(utility sedan, two- and four-door 
sedan and station wagon styles): 

Removal and installation: 

1.—Raise door window. Remove 
door trim assembly and inner panel 
water deflector. 

2.—Remove two lower sash 
channel cam front attaching screws 








September: Hood Lock Hinge Alignment 


What may seem to be a minor adjustment to your customer is 
not always just that, as you know. Next month's topic by 
Technical Editor Lowery might easily fall into that class. 
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DIVISION BAR 
UPPER SCREW 


DIVISION BAR 
CENTER SCREWS 





as shown in Fig. 3. 

3.—Lower door window. Remove 
front door ventilator as described 
under “front door ventilator—re- 
moval and installation.” 

4—On styles equipped with 
electric window regulators, discon- 
nect wiring harness feed wires 
from regulator motor at connector. 

Caution: Do not operate regu- 
lator motor after the window as- 
sembly is disengaged from the re- 
gulator. Operation of the motor 
with the load removed may dam- 
age the unit and make it inopera- 
tive. 

5.—Remove two lower sash 
channel cam rear attaching screws 
as indicated in Fig. 4, raise window 
and remove from between door 
inner and outer panels. 

6.—To install window assembly, 
reverse removal procedure. Be- 
fore installing window lower sash 
channel cam, lubricate along entire 
length of cam with Lubriplate or 
its equivalent. 

Front door window adjustments: 

The door inner panel cam and 
the lower end of the ventilator 
division channel may be adjusted 
to relieve a binding door glass 
caused~ by misalignment of the 
window with the glass run chan- 
nels. 

Note: On four-door sedan and 
Brookwood and Nomad station 
wagon styles with manual win- 
dows, the regulator is of a single 
lift-arm type. Because of this fea- 
ture, these styles do not have an 
inner panel cam. 

1.—To correct a condition where 
the glass is “cocked” in the glass 
run channels, loosen the inner pan- 
el cam rear attaching screw where 
present, as shown in Fig. 3, adjust 
rear of cam “up or down” as re- 
quired and retighten screw. 

2.—To adjust the lower portion 


Left: Fig. 5—Vent window and divi- 
sion bar installed on Ford models 59, 
66, 70, 73, 78 and 79. 

Above: Fig. 6—Vent frame upper 
hinge on Ford models 59, 66, 70, 73, 
78 and 79. 


of the ventilator division channel 
for alignment with the window, 
lower window to half-down posi- 
tion and loosen ventilator division 
channel adjusting stud nut as 
shown in Fig. 3. Turn adjusting 


stud “in or out” or position lower 
end of channel “fore or aft” as re- 
adjusting 


quired, then 
stud nut. 

Front door window assembly 
(Sport Coupe, sport sedan, Impala 
sport coupe and convertible styles): 

Removal and installation: 

1.—Raise door window. Remove 
door trim assembly and inner pan- 
el water deflector. 

2.—Remove_ two 
channel cam 
screws. 

3.—Lower door windows. Re- 
move window cushion adjusting 
plates as shown in Fig. 4. 

4—On styles equipped with 
electric window, disconnect wiring 
harness feed wires from regulator 
motor at connector. 

Caution: Do not operate regu- 
lator motor after the window as- 
sembly is disengaged from the re- 
gulator. Operation of the motor 
with the load removed may dam- 
age the unit and make it inopera- 


retighten 


lower’ sash 
front attaching 


tive. 

5.—Remove two window lower 
sash channel cam rear attaching 
screws. Disengage window assemb- 
ly from sash channel cam, then lift 
window assembly upward and re- 
move from door. 

6.—To install window assembly, 
reverse removal procedure. Before 
installing window assembly, lub- 
ricate lower sash channel cam a- 
long entire length of cam with 
Lubriplate or its equivalent 

Front door window adjustments: 

To adjust the door window glass 
for proper contact with the side 
roof rail weathestrip or to relieve 
a binding door glass caused by mis- 
alignment of the glass with the 
glass run channels, proceed as fol- 
lows: 

1.—To correct a condition where 
the glass is “cocked” in the giass 
run channels, loosen the inner 
panel cam rear attaching screw 
“up or down” as required and re- 
tighten screw. 

2.—To adjust the upper front po- 
sition of the window “‘in or out” for 
proper contact with the side roof 
rail weatherstrip, adjust ventilator 
assembly “in or out” as described 
under “front door ventilator ad- 
justments.” 

3.—To adjust the lower portion 
of the ventilator channel for align- 
ment with the window, lower door 
channel adjusting stud nut (Fig. 
4). Turn adjusting stud “in or out” 
or position lower end of channel 
“fore or aft” as required; then re- 
tighten adjusting stud nut. 

4.—To adjust rear of window up- 
per frame “in or out” for proper 
contact with the side roof rail 
weatherstrip, or to adjust rear win- 
dow “in or out” at belt line, loosen 
glass run channel attaching bolts. 
Position channel as required and 


At left: Fig. 7—Vent window removal on Ford models 51, 57, 58, 63, 
64 and 76. Right: Fig. 8—Vent window weatherstrip installation 
(typical) on Ford models 57, 58, 63, 64 and 76. 


HINGE TENSION 


ADJUSTING SCREW 


(ALLEN HEAD) 


PIVOT SCREWS 
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REMOVE VENT AND 


EATHERSTRIP 


t 


retighten bolts. 

Note: Adjustments 2, 3 and 4 
must be coordinated to maintain 
proper window operation. 

5.—To adjust limit of “up” trav- 
el of the window for proper contact 
with the side roof weatherstrip, 
adjust window cushions. Lower 
sash channel stops must contact 
both cushions simultaneously. 

Ford vent windows models 59, 
66, 70, 73, 78 and 79): 

Replacement: 

The vent window glass can be 
pulled out of the frame without re- 
moving the assembly from the 
door. Use a standard glass puller 
for this operation. The vent win- 
dow assembly can be removed as 
follows: 

1.—Remove the door trim panel 
and loosen the plastic water shield 
enough to reveal the access holes. 

2.—Remove the division bar 
lower retaining screw (Fig. 5) and 
remove the two vent assembly re- 
taining screws just below the vent 
latch. Remove the screw at the top 
of the division bar, then remove 
the bracket at the bottom of the 
division bar. 

3.—Remove the door window 
lower stop and lower the window 
as far as possible. Pull the upper 
glass run channel away from the 
division bar. Pull the vent assemb- 
ly inward at the top and remove 
the rain shield. Slip the division 
bar off the front edge of the door 
glass, then remove the vent and 
division bar assembly from the 
door. 

4.—Remove the vent frame low- 
er hinge, then disassemble the vent 
frame upper hinge and remove the 


Fig. 39—Vent windows 
lower hinge pivot re- 
moval—Ford models 
51, 57, 58, 63, 64 and 


bushing (Fig. 6). 

5.—Position the vent frame and 
window in the division bar, then 
install the upper bushing and as- 
semble the hinge. 

6.—Install the lower hinge as- 
sembly. Check the operation of the 
vent window and adjust for easy 
closing and proper sealing. 

7.—Position the division bar and 
vent assembly in the door, then 
install the rain shield. Apply seal- 
er around the inside edge of the 
rain shield. 

8.—Slip the division bar glass 
run channel over the front edge of 
the door glass, then push the vent 
assembly into position in the door. 


Install the bracket at the bottom of 
the division bar. Install, but do not 
tighten, the division bar retaining 
screws—one at the top, two just 
below the latch and one at the bot- 
tom (Fig. 5). 

9.—Install the glass run in the 
upper edge of the door frame, ad- 
just the vent and division bar as- 
sembly for a good seal at the front 
of the door, and for smooth doo1 
glass operation (table 1). Then 
tighten the division bar retaining 
screws 

10.—Install the door glass stop 
so that when the glass is lowered 
the edge of the glass is level with 
the belt line 

11.—Install the plastic water 
shield to the inner door panel, then 
install the trim panel 

Table 1: 

Hinge pivot tension adjustment: 

Upper hinge: 

Models 51, 57, 58, 63, 64 and 76 - 
controlled by Allen screw accessi- 
ble through hole in top center of 
frame. 

Models 59, 66, 70, 73, 78 and 79 - 
controlled by hinge clamp screws 
under garnish molding. 

Lower hinge: 

All models - controlled by up- 
or-down movement of lower hinge 
bracket on vent frame. 

Vent window frame assembly: 

Models 51, 57, 58, 63, 64 and 76: 

In-and-out adjustment: 

Adjusting shoulder stud at lower 
portion of vent frame to door inner 
panel. 

Fore-and-aft adjustment: 

Adjusting shoulder stud at lower 

(Continued on page 74) 
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Short-Circuiting 
~ Comebacks” 


By ROSS E, NIELSEN 
Service Engineer, Champion Spark Plug Co. 


A SAGE old tune-up specialist 
once said: 

“T don’t especially like to have a 
customer come back with troubles 
after we have worked on his car, 
but that problem doesn’t worry me 
nearly as much as a customer who 
never comes back!”’ 

Have you ever sent a car out of 
the shop that wasn’t just the way 
you'd like it to be? After a few 
days when he doesn’t come back, 
you figure the customer is happy, 
so you don’t give it another 
thought. 

But maybe he did have trouble 
and decided to take his car else- 
where. Some customers will do this 
rather than give a mechanic a 
chance to correct the problems that 
may arise after a tune-up. That’s 
why it’s essential not only to know 
where possible trouble points can 
exist, but also to take time to “nip 
these problems in the bud.” 

A case in point might well be as 
follows: 

A highly successful and busy 
tune-up specialist was completing 
the last job of the day—somewhat 
behind schedule. The customer had 
come for his car and was im- 
patiently hovering over the me- 
chanic as he buttoned up the job. 
Fully confident of his work, he 
sent the customer on his way with- 
out giving the car a final check- 
over. The engine missed and idled 
rough but the customer decided to 
wait until the next day to bring it 
back. 

Next morning he had trouble 
getting it started and finally had 
to contact his local garage me- 
chanic. After checking things over, 
the mechanic discovered the pri- 
mary leads at the coil were re- 
versed and thus, the polarity was 
reversed. 

By putting the right wire on the 
right terminal, the problem was 
licked. 

This carelessness cost the tune- 


52 


up specialist a customer. 

Another case is the mechanic 
who doesn’t bother to keep up-to- 
date with service bulletins and 
trade publications. Odd situations 
can develop, some of which he 
would never understand without 
some form of self-education. 

For example, Mr. Jones comes 
into his favorite mechanic with a 
late-model overhead valve V-8 
It’s running rough, and this me- 
chanic goes over the ignition sys- 
tem with a fine-tooth comb. He re- 
places spark plugs, points and con- 
denser (although it really doesn’t 
need them), makes a few adjust- 
ments and hopes for the best. It’s 
another one of those busy days, so 
he sends Mr. Jones on his way 
without making the final road-test 

The miss is still there, but the 
customer decides to go elsewhere 
for his next attempt at getting it 
corrected. 

While the first mechanic smug- 
ly thinks he’s gotten away with 
something, the second one fixes the 
trouble in minutes. 

“Your trouble is pure and simple 
cross-fire,”’ he explains. ‘‘This No. 
5 ignition cable is inducing cur- 
rent into No. 7, which runs par- 
allel to it. I saw this written up in 
SOUTHERN AUTOMOTIVE JOURNAL, 
or I’d never had recognized it. No. 
7 fires when it shouldn’t. Since it 
gets current from No. 5, all you 
have to do is re-arrange the cables 
like so, and your trouble is licked.” 

Guess who got Jones’ business 
from then on! 

Then there are cases of me- 
chanics who prevent some of the 


really “off-beat” problems by 
keeping a mental note of service 
data they read. For instance, a me- 
chanic had just completed a long- 
overdue tune-up on a two-year- 
old car in which he also installed a 
new set of spark plugs. He had re- 
membered a service bulletin from 
Champion Spark Plug Co. to the 
effect that under certain conditions 
some overhead valve V-8 engines 
will tend to foul spark plugs soon 
after a tune-up. This is caused by 
accumulations of soft carbon de- 
posits which are caused by the im- 
proper burning of fuel prior to 
tune-up. After the spark plugs are 
firing properly, these deposits 
break off and “splash” onto the 
firing tips of the new spark plugs, 
rapidly causing fouling and mis- 
fire. 

This mechanic mentioned this in 
passing to the customer, pointing 
out that he might run into a bit of 
misfiring after the first time the 
car is run at high speeds, and sug- 
gested that he bring the car back 
if such be the case. This is just 
what happened. The customer came 
back after about a week, the me- 
chanic cleaned the spark plugs and 
the trouble was corrected. Had he 
not taken the opportunity to men- 
tion this, the customer might have 
been disgruntled enough to go 
elsewhere for service 

Many of the details in ignition 
tune-up are extremely important 
to be sure of preventing labor 
trouble. The insides of the rubber: 
boots covering spark plugs can ac- 
cumulate oil and dirt to a point 
where they cause short-circuiting 
or “flashover.” They should be 
wiped out whenever the spark 
plugs are cleaned or replaced. 

Another potential trouble spot Is 
the distributor cap, which should 
be examined carefully for cracks 
An almost invisible crack in the 
distributor cap can cause short- 
circuiting and really be tough to 
locate. 

Another thing that can cause 
trouble in a tune-up is the distribu- 
tor rotor. In some cases it can be 
burned, corroded, or cracked and 
still continue to deliver some sort 
of spark. 

A case was reported to us recent- 

(Continued on page 84) 


Ignition Mistakes "Foul" Your Customer 


A service expert cites some cases where perhaps 
your customer didn't return. These simple tests 
outlined here can boost your shop cash register. 
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... gives all the service 


that can possibly be given!” 


says CARMEN Di FRANCO, Dodge-Plymouth dealer, 


St. Louis, Missouri. 


“We are really sold on the excellent cooperation given 
us by CommerciAL Crepit. Our salesmen think 
COMMERCIAL CRrEpIT PLAN is the best in the field, and 
they pass this enthusiasm on when selling. I heartily 
endorse their feeling . . . COMMERCIAL CRreEpIT definitely 
gives all the service that can possibly be given. Credit 
checks are tops, even under difficult conditions. We 
keep full control of financing at all times, and are able 
to sell up to higher priced models and extras thanks 


to COMMERCIAL CrReEpIT PLAN.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommerctaAL Crepir CORPORATION 
office for complete information on the benefits of COMMERCIAL 


Crepit PLan. Why not do it, today? 


A >= A service offered through subsidiaries of the 
OM ERCTALS Commercial Credit Company, Baltimore . . . Capital 
CREDIT) and Surplus over $200,000,000 . . . offices in principal 


cities of the United States and Canada. 











1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 





| TREAD 


FLUID CAPACITIES WHEEL ALIGNMENT 





MAKE AND 
MODEL 


No. Cylinders and 
Valve Arrangement| 





BUICK Special Series 40 and 
Century Series 

QUICK Super Series 50, Roadmaster 
70 and Limited 700 


CADILLAC Sedan 6239, Sedan De 
Ville 6239D, Sedan 6239E, Coupe 
6237D and Conv. 6267 

CADILLAC Conv. Biarritz 6267S 


pnd Seupe Sevite C5578. --_...... 4 61 
CADILLAC Sedan 6039, Sedan ee ee 
7533 and Sedan 7523 i J 


CHEVROLET 6, Delray, Biscayne | | 
and Bel Alr 11714|58.8 58.8) 61 
CHEVROLET 8, Delray, Biscayne, | | 
Bel Air 282 Cu. In... 11714|58.8 58.8) V8I 
58.8 58.8) V8I 


117% 

102 |57 59 | V8I 
CHRYSLER Windsor and Saratoga....| 122 [60.9 |59.8) V8I 
CHRYSLER New Yorker and 300D....| 126 [61.2 60 | V8I 
CHRYSLER Imperial | 129 |61.8 (62.4) V8I 


CONTINENTAL 


De SOTO Firesweep 
De SOTO Firedome.___. 
Oe SOTO Fireflite.___ 
De SOTO Adventurer 


V8I 
| V8I 
| 





‘61 | V8I 
! 
V8I 














| 122 |60.9 |59.8| V8I 
-| 126 [60.9 |59.8) V8I 





161.4 |61 


61.4 |60.2) V8I | 3. 
60.9 |59.8| V8I | 





124.05,59.38|59 | V8I 


1116.03/59 |56.4) 6L 
_../118.04/59 56.4) 6L 
116. 03/59 
118.04,59 
118.04) 59 








61 | VsI 
| 122 [50.4 59 | VsI 
| 122 59 4 |59 | var 

125 59.4 [59 | var 





MERCURY Monterey 
MERCURY Montclair 


122.5/59 (58 | V 
1225/59 |58 | V 
126.559 |58 | V 





OLDSMOBILE Dynamic 88 
OLDSMOBILE Super 88__ 
OLDSMOBILE 98 


PACKARD Hawk Supercharged 

PLYMOUTH Plaza, Savoy and 

PLYMOUTH Plaza, Savoy a 
Belvedere 8 


as 


PLYMOUTH Fury....__............| 118 
PLYMOUTH Golden Commando 60.9 |59.7| V8I 


| 
PONTIAC Chieftain and Super Chief..| 1228 |58.8 = 4) vai 
PONTIAC Star Chief and Bonneville._| 124 |58.8 159.4) V8I 


I 
I 
I 





8 
8 
8 
8 





| | 
-.| 118 |60.9 50.6] 6L 


60.9 |59.7| V8I 
60.9 |59.7) V8I 
118 








| 108 |57.75|50% 
| 117 |57.75|59% 
|__| — 

| 1164|57.2 (56.2 
| 11614157.2 |56.2 


1 156.1 
Four-Door Sed: .1 (56.1 
STUDEBAK ie 2 .1 (56.1 
STUDEBAKER Silver Hawk 8 | 657.1 |56.1 
STUDEBAKER Golden Hawk @ | 
Supercharged 1 156.1 








6 
V8I 
V8 


118.4|59.44.59 | V8I | 


Piston Displace- 
ment (Cu. In.) 
Standard Com- 


| ' 
| 4.125x3.4) 54 
300@ 4000 


4.125x3.4 54 364 


| 
| 
| 
| 


4x3. 625 2 | 310@4800 


9 


| 4x3.625 


310@4800 | 365 


3.56x3.94 | 
3.875x3 | 


| 4.125x3.25| 

| 3.875x3 

| 3.94x3.63 | 49.7 | P= | 354 
4x3.90 | 51.2 Q | 392 

| 4x3.90 | 51.2 | 345@4600 | 392 


94600 | 350 | 

94600 | 361 

05@4600 | 361 
35000 | 361 


oo 
138@4000 | 230 
252@4400 | 325 


i 


361 
410 





4 
4600 


303@4600 
34564600 


* 


| 4.20x3.70| 59.17 
| 4.3x3.30 | 
| 4,323.30 | 59.17 | s30@4800 | 383 


4.3x3.30 | 59.17 | 360@4600 | 430 


345@4800 





| 265@4400 | 371 
| 305@4600 | 371 
| 305@4600 | 371 


| 51 
| 51 
51 


4x3.689 
4x3.689 


| 
| 4x3.689 
| 


| 120%4/57.1 (56.1) V8I | 3.56x3.63, 40.6 | 275@4800 289 7.8-1 


| | : | 

| | | 

| 3.25x4.63 | 25.3 | 132@3600 | 230 
3.91x3.31 | | 225@4400 | : 
3.91x3.31 | 290@5200'| 31 

| 4.06x3.38 | 305@5000 


4.06x3.56 | 240@4500 | 370 
4.06x3.56 | 255@4500 | 370 | 


90@3800 | 195.6 

| 127@4200 | 195.6 
215@4900 | 250 
270@4700 | 327 
101@4000 | 185.6) 7 
101@4000 | 185.6) 7 


324.38 | 21.6 
3x4.38 | 21.6 


3,563.25) 40.6 


| 
3.56x3.63) 40.6 | 225@4500 | 289 
3x4.38 | 21.6 | 101@4000 | 185.6} 7. 
3.56x3.63) 40.6 | 210@4500!%) 289 | 


| 
| 3.56x3.631 40.6 | 275@4800 | 289 








pression Ratio 


| 335@4800 , 365 10. 25-1 
10. 25-1 


180@4500'9) 259 \ 8.3-1 
8.3- 


7.81 


Crankcase Cap. 


10.5-1) 


10.5-1 


10-1 | 
10-1 
10-1 


(Qts.) 
| Transmission 
(Std.) ( 


| 


5 


anon| mane 
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5 |3.5| 21 
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Oona 
oS 
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(Degrees) | 
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Ss 
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| Fuel Tank 
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Coolin 
(No 
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| 
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- 
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22. 
= injection and special cam. 
'—All station ns 122, 
1—Station wagon 22. 
*—Super Chief 124. 
*—Bonneville 122. 
"—Alrpoise 0°. 


"ABBREVIATIONS - 


‘Power steering +-4 to +1. 
18195@4500 with 4bbi. carb. 
N—225@4500 with 4bbi. carb. 
A—Power steering +34 to +34, Manual 
8—Power steering +3, +3, Manual + 
C—Left +%, right 0. 
e-Lanrte st oht pt 

—Left prefer it prefer 0. 
Century 300@,4600. 


F—Special 250@4400, 
G—Special 9.5-1, Century 10-1. 


H—Super 24, Roadmaster and Limited 26. 
i—Vaive-in-head, 

J—6039 133” and others 149 4”. 

L—t-head. 

N—None. 

NA—Not announced. 

P—Windsor 290 and Saratoga 310, both at 4600. 

Q—New Yorker 345@4600, 300D 380@5200. 
X—Powerglide 9, Turboglide 7. 








54 


SOUTHERN AUTOMOTIVE JOURNAL for AUGUST 








G 


E 








“HOLMES ENGINEERING Provides For 
EVERY Type of Road Emergency” 





If takes extreme flexibility of Equipment for a wrecker to pick- 
up and bring-in a total wreck as shown above. The removal of such 
a badly damaged car is usually a very difficult job which often takes 
hours of hard work under hazardous road conditions. It is this type 
of operation where HOLMES Engineering really counts. Where the 
mechanical superiority of HOLMES design and construction begin 
to show up—in ease of operation, safety of handling and time saved. 
Smooth, Efficient operation is made possible by a combination of 
HOLMES features which assures maximum flexibility of Action for 
Road Emergencies. 











TOWS ALL CARS WITH 
CUSHIONED SAFETY 


HOLMES new Universal Car Guard 
Towing Sling was developed for han- 
dling all late model cars. It was engi- 
neered by Holmes to provide a very 
Fast, Safe Means of Towing without 
scarring, denting or defacing light 
chrome and body parts. This feature 
is made possible by suspension on high 
strength, durable fabric straps that 
affords an entirely new type of cush- 

ioned safety. The Bhetonen Sling is fur- ASSURES FASTEST, SAFEST MEANS OF RECOVERY 
nished with V-type spacer bars, lifting The Removal of Disabled Vehicles from Today’s streets and high- 
strap and 2 sets of chains with 4 differ- ways is a job which, in the interest of public safety, calls for Fast, 
ent hook attachments. Send for details. Efficient work . . . without endangering either life or property. Use 
of a HOLMES Double Boom Wrecker assures the Fastest, Safest 
means of wreck removal. The unit is completely power-operated and 
can be quickly set up, for lifting or pulling from either side, with a 
minimum of interference to or from passing traffic. HOLMES offers 
many such features in a wide range of equipment, all Tried, Tested 
and Proven by thousands of satisfied users. Why not Step-Up your 
earnings with a new HOLMES Wrecker? Send TODAY for details. 








ERNEST HOLMES COMPANY 


Chattanooga 7, s Tennessee 
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1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


FUEL SYSTEM VALVES 


ao 
~ 
a 


ELECTRICAL TUNE-UP 








(.0) 


MAKE AND 
MODEL 


Spring Tension 
Timing 

Max, Centrif. 
Max. 

Intake (.0) 
Exhaust 
Opens b or 
atde 


Contact Arm 

Ignition 

Timing Mark 

Location 

Spark Plug 

Spark Advance 

Spark Advance 
Vac 

Cap. & Ter. Grd. 

Carb. Mfgr 

Fuel Pressure 

Tappet Clearance 

Tappet Clearance 

intake Valve 





| 
| 
| 
| 


BUICK Special Series 40 
BUICK Cen Series 60 
BUICK Super 

and Limited 700 2. j 2 5°btc -35 24-28@3750 21@12 a- 54-64% | Au 


CADILLAC Sedan 6239, Sedan De Ville 
6239D, aoe 6239E, Coupe 6237D 
and Conv. 6267 1 - 3 | 5°bte | ! 15@2000 144@2 70N 54-61% | | 39°bte 

CADILLAC Yoong Biarritz 6267S 

id Coupe Seville 6237S i : : 5°btc 3 15@2000 14@2 70N ‘s 5%-6% | J / 39°btc 

CADILLAC Sedans 6039, 7533 and 


FY 


24 28@3750 


oo 





5°bte : 15@2000 14@24” 70N : 54-614 / 39°bte 





beta yey oa 6 Delray, Biscayne 
and Bel A q 9-2: te P 35 26@3500 15@814” 53N RP 344-45 Au | 10'4°bte 
CHEVROLET Delray, Biscayne and 
Bel Air 283 Cu. In -2 : 9-23 | 4°bte ’ : 28@3750 15@1514” 53N RP 5% At / 12'4*bte 
CHEVROLET Delray, Biscayne and 
Bel Alr 348 Cu. | i : y 4°bte 
CHEVROLET Corvette 1 : 9-25 4°btc 
CHRYSLER WI Windsor and and Saratoga ‘ 2 xX 
CHRYSLER New Yorker... __. 5-18 | 36- 7-2 6°bte 
CHRYSLER 3000 , 5-1 7-2 6°bte 
7 6"btc 


6°bte 


24@4600 15@151%4” 53N Ca-RP 4 / 29°42’ 
28@3700 15@154” 53N Ca 6-5! ! P 1214"bte4 


18-22@4200 20-24@16” 60N BB-Ca f / 13°bte 
18-22@4800 20-24@ 16” 60N BB-Ca ; 
oe -15@2100 20-24@ 16” fON BB-Ca 
22@1800 20 24@16" 60N Ca 


| 





oo | 


0 | Geer ce | Ge Ge 


5 5@ 4000 23@1 2 wg 70N Ho 





*) 
. 


6°bte 


VD 5 18-22@4000 23-29@16.5 60N BB-Ca 
8*bte ) : 18-22@4000 23-29@16 5 


5” | 60N  BB-Ca 
DODGE Coronet Standard6......___- 2 394! 7-20 | 2°bte 3 15-19@3600 17-21@18” | 50N St 
oo Coronet Custom Royal 5-22 27-3: 2 6°*bte . : 16-20@3300 20-24@14” 50N 


ustom Royal and 
17-20 8°bte F 5 1 22@4000 23-29@ 16.5” 50N 





EDSEL Ranger and Pacer....._._..... 26-21.5 17-20 ] wr 2 j lf 6@3800 12@15” 55N 
EDSEL Corsair and Citation 5 | -26-28.5 17-20 ‘iD 32-36 21@4000 16@15” 65N 


FORD 6 Custom 300 Fairlane . -2 35-38 20 T 1 32-3 23@4000 28 5@6” 5 5N 
FORD 6 Fairlane 500 24-2 35-38 20 " ’ 32-5 23@4000 28 5@6” 55N 
FORD 8 Custom 300 ; - 26-285 2 ; 32-% 29@4000 23@15” 55N 
FORD 8 Fairlane... ____. 26-28 .5 2 ; F 2-36 22(@4000 23@15” 65N 
FORD 8 Fairlane 500 26-28.5 - : J 32-36 22@4000 23@15” 65N 











LINCOLN. ............ 5 | 26-28.5 7 32 26 5@4000 23@17. 5” | 70N 





MERCURY Monterey | 14-16 | 26-28.5 2 | 32-36  21.5@4000 22@17 55N 
MERCURY Montclair os 14-16  26-28.5 : ; 32-36 21.5@4000 B17 55N 
MERCURY Park Lane seietieaial 14-16 26-28.5 7 ; 32-36 24@4000 22@ 16 65N 
OLDSMOBILE Dynamic 88 and | 16 28-32 3 |! 30 | 22-26@4400 | 18.5-21.5@16" | 70N 
PACKARD Hawk 13-18 28-34 iD | 33-2 24@2000 16@12” 50N 











18-22 39+3 -2 sF : 15-19@3600 17-21@16” 50N 

15-18 | 27-32 7 *bte ! 16-20G@ 4600+ 23 .5--28@ 16” 50N 

36-40 7 14-18@2000 18-23@ 18” 50N 

PLYMOUTH Golden Commando - 36-40 7 ’ 35 18- 22@4000 23- 29@16 5° 50N 





PONTIAC Chieftain and Super Chief | 28-32 9-23 ~ | 33-38 _30@4600 ~21.5@13" | 53N 
PONTIAC Star Chief and Bonneville. __ 5 28-32 9-23 5 < 33-38 30@4600 21 5@13” 53N 


28-35 23 : F 23-37 ~~ 12- 16@ 4000 1 ;@11" “45N 
28-35 -2: ’ 33-37 20-24@4200 23@17” 45N 
28-32 9-2: 33-37 34-38@ 4000 25@ 15” 50N 
28-32 ¢ j 33-37 34-38@3800 22@ 16” 60N 








STUDEBAKER Scotsman ‘. Cham- 
pion 6 and Silver Hawk alias 38-40 7-2 2 i 28-33 14@2800 18@12” 50N Ca 314-544 


STUDEBAKER Champion Hi Silver ‘ 
ind Commander Provincial _- 13-18 28-34 9-2: 4 33-38 24@2400 16@12” 50N 8 314-514 
STUDEBAKER President 8 13-15 28-34 23 4 33-38 24@2400 16@12” 344-514 


28-34 33-38 24@2400 16@12” 50N St 6-7 











ABBREVIATIONS 


*—Mechanical tappets: Int. .012, 4 Optional camshaft used with mechanical O—Ford or Holley. T—4°bte Std. or O. D. Trans. 
Exh. .018. tappets), 35°btc. E—Ford or Carter. 6°bte Automatic Trans. 
A—23-25 hot. +—4bbl. FW—Flywheel. te—Top dead center. 
Au—Automatic. BB—Bal. and Bal. Ho—Holley VD—Vibration damper. 
*—20°bte special cam. bte—Before top center. N—Negative. W—2°bte Std. or O. D. Trans. 
*—With dual carbs. 20-24@4800 C—16 cold. NA—Not announced. 6°bte Automatic Trans. 
with one 4bbi. carb. Ca—Carter. RP—Rochester Products. X—Windeor 8°btc. 
CeP—Crankshaft pulley. St—Stromberg. Saratoga 6°bte. 
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Wilson Kirksey, Birmingham, Alabama, De Soto dealer says— 


“Marvelous cooperation from De Soto can 
help any dealer do a solid, profitable business. 


| know!” 


“De Soto, with its merchandis- 
ing help and its tremendous 
liaison between the factory and 
the retail levels, helps to keep 
me the third largest volume 
dealer in Birmingham. With 
De Soto, I’ve got a wonderful 
combination of a top product 
and the fullest cooperation from 
Detroit. De Soto prices, starting from just above the 
lowest, appeal to consumers in every income bracket. 
This wide price range, combined with the strong adver- 
tising and merchandising support I get from De Soto, 
helps me to do a solid and profitable business.” 





One of De Soto’s top dealers, Wilson Kirksey knows the 
value of a top product combined with top merchandising, 
and top level factory cooperation. He is typical of the 
many De Soto dealers who keep saying . . . it pays to 
be a De Soto dealer! 


Wilson Kirksey knowS—tT PAYS TO BE A 


DE SOTO 
DEALER! 


“A principle reason for our used car success is that 
our prospects are able to choose from a wide 
selection of the many new car trade-ins. De Soto 
has been a great help in promoting and merchan- 
dising my Top Value used cars.” 


“Thanks to factory training of our service per- 
sonnel, my customers are assured of dependable 
service from ‘make-ready’ on. De Soto has helped 
us with plenty of newspaper advertising kits and 
direct-mail materials.” 
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A SINGLE SOURCE OF 
COMPLETE INFORMATION 


The South-Southwest is a unique region with 
its own peculiar characteristics and buying 
habits. Unlike the heavily populated areas 
in other regions of the country with large 
metropolitan buying centers, this area is made 
up chiefly of widely scattered small towns, 
served from many distributing centers in the 
South-Southwest. 


In past years hardly a day went by that 

the offices of SOUTHERN AUTOMOTIVE 

JOURNAL — Atlanta and Dallas — were 

not called by some au- 

tomotive wholesaler or 

Here is the Key. te distributor desiring to 
zet in touch with the 
nearest representative of 
a certain parts or 
equipment manufactur- 
er. Frequently these long 
distance calls — some 
from as much as 500 


miles away. 


SOUTHERN AUTOMOTIVE JOURNAL’s 
Directory of Automotive Manufacturers and 
their Southern and Southwestern Representa- 
received with enthusiasm by the 
Published 


annually, the coming Directory will be the 


tives was 


jobbers throughout the territory. 


third edition. 


Listing approximately thirteen hundred 


manufacturers of automotive replacement 
parts, equipment and supplies, the Directory 
shows complete factory address, plus the 
name, address and telephone number of each 
of the Southern and Southwestern offices or 
representatives of the manufacturer. 

In the Buyers’ Guide Section are shown 
the products of manufacturers advertising in 
the Directory, with cross-reference to the page 
number of their advertisement. 

The Directory hangs on the desks of most 
of the buyers of the automotive wholesalers 
throughout the South and Southwest and is 


used continuously throughout the year. 


your products 


BEFORE JOBBERS AND BUYERS CONSTANTLY... 


Te Greater 
AU - oO M ©] T | Vv E Your advertising in the S. 


FOR A WHOLE YEAR!!! 


Annual Directory keeps your story in buying hands 


and at the right times. When your customers and prospects are looking for sources of 


SALES 


supply — are contacting Southern or Southwestern representatives for information be 


sure your products and services are prominently before them 


FULL COVERAGE 


The S. A. J. Directory gives full and complete coverage 
of the Southern automotive buyers. A copy of the S. A. J. 
Directory is sent to the buyer of every automotive job- 
bing house on record in the nineteen Southern and 
Southwestern states — branch stores and main offices 
In addition, copies are sent to the oil equipment jobbers, 
specialty jobbers, and to the district offices of the major 
oil companies. With over 6,000 Directories, every job 
ber buyer of automotive parts, equipment or supplies 
in the South and Southwest receives a copy 


EFFFECTIVE ADVERTISING TIE-IN 


Each advertisement is positioned as close as possible to 


the complimentary listing of the manufacturer ind 


his Southern and Southwestern representatives 


In the alphabetical listing of manufacturers, the 
company name and address of each advertiser is shown 
in bold face type, with reference to the page number 


of the advertisement 


The products of each r re listed in the 
buyers’ guide 


CLOSES SEPTEMBER 15th—RATES ON REQUEST 


OUTHERN AUTOMOTIVE JOURNAL DIRECTORY 


of AUTOMOTIVE MANUFACTURERS AND THEIR SOUTHERN AND SOUTHWESTERN REPRESENTATIVES 


806 Peachtree Street, N.E. 
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a W. R. C. Smith Publication 


Atlanta 8, Georgia 
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J. H. Thomas, Jr., has been ap- 
pointed manager of the newly- 
created Southwest region of Willys 
Sales Corp., with headquarters at 
Dallas, Texas. The new regional 
sales area, with office and ware- 
house facilities at 8805 Sovreign 
Row in Dallas, will serve Jeep 
dealers throughout Arkansas, 
Oklahoma, Kansas and a major 
portion of Texas and Louisiana. 


Council for Studebaker 
Sees New Small Car 


7 Studebaker-Packard nation- 
al dealer council met in South 
Bend, Ind., recently for its annual 
meeting, where members’ were 
shown the new, smaller car which 
the corporation will bring out in 
its 1959 line. 

Southern members attending 
were T. P. Caldwell, Coral Gables, 
Fla.; R. E. B. Blanton, Richmond, 
Va.; Max McLaurin, Jackson 
Miss., and H. D. Schleeter, Jr., 
Houston, Texas. 


American Motors Forms 
Technicians Society 


ORMATION of American Motors’ 
Society of Automotive Tech- 
nicians, aimed at upgrading pres- 
ent dealership mechanics and 
creating the desire in others to be- 
come associated with the group. 
has been announced by John S 
Krider, service promotion and 
training manager, formerly of 
AMC’s Charlotte, N. C., office. 

A means of recognizing men who 
possess outstanding skills and 
product knowledge is needed, 
Krider said, if dealers and manu- 
facturer are to improve the quality 
of workmanship and_ product 
knowledge of the men who service 
the company’s products. 

Recognizing people within a 
service organization who qualify 
and pass the entrance examination, 
he said, will result in a greater 
pride of workmanship and create 
a desire to increase knowledge and 


skill. He said it also should help 
strengthen employe loyalty to the 
dealer. 

Men who are eligible will be en- 
couraged to apply for membership. 
Krider said that the company 
seeks applications on the basis of 
wanting to join and the individu- 
al’s own initiative. 

Applicants who qualify and pass 
the entrance examination will be 
rewarded a society wallet card, a 
uniform emblem and a certificate 
of membership. 


Wagner Electric Moves Two 


Appointments of John N. Felton 
as Manager of its Memphis, Tenn., 
branch office, and E. W. Wells as 
manager of its Omaha, Neb., 
branch office have been announced 
by the Automotive Division of 
Wagner Electric Corp., St. Louis, 
Mo. Formerly, Felton had been 
manager at Omaha and Wells had 
been a salesman in the Kansas City 
area. 


Tung-Sol Elevates Ehringer 


Frank J. Ehringer, formerly 
manager of the Electroswitch Di- 
vision of Tung-Sol Electric, Inc., 
has been named general manager 
of automotive products, President 
Louis Rieben announced. Ehringer, 
who has been with the company 
since 1939, now heads Electro- 
switch, miniature lamp and head- 
lamp manufacturing. 


AEA Fall Meeting Set 
For Colorado Springs 


A FULLY-ROUNDED business pro- 
gram combined with other ac- 
tivities is on tap for the fall meet- 
ing of the Manufacturers and Cen- 
tral Distributors Divisions of the 
Automotive Electric Association to 
be held Sept. 15-20 at the Broad- 
moor Hotel, Colorado Springs 
Colo. 

Preceding the general business 
sessions, the directors will meet on 
Monday, Sept. 15. Both divisions 
will meet on Tuesday. On Wednes- 
day the manufacturers’ sales man- 
agers will meet. A combined manu- 
facturer-central distributor confer- 
ence will take place on Thursday. 

Important segments of the meet- 
ing will be devoted to the associa- 
tion’s technical service, field train- 
ing and merchandising activities, 
as well as to reports on various 
subjects related to the business 
management program for central 
distributor members. 


Triangle Names Klier 


G. W. Klier Co., 3166 Maple 
Drive, N. E., Atlanta, Ga., has been 
named sales representative in the 
Southeastern territory for Triangle 
Auto Spring Corp., according to 
President J. C. Dunlap. G. W. Klier 
will act as district sales representa- 
tive, while his son, M. E. Klier, 
and G. T. Jurgens will travel the 
territory. 


“Making ‘em all vice-presidents resulted in an extraordinary boost in 
morale.” 





Andy hod 
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Readers are invited to contribute to— 





“A PROPHET IN—" 


One car dealer whois held in 
high esteem by his fellow citizens 
is T. L. ‘“‘Les” Myers, who recently 
polled 3,319 votes against his op- 
ponent’s 811 for the post of director 
of DeKalb Township in Camden, 
S. & 


Myers, who heads up Myers Mo- 
tor Co. (Lincoln-Mercury) in Cam- 
den, said of his four-to-one victory: 

“According to the registration 
board of this county, the majority 
I received in the recent election 
was unprecedented in any previous 
election. 





How'd you like to avoid customer 
complaints about erratic brakes in wet 
weather .. . brakes that either “‘grab’”’ 
or lose their stopping power completely? 
Or the kind of brakes that “lock-up”’ 
in humid weather? You can be a hero 

. Save yourself headaches . . . by 
combining your expert workmanship 
with the top quality of J-M Custom 
Four-Star® Linings! 

The secret of the superior perform- 
ance of J-M linings is this: They’re 


JOHNS-MANVILLE 


Backed by the name known fo millions of car owners! 5 — 
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made of a wet mix of metallic-impreg- 
nated asbestos fibres densely com- 
pounded to resist moisture. And they’re 
patiently cured by the combination of 
both hydraulic pressure and oven bak- 
ing at controlled temperatures. Result: 
a brake lining that maintains its 
frictional stability under any driving 
conditions. Now’s the time to order! 
For the name of your J-M distributor 
write Johns-Manville, Box 14, New 
York 16, N. Y. 


NV 





HOP TAL 


A column of informal 

comments about the 

automotive trade and 
its problems. 





“This I believe will show that 
the people have not lost confidence 
in any reputable automobile deal- 
er.’ 


ROTTEN-EGGED CAR 


Maybe new Cars are going to be 
sold with free clothespins. 

That’s about what one service 
manager is thinking, after his shop 
finally located a stinking deal. His 
men satisfied the new-car pur- 
chaser when they located some 
odoriferous eggs where they had 
been deposited within a door panel. 


LONG LINE OF CARS 


Placed bumper to bumper, motor 
vehicles now in operation with 
Alabama, Florida, Georgia, Missis- 
sippi, North Carolina, South Caro- 
lina and Tennessee license tags 
would stretch well around the 
world, according to the Atlanta, 
Ga., field office of the U. S. De- 
partment of Commerce 

To illustrate the magnitude of 
today’s motor vehicle operations in 
the Southeastern region, Field 
Manager Merrill C. Lofton cited 
the following facts and 
based upon current statistics 

All of the motor vehicles with 
Alabama license tags, if placed 
bumber to bumper, would reach 
from Birmingham to Salt Lake 
City, Utah, and back; Florida’s 


figures 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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TUNG-SOL 


FLASHTESTER 


€ LIFETIME ALNICO MAGNET 


re 


FEATURES OF 
que HANDIEST AUTO SERVICE $ 
FLASHLIGHT EVER DEVELOPED 
* 
WITH 


@ lifetime magnet 

© bulb & fuse tester 

@ ring hanger 

@ non-breakable lens ONE CASE (12 lam 

e no-roll cushioned head . ut of 5400-S or 5040 

WO CASES (16! ION-AID HEADLAM ms 
amps) of 4001 or 400 PS or... 
2 


a cushioned end cap 
~ weatherproof durite barrel 
DUAL V 
(16 of one ISION-AID H 
type, or 8 each HEADLAMPS 
ypes) 


e bulb shock absorber “a 
T REGULAR PRICES! 


Limited Time 
/ a . ine 
nly—Call Your Tung-Sol Distributor Tod 
r Today 


LAMP DIVISION (ts) 
TUNG 
-SOoO 
L ELECTRIC INC 
=» NEWARK 4, NEW 
. JERSEY 
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would be lined up from Miami to 
Portland, Ore., and return; Geor- 
gia’s from Atlanta to Los Angeles 
and back; Mississippi’s from Jack- 
son to New York City and back; 
North Carolina’s from Raleigh to 
Spokane, Wash., and return; South 
Carolina’s would make a round 
trip from Columbia to Omaha, 
Neb., and Tennessee’s would 
stretch from Memphis to Los An- 
geles and back. 

The some 8.6 million vehicles 
registered in the seven Southern 
states are now using upwards to 
seven billion gallons of fuel year- 
ly—an average of 20 million gal- 
lons a day and nearly 14,000 gal- 
lons every minute of the day. 

Southeastern car owners are 
paying more than three quarters 
of a billion dollars a year in fed- 
eral and state taxes, or nearly $99 
each for every motor vehicle regis- 
tered in the region. 

Persons licensed to drive in the 
even states would comprise a pop- 
ulation equal to that of the entire 
state of Pennsylvania, or more 
than ten million. 

Residents are buying at the rate 
of more than 700 vehicles per day, 
as they have been doing for the 
past 25 years, with gains over that 
period of 397% reflected in Ala- 
bama, 589% in Florida, 359% in 
Georgia, 328% in Mississippi, 315% 
in North Carolina, 365% in South 
Carolina and 288% in Tennessee, 
according to Commerce Depart- 
ment figures. 


“THE OLE DOCTOR" SPEAKS 


“The ole doctor,” as so many of 
his innumerable friends call him, 
has been “going to town” in pro- 
moting the franchised car dealers 
and helping to rebuild good-will in 
general over Tennessee. 

We're talking about David P. 
“Doc” Whelchel, a rather-formal 
sounding monicker for the guy 
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who’s the veteran executive vice- 
president of the Tennessee Auto- 
motive Association. 

The former Ford Motor Co. (at 
Atlanta) executive and ex-World 
War II Navy officer got a “recap”’ 
of his own activities from his re- 
tiring TAA president at the recent 
convention of the Tennessee deal- 
ers. Said Carroll G. Oakes of Mor- 
ristown in the retiring president’s 
address: 

“Our executive vice-president 
has appeared before 34 civic and 
dealer organizations since our May 


1957] convention in Memphis in 


carrying forward the information 
relative to the economic impor- 
tance of the automotive trade in 
Tennessee.” 


“AS YE SOW...” 


And the retiring president of the 


579-member association also de- 
clared: 


“It has also been said, ‘As you 


sow, so shall you reap.’ This in- 
dustry has knelt in worship before 








How a Problem Was Solved: 





YOU, MOOG and the “FIRE RING’ 


The ‘‘Fire Ring” is the top com- 
pression ring—the piston ring 
directly exposed to combustion 
chamber fire, heat and pressure. 


It is the most important ring in the 
set in forming an effective seal be- 
tween the combustion chamber and 
the crankcase. 


If the ‘‘Fire Ring’’ fails, the other 
rings don’t have a chance to do 
their jobs. And you are faced with 
a costly comeback! 


With theincreaseinengine horsepower 
has come higher combustion temper- 
atures, greater pressures and greater 
loads on the “Fire Ring.” Efforts to 
make the top ring more durable led 
to the chrome-plated top ring, intro- 
duced shortly after World War II. 


The Seating Problem 

Chrome-plated rings have about twice 
the durability of cast iron rings. But 
since, by definition, seating is wear, 
chrome’s resistance to wear makes 
seating more difficult. 
When a piston ring seats, its face 
**mates” with the cylinder wall to 
seal compression out of the crankcase 
and seal crankcase oil out of the 
combustion chamber. 

The Break-In Period 
During the ring break-in period (be- 








fore the rings have mated with the 
cylinder walls), oil may pass into the 
engine’s combustion chamber where 
it will burn, and combustion pressure 
mayescapeintothecrankcase. Results: 
high oil consumption, low gas mileage 
and lack of engine pep and power. 
These are the conditions that 
a re-ring job is expected to 
correct. The car owner’s dis- 
appointment too often results 
in a costly comeback to the 
shop installing the rings. 
How serious is the hard chrome ring 
seating problem? To illustrate, man- 
ufacturers of the finest automobiles 
still break in their engines on test 
blocks before final installation. Be- 
cause this cannot be done after a re- 
ring job, the break-in period is often 
too long and tedious to satisfy the 
car owner. 
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the great god of gigantic produc- 
tion. Those in command of market 
forecasting have grievously erred 


in the past few years. Now we are 


paying, have paid and will continue 
to pay for the sin of industrial glut- 


tony. Industrial gluttony has many 


ill-gotten by-products, such as: 
“1.—Greedy, wanton 
ging. 
“2.—Blitz sales. 


“3.—False, deceitful and mis- 


leading advertising. 
“4.—Packed prices. 


“5.—Would-you-take programs. 


bootleg- 


“6.—Highballing. 

“7.—Slick treatment of potential 
customers. 

“8.—Sloppy, careless workman- 
ship in factory production and in 
dealer service departments. 

“9.—Senseless time 
give-aways on a no-down-pay- 
ment, take - a - lifetime-to-pay 
dream plan. 

“It is not my intention to point 
the accusing finger at the factories 


and say ‘It is all your fault.’ We 


are not here to find fault, but 
rather to seek a solution and, gen- 


payment 











WILL YOUR NEXT RING JOB 
BE A COMEBACK? 


Here's news about the most 
revolutionary piston ring 
development since chrome! 
Itcan help you prevent 
costly comebacks by sub- 
stantially reducing the 
break-in period required 
with hard chrome rings. If 
your business includes pis- 
ton rings, be sure to read 
this message. 




















Attempts to Speed Seating 


In order to seat hard chrome-plated 
rings more quickly and reduce cus- 
tomer complaints, several things have 
been tried. Excessively tight-fitting 
rings were used to reduce pressure 
loss and oil fouling quickly. A small 
amount of abrasive was sometimes 
introduced into the cylinder. But both 
methods produced serious wear on 
the fine-honed cylinder walls. 


Some methods of “factory pre-seat- 
ing’ have, and still are, being tried. 
Usually the “‘pre-seated”’ ring is lap- 
ped or grooved to facilitate break- 
in. The problem here is that no two 
cylinders are ever the same—even in 
a new engine. Even with a factory 
*‘pre-seated”’ ring, it is still necessary 
for hard chrome to wear off against 
the cylinder wall before a perfect fit 
can be achieved. 


Therefore, the question arises: “Can 
a replacement ring really be pre- 
seated at the factory?’ It would ap- 
pear that the only proper place to 
seat a ring is in the cylinder! 
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How Moog Solved the Problem 
Could a “‘Fire Ring”’ be designed that 
combined the seating characteristics 
of cast iron with the durability of 
hard chrome? This was the question 
put to Moog engineers a decade ago. 


Working with a leading metallurgist, 
a type of non-abrasive, soft material 
was developed called Marker Metal 
(after the metallurgist). Then a method 
was worked out for plating a layer 
of Marker Metal over the face of a 
hard chrome ring 


This layer is the ‘‘Break-In 
Sheath”’ that seats like cast 
iron during the break-in period 
while the hard chrome is wear- 
ing in. Result: a perfect mat- 
ing of ring and cylinder wall 
in far less time than has ever 
been possible before with 
ordinary chrome rings, as 
proven in exhaustive labora- 
tory and road tests! As the soft 
layer wears down, the hard 
layer wears in for long life. 


Insist on Chrome + Plus* 

A “Fire Ring” with a “Break-In 
Sheath” is available to you now only 
in the Moog Chrome+Plus com- 
bination. Remember the name 
Chrome+ Plus—the only top ring 
that gives you the durability and long 
life of chrome plus the fast seating 
of cast iron. 


If you are uncertain where to buy 
Moog Chrome+Plus, write Moog. 
Try a set on your next ring job. You 
will never again be satisfied with 
ordinary chrome rings. 


* Potents Applied For 


MOOG INDUSTRIES, INC. 


ST. LOUIS 14, MISSOURI 





tlemen, there is no easy solution. 

“Let both factory and dealer 
take a good, long look in the mir- 
ror of self-analysis. It has been 
said that nothing will happen until 
a change takes place inside of the 
individual.” 

The state senator received a 
standing ovation at the end of his 
address. 


UNREPAID SERVICE 


The fairly recent programs by 
which car factories reimburse their 
dealers 100% for warranty on 
service in new cars isn’t exactly 
100%, after all, a Saginaw, Mich., 
Chevrolet dealer pointed out re- 
cently to the senate committee 
studying a proposal to reestablish 
territory security. 

Said Harold D. Draper: 

“For clarification, listed below 
are some of the items of adjust- 
ment and correction which are not 
covered by the warranty or the 
1,000-mile inspection, all of which 
represents considerable cost to the 
dealer for which he is not reim- 
bursed either by the factory or the 
customer: 

“All adjustments such as Power- 
glide linkage, throttle adjustment, 
loose shocks and coil springs out of 
their socket. 

“Front-end alignment and toe-in 
adjustment. 

“Improper brake adjustments. 

“Voltage regulator adjustments 

“Alignment of windshield wiper 
blades. 

“Alignment of steering wheel. 

“Clutch pedal adiustment. 

“Road-testing for noises and 
knocks. 

“Minor tune-up and carburetor 
adjustments. 

“Tighten gas tank, lines and fit- 
tings. 

“Headlight focus (new double 
headlights). 

“Soiled trim. 

“Exhaust pipe rattles, alignment 
and loose. 

“Improper floor mat installation. 

“Paint overspray and minor 
paint spots. 

“Squeaks, rattles and minor body 
adjustments. 

“Locating thumps and getting 
tire adjustments.” 


TUCKED-AWAY TUCKERS 


A former race car driver and 
one-time owner of a Chicago 
speedway, now living in Fort Laud- 
erdale, Fla., has indulged his fancy 
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for the once-heralded but ill-fated 
Tucker by cornering nine of the 17 
engine-equipped Tuckers reported- 
ly in existence. 

The owner, N. R. Jenin, has paid 
as much as $4,000 for one car and 
has been offered as high as $6,000 
for another. And, although 11 
years have passed since the pilot 
model was built, Jenin claims his 
nine cars perform almost like new. 

On a recent trip to Texas, Jenin 
said he averaged 26 miles to the 
gallon on the highway, and the 


late Marquis Alfonso de Portago 


pushed one of his models up to 
132mph at the 1957 Sebring races. 

Besides the water-cooled engine 
located in the trunk, the Tucke1 
offered a Cyclops headlight that 
turned with the steering wheel, 
pop-out windshields and padded 
dash, plus rubber suspension in- 
stead of springs. Despite these fea- 
tures—many of which have been 
incorporated into today’s cars—the 
Tucker failed, and now Jenin ap- 
pears to be one of the few person 
who stand to make any money on 
them, possibly as collectors’ items 








No. 700 


Laboratory and field tested for over 
40,000 trouble-free “rings” on up to 
200 feet of continuous hose. 


MOUNT IN UPRIGHT POSITION > 


© 


4, 
i 


REPLACEABLE INDUCTION COIL AS- 
SEMBLY can easily be replaced by 
any service station operator without 
the signal bell leaving the service 
station. 


ACME 


SINCE 1915 


“RITE-RING” DRIVEWAY SIGNAL 


,@eeoeosee See eececeeeeeeeeeeeeeeeee 


Write today for our complete new catalog 


205 NEWMAN STREET e¢ HACKENSACK, N. J. 


BY 
ACME 
No Relay — No Transformer 


No Contact Points to line up 


Replaceable Coil can be in- 
stalled in just a few moments 
....~ ON THE SPOT! 


° Simple to install in a few minutes 

© Comes completely wired, ready to plug 
into 110V A.C. outlet 

® Bell can be heard throughout the station 
whenever a car wheel passes over the 
hose 

® No maintenance required 

© Guaranteed against defective material 
and workmanship 

© Prevents lost sales pays for itself in 
a few weeks 

® The "works" are completely encased for 


protection against elements 








HOW MANY ERRORS 
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HOW GOOD ARE YoU? » 


Test your Proofreading Prowess... 


THESE 3 TRIANGLES ? 


\ 


BIRE 


N THE " 
THE HANC 





Attach the solution to your business card or letterhead avd mail 
to ACME. If you'te right, we'll send you a “Genius Award" for your accomplishment ! 





Relax each month with the ACME “Problem Corner’ 
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or as a sightseeing attraction for 
the public. 


HANDLING VACATION PAY 


An article on a _ pooled-labor 
plan inaugurated by Nance Buick 
Co., El Paso, Texas, appearing in 
the April issue of SOUTHERN AUTO- 
MOTIVE JOURNAL, raised questions 
as to absentee and vacation pay 
from quite a few readers, includ- 
ing Walter A. Deal, president of 
Deal Buick, Inc., Asheville, N. C 
who himself had an _ attention- 
getting article, ‘““Cutting Overhead 
with a Microscope,” in our March 
issue, 

Nance’s reply to Deal might be 
of some assistance to other body 
shop owners who possibly have 
considered adopting the pooled- 
labor plan. Nance said 

“When an employe i 
day or two, under the pooled labor 
setup he gets his full share of the 
pay. This arrangement was agree- 
able to all the body shop 2mployes. 

“However, if an employe is ab- 
sent over a working week, he will 
be ‘docked’ and the total earnings 
divided among the others. This has 
not happened. 

“Vacation pay is determined by 
striking an average over the past 
three months, broken down into 
weekly salary. 

“The pooled-labor plan gets bet- 
ter with age.” 


absent a 


TURNING WORMS 


Turning worms into money is 
big business down Florida-way, ac- 
cording to Charles H. “Chuck” 
Davis, executive secretary of the 
Florida Automotive Wholesalers 
Association. 

Dropping by to see Dave Simp- 
son of Simpson Auto Parts in 
Blountstown recently, “Chuck” 
said he learned “probably the 
most thriving business in that area 
is the digging and shipping of red 
fishing worms! 

“Believe it or not,” he said, “be- 
tween 500 and 600 residents of 
Calhoun County make their living 

and a very profitable one—in 
this industry. When you learn 
that trucks and vans are loaded 
with this commodity and that the 
wholesale price of this wriggly 
product is 14% cents each, you can 
get a vague idea of what a lucra- 
tive business this worm farming 
is!” 

When they say down there that 
business is going to the worms, 
that’s obviously good. 
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HERE’S HOW POWER BOND UPGRADES 








EVERY BATTERY REGISTERED BY 
SERIAL NUMBER AT THE FACTORY 


... customers welcome personal 


identification feature ! 





Exclusively with Power Bond, every battery is 
registered by serial number at the factory in the 
owner’s name! Customers welcome this feature 
because they know both the dealer and the 
factory are standing behind their personal 
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battery. Registration is simple and calls for no 
complicated paper work. Be sure to point out 
the Power Bond Battery serial number and 
factory registration feature on every sale to 
get full customer appreciation. 


00-MONTH GUARANTEE 


... leads the industry, 
sells your customers! 


Owners get a wallet-size 50-month Guarantee 
card registered by serial number at factory. 
Cards will be honored by any Authorized 
Auto-Lite Battery Dealer in the world. No red 
tape; adjustments are simple and profitable. 
Emphasize both the factory registration and the 
50-month Guarantee in every sales talk. 





AUTO-LITE ST 
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RADES YOUR BATTERY BUSINESS WITH | 


' SPECTACULAR ADVERTISING 
| CAMPAIGN... sel/s great new benefit... 
\ ‘ELIMINATES MECHANICAL FAILURE 


EVEN IN THE MOST SEVERE SERVICE’’ 












COMPLETE MERCHANDISING SUPPORT 
... helps you sell your customers ! 


REGISTERED 50 MONTHS GUARANTEE 
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ELIMINATES MECHANICAL FAILURE 
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STA-FUL WITH F 


HIGHER QUALITY AND HIGHER PROFIT! 
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UNMATCHED PROFIT OPPORTUNITY 


"You mean you will allow that much "Yes, sir! But only on a new 






money for my old battery?” Auto-Lite Sta-ful with Power Bond!"’ 


\ 














ONLY YOUR AUTO-LITE POWER BOND WHOLESALER CAN ANSWER 
THESE QUESTIONS THAT MEAN BIGGER PROFITS FOR YOU 


SK Can you trade high on POWER BOND 
and still make a substantial profit? 
No other battery gives you a mark-up that allows trade-in allowances like Power 


Bond! Power Bond’s greater unit profit leads the industry . . . helps you sell more 
batteries and make more on every sale! 


Wy 
7 Can you sell POWER BOND to new car owners? 


Every new car buyer is an immediate prospect for Auto-Lite Sta-ful with 
Power Bond. You can offer a liberal trade-in and still make a handsome profit! 


WV is POWER BOND priced to sell? 
/ With high trade-in allowance, 50-month Guarantee, Sta-ful extra liquid reserve, 
Factory Registration, and mechanical failure prevention—your customers will 


recognize Power Bond as their best buy! 


ae What does POWER BOND cost you? 


You’ll be amazed! For the best news in the battery business .. . call your 
wholesaler today! 





POWER BOND IS IMMEDIATELY AVAILABLE 
TO COVER MOST 12-VOLT APPLICATIONS! 








ASK YOUR WHOLESALER SALESMAN FOR DETAILS! 


POWER BOND 











=\ HERE'S HOW NEW AUTO-LITE S 
ELIMINATES MECHANICAL FAILURE EVE 





ONE-PIECE COVER welded to case 
seals liquid in, gives maximum 
case strength 


| 


| PERMANENT SEAL prevents acid 
leaks and top-of-battery corro- 
sion, protects battery life 


POWER BOND resin anchors power 
plates to prevent plate-destroying 
vibration, a major cause of bat- 
tery failure 


“BREAKDOWN” 





HERE’S THE TOUGHEST TEST ever made 
on batteries! Both Auto-Lite Sta-ful 
with Power Bond and batteries of ordi- 
nary construction were clamped to this 
vibrating machine and tested for power 
loss at specific time intervals. See the 
amazing results at the right . . 


TEST shows 


ORDINARY BATTERY of standard 
construction has failed after only 
55 hours on the test machine! 
Plates have lost vital power- 
producing material. Acid has 
leaked through sealing compound 
and loosened top seal of case, cor- 
roding terminals and hold-downs. 


*PATENT APPLIED FOR 


how POWER 


- || 


| 
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AUTO-LITE STA-FUL WITH POWER 
BOND shows no damage at all 
after 1000 hours of testing! Battery 
is still intact and delivering full 
power. Power Bond seal, shown 
in red, welds plates and battery 
case into rigid, shake-proof unit 
to prevent mechanical failure. 


SEE OTHER SIDE FOR THE BIGGEST PROFIT 






STA-FUL WITH POWER BOND * 
/EN IN THE MOST SEVERE SERVICE 


POWER BOND, an exclusive new Auto-Lite develop- 
oe ment, eliminates a major cause of battery failure . . . 





PERMANENT INTERCELL BOND isolates | plate-destroying vibration. Power Bond construction 
— each cell, prevents power leakage works three ways to protect full starting power— 
over connectors, maintains higher 
> | starting voltage 1. Power-producing plates, protected by fibre-glass, 
| are firmly anchored in place by plastic bonding. 








Even the most severe service can’t shake power- 
producing material loose. 


2. Power Bond construction eliminates leakage points 








~~ | ] found in ordinary batteries. Permanent resin seal 
INTERCELL CONNECTORS permanently bonds top to battery case, fully covers and protects 
+ protected from power-robbing | power-conducting intercell connectors. Leakage 
electrolyte leakage and battery- failures are eliminated. Battery stays sealed and 
killing corrosion powerful. 
| 





A — | 3 


. Rigid sealed-box construction gives maximum 
strength. Over-tight hold-down brackets and ex- 
treme under-hood temperatures can’t distort case 
and cause corrosive and power-robbing leakage. 











NEW POWER BOND INCORPORATES FAMOUS STA-FUL EXTRA LIQUID RESERVE... 
NEEDS WATER ONLY 3 TIMES A YEAR IN NORMAL CAR USE! 











BOND withstands battery-killing vibration! 


wisi SEVERE SERVICE OPERATION LIFE 


12 + 


AUTO-LITE STA-FUL WITH POWER BOND 





~— ORDINARY BATTERY 





is! + 
MINIMUM STARTING L 
6 | | | Soy \ uU \ A te VOLTAGE 
° 100 200 300 400 500 600 700 800 900 1000 
VIBRATORY UNITS—HOURS EXCLUSIVE ELECTRONIC quality control 


tests every dry-charged battery before it 
leaves the factory! No chance of reversed 
THIS GRAPH SHOWS CLEARLY the difference between Auto-Lite cells, dead cells, or a dead battery on 


Sta-ful with Power Bond and ordinary batteries in the severe your shelf with Power Bond. This 
service test. No ordinary battery could produce the minimum starting Auto-Lite exclusive ends embarrassing 
voltage for more than 55 hours. Power Bond construction and power activation failures because manufactur- 
were actually unaffected by the test—battery still delivers full ing defects are found and corrected before 
starting voltage after 1000 hours of testing! batteries leave the factory. 


OPPORTUNITY IN THE BATTERY INDUSTRY! 





L- 
“ANNOUNCING 


A bold new concept in battery engineering 
and merchandising that offers the greatest 
profit in the battery industry! 


PULL OUT © 





Dear Bill, 

These are the days when it takes 
a particular kind of intestinal forti- 
tude to start urging more business 
into the shop. 

Hot weather, long hours and that 
old tired feeling make you think 
maybe you have enough business. 
But the Old Man says that’s the 
way to end up in the poorhouse; 
let up bucking for next month's 
business this month—and you’ve 
had it. The business that is keep- 
ing us in groceries this month is 
the result of last month’s hustling 
and so on down the line. 

Next month is going to be “‘shock 
month,” according to our plans. 
The service record crew is running 
through the cards to see which of 
our regulars have enough of the 
right kind of mileage to require 
shocks or at least an inspection for 
weak shocks. The parts crew are 
whipping up a couple of display 
boards and are having signs paint- 
ed to attract attention to shock ab- 
sorbers and their importance to 
safety, economy and _ comfort. 
Everyone is scheduled to toss in 
an inspection on every car enter- 
ing his stall so that no prospects 
will be missed. 

In theory it probably would be 
better simply to catch every bad 
shock absorber as a part of the 
daily grind, but we’ve found by ex- 
perience that a “drive” is the best 
medicine for getting everyone on 
the beam for a short period and 
then, strangely enough, this inter- 
est carries on for some months fol- 
lowing. 

During the drive we sell the 
item featured for the month like 
hot cakes, and then we sell far 
more than average as the interest 
tapers off in the following months. 
Since this is the way to increase 
the sales, we have to use it to 
arouse the spirit of competition 
among the men and it automatical- 
ly results in closer inspections on 
all cars entering the shop and 
service card reminders to those 
with that service due, so the cus- 
tomer benefits by the special also. 

Experience has shown that any 
inspection drive for a given part 
or unit will result automatically in 
sales of related parts and units in 
the vicinity of the “special.” For 
instance, in previous shock drives 
our alignment department has been 
swamped with work uncovered 
when everyone was poking a nose 
under the car. Tire sales and brake 
work also benefit at this time, not 
to mention muffler and pipe re- 
placements. 

Like I said, we’ve been busy, 
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FRONT WHEEL 
BEARING 
APPLICATIONS 
FOR 1958 
GM CARS 
HAVE 
CHANGED! 


FRONT WHEEL 


MAKE & MODEL INNER OUTER 





BUICK 


All models 


909065 





CADILLAC 


Series 60, 62 & 70 


Series 75, 
Brougham & 86 


909073 





CHEVROLET 


All 6 cylinder 


All 8 cylinder 
& Corvette 








PONTIAC 








PLUS PROFITS! 


Gain the jump on your compet- 
itor by stocking these new wheel 
bearings for GM Cars. Many of 
these changes are the first since 
1941 so don’t get caught short 
when your customers need a re- 
placement for this tremendous 
market. The usual L&S quality 
prevails assuring your customers 
of the utmost service and de- 
pendability. 


Send for free supplement of other 1958 bearing applications. 


BEARING COMPANY 


P.O. BOX 995 » OKLAHOMA CITY, OKLA. 
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NEW! 


HYDRA-MATIC 
JETAWAY 
; STRATOFLITE 
POWERFLITE 
c RVICE BOARD 
TORQUE-FLITE SERVICE TOOLS BO 
SERVICE TOOLS BOARD 


AUTOMATIC TRANSMISSION SERVICE 
with lew Bnildin Tools and Service Boards 


FORDOMATIC There are over 33,000,000 vehicles with Automatic Trans- 
— a missions on the road TODAY ... a huge profit potential 
for you as adjustments, service, and repair become neces- 
—— — . sary. Whatever the service or type of transmission — 
— ye en any —— Powerflite, Torque-Flite, Hydra-Matic, Jetaway, Strato- 
— rvice Tools ‘ 4 : ; 
flice, Fordomatic, Mercomatic, Dynaflow or Powerglide — 
there’s a complete Line of these specific Tools to do the 
job better; easier and faster. 








Just look at these handsome, economical Service Boards 
that cover all popular Automatic Transmissions — they 
keep the Tools you need right at your fingertips and let car 
owners know you're in business to keep Automatic Trans- 
a missions in top operating condition. 
Gans anaes Add AUTOMATIC TRANSMISSIONS to your list of 
BOARD automotive services — get “in-the-money” — call your 
Jobber, TODAY! The New Britain Machine Co., New ~ 
Britain, Conn. 


USTMENT 
OOLSs 


— NEW BRITAIN * CONNECTICUT HA N D TO Oo LS 
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FORDOMATIC 
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we're hot and we're tired, but, by 
the way, have your shocks been 
replaced lately? 
Yrs, 
Ed. 


Picking "Right" Salesmen 
(Continued from page 35) 


then his production has been tops. 
He meets every expectation. 

We risk no more than a maxi- 
mum investment of $500 in a man. 
He is well-screened, even after we 
spot him. Past employment refe- 
rences are contacted, bonding com- 
panies checked and number of jobs 
he has held over a period consid- 
ered. In excess of three jobs over 
a seven-year period puts a question 
mark on stability. His consistently 
high earnings are also taken into 
account, 

This type of man keeps your 
overhead down. It is lower per car 
sold. 

We are not freighted with new- 
and used-car managers, appraisers, 
assistants, or secretaries who need 
desks, office supplies, heat, light, 
telephones and office space. 

Salesmen of our caliber further- 
more need no sales meetings, pep 
talks, demonstrations or other 
claptrap to prod them into neces- 
sary production. Each handles his 
own transaction from initial con- 
tact through car delivery. All cred- 
it checks, preparation of contracts 
and paper detail are handled by 
them. The more cars sold, the low- 
er our unabsorbed overhead, which 
touched a low of $70 per unit sold 
during the last quarter of ’57. 

These men pick their prospects 
from among high-income profes- 
sionals and business executives 
who are likely to be interested in 
a luxury product like Imperial. 
They plan their own approach by 
letter, telephone or personal call. 
The only aids we provide are daily 
page advertisements in the metro- 
politan morning and afternoon 
newspapers. 

Every salesman is furnished an 
Imperial or New Yorker demon- 
strator to approach his prospect. 
We provide all maintenance on a 
demonstrator. The salesman, how- 
ever, buys his own gasoline. 

Our four salesmen keep our used 
cars turning over every 30-day 
period. On our office pegboard, we 
post under each salesman’s name 
his new- and used-car sales over 
a ten-day period, There’s an extra 
$50 bonus waiting for the top sales- 
man of the month. Any used cars 
not moving within 30 days are 
wholesaled. Units are pegged on 
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the board only after a car is de- 
livered, contract signed and all 
paperwork in order. 

High standards generate high 
standards. Our company demands 
them. Our personnel demand of 
themselves their very best. 


Friction Materials Group 
Names Vachout President 


ILLIAM J. Vachout of Molded 
Materials Division of Carlisle 
Corp. has been elected president of 
the Friction Materials Standards 


Institute. 

Other officers are George S. 
Lamson, Thermoid Co., vice-presi- 
dent; Robert B. Williams, The Rus- 
sell Mfg. Co., treasurer, and Miss 
Harriet G. Duschek, secretary. 
Board members include William 
H. Johnston, Atlas Asbestos Co.; 
Frederick C. Weyburne, Marshall- 
Eclipse Division of Bendix Aviation 
Corp.; Franklin A. Miller, Raybes- 
tos-Manhattan, Inec.; S. Arthur 
Smith, Silver Line Brake Lining 
Corp., and Richard A. Riley, World 
Bestos. 








-,..for Slant-block Engines 


PRECISION LATHE ACTION 
Proved best by mechanics 
coast to coast. Gets all the 
ridge with one setting. 


Designed and engineered 
to remove the ridge in 
all cylinders . . . even the 


very latest angle-block 


FLOATING TUNGSTEN CARBIDE CUTTER 


Never needs sharpening or adjust- 


ing. Follows worn cylinder 


contours and imperfections to remove 


all the ridge. 


FULL 3” TO 5” RANGE 
Jaws stay rigid all the way out. 


SEE YOUR JOBBER TODAY 


(wedge-shaped) combus- 


tion chambers. Also 


handles all short-stroke | 


and conventional engines. | 


458 400d too), its 


LISLE CORPORATION 


CLARINDA, IOWA 
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PEDRO CAN AFFORD 
TO SLEEP IN THE SUN 


. . But you can't! Automotive men throughout the Southern 
and Southwestern States know they must be alert all the 
time to changes taking place in their industry. me 


There is no finer way to keep abreast of events down South 
than through the pages of SOUTHERN AUTOMOTIVE 
JOURNAL. Every month S.A.J. gives you facts about the 
latest trends in distribution, sales and service . . . facts you 
can use effectively to increase your income. 


No other automotive publication is edited expressly to serve 
the interests and needs of Southern and Southwestern auto- 
motive men. You'd find it impossible to replace it. Garage 
owners, new car and truck dealers, service station owners 
and managers, fleet owners, wholesalers and distributors 
regularly read S.A.J. for just one reason .. . their ultimate 
profit. 


RENEW YOUR SUBSCRIPTION NOW 
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W. W. Johnson (right), head of W. 
W. Johnson Auto Sales, Rambler 
dealership in Corinth, Miss., de- 
livers a new Rambler to Sheriff 
Lyle E. Taylor of Aleorn County. 


Door Ventilator Service 
(Continued from page 51) 


portion of vent frame at front face 
of door inner panel. 

The vent window opening and 
closing effort is three to six pounds 
of pull measured at the rear edge 
of the glass. 

Window glass run weatherstrip 
lubricant: 

Use silicone lubricant. 

Models 51, 57, 58, 63, 64 and 76: 

Vent window replacement: 

1.—Open the vent window, and 
remove the vent frame to lower 
hinge screws (Fig. 7). 

2.—Pull the vent window assem- 
bly away from the lower hinge, 
then pull down on the assembly 
and remove the upper hinge pin 
from its bushing. 

3.—If the vent window weather- 
strip requires replacement, remove 
the weatherstrip screws along the 
top and front edge of the door (Fig. 
8). 

4.—After the screws are remov- 
ed, pry the vent window weather- 
strip out of its channel. 

5.—If the vent window lower 
hinge pivot must be replaced, the 
above operations must be perfor- 
med to gain access to the hinge 
pivot plate and pivot, then the 
pivot can be removed as shown in 
Fig. 8. 

6.—Install the vent window low- 
er hinge pivot and pivot plate. 
Leave the screws loose so the pivot 
can be adjusted for proper vent 
window operation after the vent 
window is installed. 

7.—Press the vent window 
weatherstrip into its channel and 
install the weatherstrip retaining 
screws (Fig. 9). 

8.—Push the vent window upper 
hinge pin into its bushing, place the 
lower hinge on its pivot, then slip 
the lower hinge into the vent 
frame and install the screws. 

9.—Adjust the lower hinge pivot 
to align the glass in the weather- 
strip (table 1). Then adjust the up- 
per hinge tension with an Allen 
wrench so that the vent window 
swings with the proper amount of 
friction (Fig. 8). Do not permit the 
vent window to swing too freely; 
otherwise wind pressure at high 
speeds will force it closed. 
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First, too, 
with the 
“MILLION MILE” 
guaranteed 
all-weather coil. 


a new milestone in WW KATHERPROOF IGNITION 
... first complete ignition line of SOLID BRASS! 


again 

hilko is first 

with another 
profit makin 
advantage 


’ 
jor you 


Now, shops servicing trucks, tractors, salt water 
marine, and all types of heavy-duty equipment, 
can order every type of all solid brass ignition 
switches, solenoids and condensers for every 
make engine from one convenient source — 
your Filko Jobber! This new milestone in 
engineering leadership is another extension of 
the famous Filko family of “‘firsts,”’ such as 


the “‘million mile’’ guaranteed all-weather coil; 
the factory “‘Pre-Set” contact combination; and 
the first complete line of small engine ignition 
components. Thus, in all fields of ignition— 
from cars and trucks to marine and small 
engines — you can be sure every “Crown Jewel 
of Ignition” is more than a replacement part 
...it’s a true improvement in ignition! 


= SH 
kel 
f / . ‘ 
zs / oy , 4 MiktA vr AG Mh da Ye 
4 
5 


F. & B. MFG. CO., 4248 W. Chicago Ave., Chicago 51, Illinois 


Fort Worth, New Y 
k ' 


uses in Los Angeles, Oakland, Mia 
Boston, Atlanta, Cleveland, Lubbock, Little R Philadelphia, Kar 


City, Worcester, Mass., Seattle, Manchester, N. H., Bangor, Maine 
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Shaping Shop Service 


(Continued from page 37) 


sponse from customers with cards 
in hand, we learn the effectiveness 
of direct-mail. 

In addition, we may send out an- 
other 150 pieces on lubrication or 
body shop work. In all, we mail 
about 500 pieces a month at a cost 
of four cents apiece. This covers 
everything from postage and 
preparation by an _ advertising 
agency to handling by our own 
clerks in their idle time after the 


tenth of the month. It more than 
pays off because we get a ten per 
cent increase in the particular 
service we are pushing. 

Customers who have not turned 
up in 60 days are phoned by the 
service manager, office personnel 
or by me. Spending about five 
hours a week learning why people 
have not returned is a most worth- 
while practice, and it gets results. 
Customers appreciate learning 
their patronage is of value to you 
and that you are seriously in- 
terested in their car performance 





+ 


SS TIRE 


DO THIS 


a 


the safe... sure 
permanent way is 


the PROVED HOT 
VULCANIZING PATCH 


.. IT’S EASY TOO! 


CAMEL IS THE PATCH TO USE 
THE WORLD’S LARGEST LABORATORY RESEARCH AND 
ROAD TESTING PROGRAM ON REPAIRING TUBELESS 
TIRES HAVE DEVELOPED CAMEL TIRE AND TUBE RE- 
PAIR MATERIALS TO A POSITION OF WORLD-WIDE 


LEADERSHIP. 


WRITE FOR ILLUSTRATED INFORMATION 


H.B. EGAN MANUFACTURING CO. 
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and satisfaction with your service 
They usually return eagerly upon 
invitation. 

We make personal appoint- 
ments. In this area we get a good 
response to our mail by phoning 
for definite appointments for 
brake, wheel alignment, body 
work, tune-up or other repairs 
Personal appointment lends im- 
portance to our job of working on 
their cars. It also avoids peaks and 
valleys in production spread. 

Personal appointments 
mean that we can give technical 
advice to women drivers who re- 
quire it. 

In this well-to-do suburban 
area, we place institutional adver- 
tising in some two-dozen church, 
civic, school and club monthly 
publications. Our weekly advertis- 
ing in three suburban newspapers 
consists of institutional ads main- 
ly, though we feature a service- 
special conservatively, on occasion, 
to attract new people. 

We doubled our body shop area 
from 75’ by 45’ to 75’ by 90’. By 
adding another paint and body 
man, we now handle 50% more 
work without increasing overhead. 
New tools were added, such as a 
new type of grinder for faster, 
more efficient performance. 


also 


Lube Jobs Doubled 


In the lubrication department, 
we bought new overhead lubrica- 
tion equipment for our two lube 
racks. We formerly did about five 
lubrications a day. We have now 
doubled the number and save ten 
minutes per job with new equip- 
ment. 

We placed our service and parts 
managers on an incentive plan to 
supplement their weekly salaries 
They get one per cent of gross 
sales in their departments. Me- 
chanics have a basic guaranty of 
$325 a month and body men, $260 
a month. Over that, they derive 
from their 45-55 plan of work. 

From the analysis made a year 
ago, we know now how much in- 
come is necessary to meet oper- 
ating expense and a_é specified 
gross profit. We know the shop’s 
capability and what revenue parts 
and service will bring. We also 
can forecast with reasonable cer- 
tainty what revenue may be ex- 
pected per month. To assure this 
anticipated revenue, we undertook 
the customer direct-mail and per- 
sonal solicitation program. 

Performance figures for the first 
quarter of the new plan give 
every prospect of our meeting at- 
tainable objectives under current 
conditions. 
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CHECK THE SCORE... 
YOU’LL STOCK 
HARRISON CORES! 


ven sour —_Taiatal | VN 
‘see 


MOOOOR a 
ee . 


/ \NATION-WIDE DISTRIBUTION| @ @\e\ 





FIN-AND-TUBE CELLULAR 





“TUBE-AND-CENTER 





Team up for sales with Harrison cores. They put you in position 


for a huge, pre-sold market. And you're stocking quality that’s 
backed by Harrison’s over 47 


7 years’ experience and research. 
Harrison’s 100°], solder bond provides more efficient heat dissipation 
and greater structural strength. And the Harrison line includes three 
surfaces—cellular, tube-and-center, fin-and-tube—to permit the engineering 
selectivity that assures the right core for each application. Nation-wide 
distribution by United Motors System makes Harrison cores easy to order 


Just call your UMS distributor or zone office. Stock up on Harrison cores today 


nn 


TEMP 
— ae _ 
wheal” aoe” 
ADE TO OR 


4 


[ARRISON 2 


— FROM FIFTY 
HARRISON RADIATOR DIVISION e GENERAL MOTORS CORPORATION e LOCKPORT. N.Y 
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Profit-Packing Pastime 
(Continued from page 36) 


months about vacation needs; in 
the fall, about bad weather ahead. 
Mail brings people in,’ added 
Maxwell. 

A quick review in the driveway 
for tire smoothness, cupping, cuts 
and inside wear is brought to the 
customer’s attention. Mechanics 
check every tire on the lift. A 
bonus of 50¢ per tire goes to an 
alert salesman with each sale. 

What’s a good tire selling job? 


Maxwell underscored training 
for ability to read the book and 
prices on tires. Meetings are held 
weekly prior to tire promotion 
months, and throughout the year, 
to keep personnel informed on 
latest tire trends. 

“It is especially important for 
salesmen to know how to counter 
arguments of a customer who may 
name offbrand tires at low prices 
and quote misleading advertising. 
Our salesmen have to know what 
comprises a_ better-quality tire. 
They've got to know how to ex- 





Success in 


Three sizes of crankshaft grinders enable 
YOU to grind almost every size crank- 
shaft that comes to your shop. With 
STORM-VULCAN crankshaft grinders you 
can Save Time-Work Less-Profit More 
and insure customer satisfaction. 


e Save Time 

e Work Less 

e Profit More 
with S-V Equipment. 


in Mind! 


nt puts 
our Operation 


Higher profits through high unit pro- 
duction are due to exclusive features: 
fast setup, rapid grinding wheel retrac- 
tion, and double table traverse. Our 
Kotafin attachment enables the operator 
to surface-finish crankshafts with utmost 
accuracy, 


Write for Literature ofall S-V Equipment... 


Storm- YW 


Manufacturers of Automoti 


2225 Burbank Street 
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cam, Imc. 


Engine Rebuilding Equipment 


Dallas 35, Texas 





plain to a customer why ‘Super- 
Duper’ tire has slipped to third- 
line—and to low price. They must 
be on solid ground when they ex- 
plain the difference,” pointed out 
Maxwell. 

Representatives of tire manu- 
facturers assist in training Max- 
well personnel. 

“They point out that 90% of tire 
trouble on cars occurs in the last 
ten per cent of the tire’s life. Safe- 
ty is stressed as bad weather comes 
in. Our customers are led to tire 
displays and shown first- and 
second-line tires,” he added. 

“IT still say that our credit, 
emergency service and long hours 
can do a bang-up job selling tires. 
With a charge-plate, a customer 
can pay for tires over a six-month 
period, or under a $50 purchase at 
$15 a month for three months 
There’s no down payment, no 
carrying charge, but a good value 
in savings,” he continued. 

Maxwell’s buys tires two o1 
three times a year—a carload at a 
time—to obtain better prices and 
sell competitively. A carload lasts 
about four months. A stock of 100 
new tires is always on hand, and 
about 400 used tires in excellent 
condition. Variety to meet every 
budget is important. 

In the spring, Maxwell’s de- 
mounts customers’ tires free with 
a tire purchase. 

A good tire-selling job brings 
auxiliary sales. Tire sales can 
mean front-end alignment, wheel- 
balancing and brake jobs in almost 
100% of the cases, according to 
Maxwell. 

“A customer wants to get value 
out of his new tire investment and 
wants his front wheels lined up 
and balanced. It is up to a station 
to bring this to his attention,” he 
said. 


Chrysler Names Crandaili 
As Marketing Head 


PPOINTMENT of David R. Cran- 
dall as director of the market- 
ing staff for Chrysler Corp.’s gen- 
eral sales division has been an- 
nounced by E. C. Quinn, vice-pres- 
ident and general sales manager. 
Crandall, a native of St. Louis, 
entered the automobile business in 
1935 with Ford Motor Co. in 
Oklahoma City, Okla. Subsequent- 
ly, he held posts in Kansas City, 
Mo., and Dallas, Texas. In 1953 he 
entered the retail field in Memphis, 
Tenn. Joining Chrysler in 1955, he 
became director of new-vehicle 
sales in 1956 when the company’s 
automotive group marketing or- 
ganization was formed. 
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WOMEN EXPLORERS 


want Delco DC batteries. That's why they’re easier to sell 


And women explorers aren’t alone in this preference. In fact, the surveys of three different 
national magazines proved that all America names Delco as its No. 1 battery preference. It 
figures. Delco Dry Charge batteries offer the freshest power money can buy and they are backed 
by General Motors warranties that are good all over the United States and Canada, too. That 
isn’t all. Delco supports your sales efforts with the strongest advertising in the battery busi- 
ness—full page ads in Life, Look, Post, and Reader’s Digest—plus the Lowell Thomas News- 
cast on radio. Even if your customers aren’t explorers, they'll seek out the dealer who handles 
Delco. Like we said before: It’s easier to sell Deleo DC, because more people know Delco DC. 


Quality built by Delco-Remy 
distributed nationally through 


General Motors leads the way—Starting with Delco Batteries 
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Untying Profit, Expense ceives a base salary of $100 a It is suggested that the number 
(Continued from page 30) month, plus five per cent of the of people assigned to various cate- 
bottom figure on the retail repair gories of activities be held to a 
With the management ieam orders he writes. The bottom fig- number which will permit each of 
functioning with a partnership at- ure represents the total amount of them to earn more than the tra- 
titude and enjoying the opportun- labor and parts or accessories sold ditional remuneration for similar 
ity earning unlimited remuner- with the “job” covered by the re- types of employes. Our service 
ation, it is important that a similar pair order. In addition to selling salesmen (three) in 1957 aver- 
plan of team activity be provided the customers, the service sales- aged $682 a month, which means 
for the personnel in all of the other men are required to inspect the that they are happy in their work 
departments. completed job prior to delivery, and display a very cooperative dis- 
An example of a gross-profit- and effect any corrections needed position. All together they are 
producing remuneration plan in and personally deliver the vehicle high-type individuals and are ca- 
this category is our payment ol to the owner on the service floor, pable of advancement to more im- 
service salesmen. Each one re- when he calls for it. portant responsibilities. 
Near the end of a month the 
dealer and his management team 
should project the sales volume 


each segment of the departmental 
operations will be asked to secure 
during the succeeding month and 
which will produce the gross profit 


expected from the departments. 


NOTHING vous Talk Gross Profit Expected 
; ; —— = wi: By all means keep these projec- 
BEATS EM fe Rainy tions realistic and commensurable 


with past satisfactory perform- 
ances. Recognize seasonal condi- 
tions. Stress gross profits in each 
of the major quotas as well as the 
sub-quotas projected for each de- 


for the Fastest Finish Ever!” partment. Talk to the manage- 
ment team about the sales volume 


Sets in 4 Minutes . . . ready to finish .. . with J-4, expected, but also emphasize the 
the Lightning-Fast Hardener. Fastest-working filler ’ f f ted 
ae é Ee 
available . . . dents and body amount of gross profit expectec 
damages disappear in min : from the accomplishment of that 
utes, leaving mirror-smooth = quota of sales. A discussion of ex- 


surface 
actly how each manager will pro- 
TWO TYPES : ceed to attain the projected sales 
ime ttt 1, volume is essential and exceeding- 
take your ee ly important 
id The next step, and a very im- 


pick! portant one, is to decide on the ex- 


act amount of expense allowable 
for each account comprising the 
with total selling expenses and the total 


overhead. 


for Customized Re-Styling, No guessing should be tolerated 
Reshaping or Repairs! Records in every dealership per- 


mit an accurate estimate of the 
aay Fy NO bust! py hey ve amount of money that can be spent 
hours after application. Contains only one hard- for manpower and materials fall- 
ener, the amazing 1-Tube HOT SHOT Hardener. , : ice 5 aa 
PLASTIK with J-7 repairs all kinds of dents, tears ing within the category of each 
or holes, big or small ... builds sleek new lines, account 

adds fins, lets you remodel a car just about any = . 

way you want it. Its prolonged curing gives you all Each month, as soon as a state- 


PLASTIK with J-7 ap ee 508 Ce Se ee ment is completed, the manage- 


LEAVES ABSOLUTELY PLASTIK with J-4 or J-7 has MORE of anything . . . ment team should analyze—in open 


discussion—all expense accounts 


! MORE othn read MOR h . . 
NO_DUST! TRY IT... tite Sg rai tas ogg eo Pom ney SE OE gad comprising the total overhead, with 


YOU'LL NEVER FIND ag Sen BIveS = MORE versatility . works the objective of reducing each of 
' MORE material per dollar... 07, wood, tile. concrete, all them where possible or preventing 

ANYTHING BETTER! gives you more for your money B * Rae ae . : semaines 
MORE ease of handiing ... MORE savings... gives best a trend towards a further increase. 

Send for free illustrated mixes smooth | as putty. results the first time The selling expenses can be, un- 


sales manual brochure ©1958 less supervised closely. a source oi 


PLASTIK Works with luniCcan plastics €0., inc. wasteful and unnecessary spend- 


you in time. . . fast Main Offices and Plant — Shrewsbury, Mass., U.S.A. ing and should be budgeted care- 
or slower setting , Unican Pacific Corp fully and not exceeded for any pur- 

: 1346 West 15th Street, Long Beach Calif. pose. 
aici Unleen Plastics Coneda) t46 Sales commissions comprise the 
ee ee bulk of selling expenses. We con- 
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HERE’S AN EXCLUSIVE! 


ONLY PEAK’ ANTI-FREEZE 
UFFERS A PROGRAM LIKE Thi! 


ROUND-THE-CLOCK ADVERTISING for six 





weekends in September and October on 


George cobel 
eorge Gobel Fibber McGee and Molly 


Bob and Ray 


Paul Winchell and 
Jerry Mahoney Ed iardner 


of Duffy's Tavern 


Backed by reminder ads Monday thru Friday 
for 8 weeks in leading local newspapers 


Your customers will be hearing about PEAK with RUST- 
GUARD (the exclusive CSC combination of anti-rust 
ingredients) . . . at home, on the road, and in public places 
for six star-studded weekends over NBC's 190 powerful 
radio stations starting September 13. /t’s the biggest anti- 
freeze selling program in radio network history. And it’s a 
PEAK exclusive. 

Your customers will be seeing and listening to the details 
of the Expert Dealer Pre-Winter Checkup service on radio 
and in newspapers. And they'll be looking for the sign of the 
Expert. Feature PEAK this year and discover for yourself 
how this proven sales plan creates new anti-freeze customers, 
helps overcome price competition, and boosts related winter 
item sales. 

Don't forget, there’s a special allowance of $.06/2 per 


gallon for early PEAK deliveries. This is given so that you 
can offer GUARANTEED ANTI-FREEZE PROTECTION. 
Order now from your PEAK and NOR’WAY® Anti-freeze 
supplier. Tie-in and sell more. 


—— 


ww) ——— 


ug A 


ANTI-FREEZE 


NTI-FREEZ 
Ravdhin dhe onl 


Gensmnl 


AUTOMOTIVE CHEMICALS DEPARTMENT * COMMERCIAL SOLVENTS CORPORATION ¢ 260 MADISON AVE., N. Y. 16, N. Y. 
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trol this item by a very simple 
plan of payment of 25% of the 
total gross profit produced by the 
salesmen on each “deal” they make 
—no base salary, no drawing ac- 
count and no bonuses for a wash- 
out of the trade-in. It’s effective, it 
produces high gross profits for a 
month and the salesmen like the 
plan. It places a premium on their 
ability and their aggressiveness. 
Good public relations are an ad- 
vantage in a well-organized deal- 
ership operation and are easily de- 
veloped and maintained. Primar- 


ily, it is the fundamental policy of 
insuring that customers receive, in 
goods or services, exactly what 
they pay for. Every instance of dis- 
satisfaction and all complaints 
should be liquidated by prompt 
action. 

If it is in order to “give” the 
customer something, do it quickly 
and with an evident appreciation 
of the opportunity of satisfying 
him. If the customer is not entitled 
to the consideration requested, then 
do a selling job to prove to him that 
his demands are unwarranted. 








NEW TRIPLE-DUTY FILLER 
WINS APPROVAL OF 
BODY » 


Shops that have 
tried many fillers say 
“DC-3 is by far the 
best we've ever used” 
— “worth twice its 
cost” — “has more 
workability” —‘mix- 
es, hardens and fin- 
ishes however we 
want a job done”. No 
wonder Bodymen ev- 
erywhere have such 
confidence in this 


ee 





advanced type filler! 


Its surprising versatility is made possible by a patented process which gives 


three major performance benefits: 1. Saves labor and equipment . . 


extends 


edge life of body files; 2. Mixes thick or thin as desired, permits fast or slow 
setting without using extra chemicals; 3. Extra adhesion and flexibility; can 


be picked, bumped or dinged. 


Your reputation for expert body work demands the finest in filler work- 


ability. BE SAFE — BE SURE — INSIST ON DC-3 . 


RECOMMENDED FILLER. 


© BIGGER PROFITS 
© NO FIBREGLASS DUST 


Get the one filler that can do all these things for you . . 


from your jobber today, or write to 


. - THE SHOP- 


© USE DC-3 FOR GLAZING 
© USE DC-3 FOR ALL FILLER WORK 


. get DC-3 


Plastics Division 


DYNATRON CORPORATION 


587 New Park Avenue, West Hartford 10, Conn. 
NOTE: Look for new developments in autobody techniques in future 


Dynatron advertisements. 
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S. E. Kossman, Buick dealer and 
industrialist of Cleveland, Miss.., 
addressed the July meetings of the 
Delta Automobile Dealers Associa- 
tion at Cleveland and the North- 
east Automobile Dealers Associa- 
tion at Tupelo. The NADA direc- 
tor for Mississippi, he reported on 
the status of national legislation 
and the current program of the 
National Automobile Dealers As- 
sociation. 


e 

Many expenses can be greatly 
curtailed by a gracious refusal on 
the part of a skillful employe, 
rather than a disgruntled acqui- 
escence on the part of the person 
contacting the customer at the 
moment of his complaint 

Every department manager 
should train personnel to sell their 
way through every situation. The 
automobile business is a selling 
business and every member of a 
dealer’s organization must be con- 
stantly reminded of that fact. 

Any dealer — regardless of his 
method or plan of operation—can 
show a profit when his car is “hot” 
and his market is “super-active.” 
The dependable dealer parallels 
his overhead with a reduced sales 
volume, whenever it occurs, but 
maintains his expense below the 
gross profit obtained, thereby pro- 
ducing a net profit. 

The day-by-day picture of this 
modern operating technique can 
only be obtained through the main- 
tenance of an accurate daily op- 
erating control, which is studied 
each morning by every member of 
the management team. Out-of-line 
trends may quickly be brought 
back into the confines of budgeted 
quotas and efforts redoubled, if 
necessary, to boost lagging sales 
volumes. 

All automobile factories have a 
system of a daily operating control 
available for their dealers’ adoption 
and in our opinion they are all 
good and will provide the infor- 
mation needed to produce the net 
profit available, even in today’s 
weird market. 
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Toledo Stee/ hydraulic valve /ifters 


Internally . . . externally . . . new Toledo 
Steel valve lifters are engineered to meet the 
more critical requirements of modern en- 
gines. Internal parts feature simplified design 
for maximum trouble-free operation. External 
parts feature the new materials, finishes and 
coatings required to combat greater valve 
spring loads, higher valve lifts and faster 
operating speeds. Toledo Steel lifters have 
been thoroughly proved in actual service. 
Each and every lifter is ‘performance tested’’ 
before it is packaged, 


Toledo Stee/ automatic transmission parts 


Now Toledo Steel offers you a complete line 
of quality automatic transmission parts. You'll 
like these advantages when you stock this 
new line: realistic part number listings that 
assure maximum inventory turnover . . . 
polyethylene packaging of gaskets and seals 
that permits you to see the parts, keeps parts 
factory-sealed against moisture, heat and 
other weather conditions . . . simplified 
ordering, with Toledo’s new easy-to-read 
152-page manual. 


Contact your 
Toledo Steel Distributor 
NOW! 


See your Toledo Steel Distributor for fast, 
complete, one-source service on engine, 


chassis and transmission parts. Quality TOLEDO STEEL PRODUCTS 


Toledo parts assure trouble-free repairs, 
better satisfied customers. Division of Thompson Products, Inc. 


6402 CEDAR AVE. + CLEVELAND 3, OHIO 


WORLD'S FINEST AUTONCOTIVE PARTS 
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Shorting "Comebacks" 
(Continued from page 52) 


ly where the top segment of the 
rotor was loose and had rotated 
slightly on its mounting rivot. It 
was still able to deliver spark, but 
it was firing late because of the 

gle of the segment. 

Examine the rotor carefully to 
it’s doing the proper job. 
“come- 


be sure 
It can be another cause of 
back.” 

Don’t take anything for granted. 
For example, the choice of heat 


range when installing a new set of 
spark plugs should be given due 
consideration. Possibly your cus- 
tomer is a fast, over-the-road driv- 
er whose car should have a colder 
running plug. Possibly he does 
practically all his driving in a con- 
gested area under stop-and-go con- 
ditions. In this case he might need 
a step hotter plug than normal. 
You may be able to prevent a 
“comeback” by installing the cor- 
rect heat range of plug for his 
particular case. 

If you’re working on an engine 





A se Vou re ALL- WAYS 
‘S_ ahead of the qame with 


EZCu 


More than “More than 60% of all 

56-'57-'58 cars were initially 
equipped with wheel cylinder cups 
AND expanders! EIS makes them 


“*E’’ SERIES CUPS 
WITH EXPANDERS 


in all sizes for replacement! 


THEY’RE MADE BETTER! 


RIBBED 
WHEEL CUPS 


Pat. No. 2,465,175) 


Especially designed for Chrysler 
Products plus Chevrolet, Ford, 
International, GMC and other 
truck installations, '40 thru ’58! 


THEY WORK BETTER! 


Designed to provide a better 


RIBBED 
SECONDARY CUPS 


sealing job at no extra cost 
They're also furnished in all EIS 
Master Cylinders and Master 
Cylinder Repair Kits! 


These EIS cups are NEW! They're 


FILLER-TYPE CUPS 


furnished with Expanders for all 


vertically-mounted cylinders! 


EIS Plain Cups are available 


PLAIN CUPS 


Write for Catalog 


84 Want more facts? Use Reader Service Card Page 119 


for those who still want them. 
They're moulded with heavy 
walls and wide flares! 


EIS AUTOMOTIVE CORP., Middletown, Conn. 





which has had an overhaul recent- 
ly, look for signs of paint along the 
ignition wiring and spark plug in- 
sulators. This can cause trouble, 
too, since the overspray deposits a 
neat track of lead along which 
current can leak. 

The information you need to pro- 
tect yourself against “comebacks” 
is available in factory service bul- 
letins and trade magazines. Our 
company is among those which put 
forth considerable effort to educate 
the trade on service procedures. 
The mechanic who takes advan- 
tage of this literature—and abides 
by it—helps assure the right kind 
of comebacks, where a satisfied 
customer returns for more service 


Shop Volume Stir-Up 


(Continued from page 31) 


conditioning in vehicles. As with 
other jobs, he assigned such instal- 
lations to one mechanic and gave 
him all available training. Both 
the mechanic and Stone attended 
a factory school, and both learned 
enough to give customers service. 

He has been installing these sys- 
tems for four years. During the 
first two years he had such nu- 
merous orders in advance that the 
mechanic stayed a week behind on 
jobs. 

The manufacturer of one unit 
installed by Stone tried to award 
him the distributorship for his 
area. He declined, however, be- 
cause he felt there was more 
money to be made in retail in- 
stallations. 

The shop is comfortably heated 
with overhead hot-air blowers and 
well-illuminated by rows of fluor- 
escent lights. There are skylights 
which let in plenty of light, too, 
during daylight hours. The shop 
has well-arranged stalls and all 
necessary conveniences required 
to keep workers contented. Floors 
are kept scrupulously clean, with 
the shop in general offering an in- 
viting appearance for al] custom- 
ers driving in for service. 

It's as true today as ever: a shop 
to be successful must look success- 
ful. 


Shatterproof Picks Weiss 


Appointment of George W. Weiss 
as assistant sales manager has been 
announced by Shatterproof Glass 
Corp. With Morse Chain Co. for 21 
years, Weiss in his new job will 
assist V. G. Brown, vice-president 
in charge of sales, in office man- 
agement, customer contact, sales 
and distribution problems 
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7 
more resistance to overcharge* with 


greater resistance to undercharge 


these two killers account for 80% of all I | ew 


National 


battery failures 


Read 


Less work with new ae | The Silver-Cobalt Story 
National batteries b Corrosion eats away battery grid material 
‘ just like rust eats away bare steel. Coated 
Up to 5 times longer ng steel lasts indefinitely because it doesn’t 
battery shelf life rust. Similarly, silver cobalt coats the 
battery grids, protecting them from corro- 
sion. The grids last longer—the battery 


NO trickle charging performs better—stays stronger longer. 
NO acid inventories 
NO. dangerous acid handling lee dasdsins 


steel rusts 


NO: weak outdated battery stock secseeqossesoes 


Coated steel 
resists rust 





NATIONAL’S merchandising program helps you sell 


more batteries, make more money. Sse= 
Unprotected battery 
SEE YOUR JOBBER OR WRITE guide envede 




















Silver cobalt grids 
resist corrosion 





GOULD-NATIONAL BATTERIES, INC. 


SAINT PAUL 1, MINNESOTA 
*based on SAE minimums 
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The NEW MAC'S-IT KIT 


packed 
together 


THE MOST FAMOUS COMBINATION 
IN THE POLISH FIELD 


@ THEY'RE MADE FOR EACH OTHER 

@ EASY TO DISPLAY 

@ SIMPLIFIES SELLING 

@ MAC’S-IT “KIT PAK" IS “PROFIT PAK” 

No guess work for your customers as to which cleaner to 
use with the famous Mac’'s-It Glaze — Cleaner and Glaze are 


packed together in one beautiful NEW container. For con- 
venience and PROFIT to you! 


pont WAX Ir. mac's IT! 





CAT. NO. SIZE NO. IN CARTON 
K 113 





1 Pt. Special Cleaner 12 Kits 
1 4-0z. Mac’s-it Glaze 











DEALER 
LESS CASE CASE 


CARTON WT. LIST PRICE 








26 Lbs. $2.50 ea. $1.67 ea. $1.50 ea. 

















\ 
MAC’S SUPER GLOSS CO., INC. A] 


LOS ANGELES 42, CALIF. CINCINNATI 26, OHIO 
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Mills-Morris Ce., Memphis, Tenn., 
has leased this building at 188 
Seuth Dudley St., which provides 
8,000 square feet additional ware- 
house space, The company is now 
exclusive distributor in the terri- 
tory for Lyon automotive parts, 
bins and car dealer systems and 
accessories, and reportedly will be 
the largest warehouse in the South 
on steel equipment, including 
shelving, lockers and benches. 


Chrysler St. Louis Plant 
Now Has Its Backbone 


EAK construction activity is now 

being reached at Chrysler 
Corp.’s new multi - million - dollar 
Valley Park automobile assembly 
plant, 20 miles southwest of St. 
Louis, Mo., with approximately 
1,000 contractor employes at work. 

Structural steel framework for 
the 35-acre plant has just been 
completed, as has the installation 
of pilings and caissons, main trunk 
storm sewers, and ground suction 
water tanks with a capacity of 1,- 
500,000 gallons. 

The over-all project is on sched- 
ule despite inclement weather that 
has resulted in about three weeks 
of lost time since the breaking of 
ground last December, Chrysler 
officials said. Completion of con- 
struction is scheduled for the end 
of this year. 

Decking and roofing crews are at 
work and some areas of the as- 
sembly building already are going 
under roof. 

Use of huge precast concrete 
panels enables construction crews 
to apply siding to the assembly 
building nearly ten tons at a time 
The panels are made on the job 
site. 

Construction progress also was 
reported on other facilities at the 
225-acre site, including the office 
building, powerhouse, a 160’-high 
water tower with a 400,000-gallon 
capacity, and grading for the park- 
ing lot to accommodate 2,000 cars, 
and storage and shipping area for 
some 2,500 new cars. 

There will be a two-story brick 
office building 332’ long and 75’ 
deep, fronting on U. S. Highway 
66. 

The plant will build Plymouth 
automobiles to supply the South- 
ern and Southwestern market 
areas, which include some 1,400 
dealers. Pilot production for 1960- 
model Plymouth is planned for 
mid-1959. Employment of upwards 
of 3,500 persons is expected when 
in full production. 
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BISHMAN 


AIR POWER 


TIRE CHANGER 


Air Power PLUS 
“ROLLING ACTION” 

is necessary to break 
today’s tighter 14° beads 





Plenty of power plus exclusive 
“Rolling Action’? makes breaking 
the tightest beads easy on the 
BISHMAN #881-58 Air Power Tire 
Changer with the BISHMAN de- 
signed double bead breaker. 


ONE STROKE of the wider upper and 

lower bead breaker shoes completely 

breaks BOTH beads. Long 9” stroke 

drops both beads on tires up to and in- 

cluding 11:00 cross section into the center well on the widest rims. The tire 
doesn’t have to be turned over to break one bead at a time. Patented 3 jaw, self 
centering chuck with breaker shoe adjustment holds all wheels AND demount- 
able rims from 12” through 171", incl. 


Positive Power — Extra Capacity — Easy Operation — Low Cost 


A turn of the chuck crank locks the wheel and adjusts the breaker shoe. There is 
nothing to remove and replace. A single mounting and demounting tool has a 
special follower bar that forces the bead down for easier mounting. Also dismounts 
with ease without bead damage. Built-on holders for tool and lubricant keep 
everything necessary on the machine, not scattered around. For air power at 
low cost choose the BISHMAN 4881-58 Air Power Tire Changer. 

For 100% Power there’s the BISHMAN #880-58 Electric-Air Power Tire Changer. 
Choose your tire changer from the complete BISHMAN line starting at $109.50. 


Sold through leading Automotive Equipment Jobbers. 
Ask your Jobber for details or write direct. 
oe cee 
SSAEITA MANUFACTURING CO. 
ROUTE 2, OSSEO, MINN. 
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Lockheed 


BRAKE 
FLUID 


\ 
S\ SERVICE PART y 
\ / 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING ¢ AIR HORNS ¢ AIR BRAKES « TACHOGRAPHS 
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» « YOu can’t afford to gamble on quality of parts you use! 


Be safe...on all brake service jobs... 
standardize on 


® 


BRAKE SERVICE PRODUCTS 


...a@ complete replacement line... 


e€ 
safety engineered for maximum protection 


Safe brakes protect lives! To turn out the safest possible brake 
service work—standardize on Wagner Lockheed Brake Parts, Fluid, 
and Lining. They're tops for quality—and are available for every 
car, bus, truck or trailer. 


WAGNER LOCKHEED BRAKE FLUID is compounded of the finest 
ingredients—chemically balanced to function efficiently under all 
driving conditions. It surpasses S.A.E. specifications. 


WAGNER LOCKHEED REPLACEMENT BRAKE PARTS are manu- 
factured by the same machinery—to the same specifications—as 
Wagner parts used for original equipment. Cover every make and 
model of vehicle, including hard-to-find numbers not easily obtain- 
able elsewhere. Parts available individually or in factory-sealed kits. 


WAGNER LOCKHEED BRAKE LINING provides more miles of 
quick, safe, smooth stops... fewer brake adjustments... less drum 
wear. Uniform in density, composition, and frictional quality. Avail- 
able in sets, blocks, rolls, slabs, cut segments and on shoes. 


WAGNER EXCHANGE BRAKE SHOE SETS have lining “bonded- 
on” or “riveted-on” according to highest factory standards. Sets are 
available for all popular passenger cars and some light trucks with 
both standard and over-size lining thicknesses. 


Mail the coupon for a FREE copy of valuable 
BRAKE SERVICE MANUAL HU-411. 


63462 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. end in Canede) 


Please send us Bulletin HU-411 on Hydraulic Brake Servic- 
ing. We understand that there is no charge or obligation, 


NAME SSD 





ee 


known halne ID broke Ceriee ADDRESS a! 


CITY & STATE 





ELECTRIC MOTORS ¢ TRANSFORMERS ¢ INDUSTRIAL BRAKES 
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Value of Garageman 
(Continued from page 34) 


when the present insurance plan 
was adopted. Since the new plan 
went into effect, he stated, there 
has been a 70% increase in mem- 
bership, while withdrawals now 
are less than two per cent. 
Stephen Valenti, IGOC legal 
counsel, asserted that the members 
must cultivate legislators and 
make their wants known in order 
to secure recognition and support 
for their programs. Also, he de- 


clared, it is most important that 
the garage owner win the friend- 
ship and support of the car owner 
and acquaint him with the objec- 
tives of the IGOA in its legislative 
program and how he, the car own- 
er, will benefit. 

Leo Stark, western representa- 
tive of Standard Motor Products, 
Inc., pointed out how his listeners 
could advertise profitably on a 
minimum expenditure, by such 
simple methods as the maintenance 
of clean shops, clean equipment, 
personal cleanliness and courtesy 





Be a LIFESAVER! 


Meets or exceeds SAE 
specifications 70R3 & 70R1 


HEAT RESISTANCE exceeds all SAE 
specifications 

RUST RESISTANCE exceeds all SAE 
specifications 

VISCOSITY exceeds all SAE speci- 
fications 

STABILITY exceeds all SAE speci- 
fications 

COMPATIBILITY meets all SAE 
specifications 





Puritan Super 60 
Brake Fluid has the 
MAXIMUM safety margin 


SERED 








Your customers may not be aware of 
the high temperature problem of the 
new, smaller brake drums. . . so help 
keep them alive by selling Puritan 
Super 60 Heavy Duty Brake Fluid, 
Your NAPA jobber has the Life Saver 
story that leads to customer satisfac- 
tion and repeat sales. 


OLIN ‘MATHIESON CHEMICAL CORPORATION 


Automotive Products Department — Baltimore 3, Maryland 
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by the shop personnel to patrons, 
and specialization on specific types 
of work instead of trying to handle 
all types of automotive servicing. 

James A. Wheatley, Jr., sales 
manager of Grey-Rock Division of 
Raybestos-Manhattan, Inc., opened 
the afternoon program on Satur- 
day with a talk on the garage own- 
er’s obligations with regard to in- 
creased highway safety and reduc- 
tion of accidents. (See page 15.) 

William T. Kennedy, western 
field secretary of National Stand- 
ard Parts Association, outlined the 
need for a new generation of 
trained and skilled mechanics to 
properly service the complicated 
cars of today and tomorrow, and 
where and how these men are to 
be recruited. 

Closing the speaking program 
Saturday afternoon at the conclud- 
ing session, Ed Wimmer, vice- 
president of the National Federa- 
tion of Independent Business, held 
the audience spellbound for more 
than an hour with a colorful and 
target-hitting presentation of the 
role of the small business man in 
today’s economic picture 

Next came the installation of of- 
ficers. Substituting for the absent 
and beloved Howard Eves was El- 
mer Repp, western regional sales 
manager for McQuay-Norris Mfg. 
Co. 

With a capacity attendance, the 
final convention number was the 
annual banquet and dance. 

President Ray Campbell, in an 
appropriate acceptance speech, 
pledged that his administration 
would come through with a record 
which would justify the 1959 con- 
vention for Denver. 

The mid-year directors’ meeting 
will be held in Chicago just ahead 
of the Automotive Service Indus- 
tries Show, which will be staged 
Feb. 18-21. 

Editor's note: Garagemen in- 
terested in IGOA can contact 
national headquarters at 36!/, 
North Lewis Ave., Tulsa 10, Okla. 


Lisle Corp. Purchases 
Additional Space 


| agrarnpenn of a four-story build- 
ing adjacent to its main plant, 
containing 45,000 square feet of 
floor space, for additional manu- 
facturing, assembling and ware- 
housing facilities, has been an- 
nounced by Lisle Corp., Clarinda, 
Iowa. 

The corporation recently bought 
out R & L Mfg. Co., Toledo, O., 
the entire operation of which is 
being moved to Clarinda. 
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The door that leads to America’s 
biggest selling truck-—- Chevrolet! 


Latest complete registration figures* for 
January through March, 1958, show that 
Chevrolet continues as America’s biggest 
selling truck. The official totals: Chevrolet 
—53,912; second choice truck —44,004. 
This year, last year, in every production 
year since 1937, Chevrolet trucks have 
been No. 1 in buyer preference. As a 
result, there are now nearly three-quarters 
of a million more Chevrolet trucks on the 
road than any other make. That figure 
alone indicates the tremendous sales 


potential of Chevrolet trucks — and the 
market grows bigger each year. Chevrolet 
dealers will keep pace with the expanding 
truck industry because they’re geared for 
it. They’ve got a proved product. They’ve 
got the sales and service facilities. They’ve 
got everything it takes to keep regular 
customers coming back and new ones 
coming in. The busiest doors in the busi- 
ness lead to Chevrolet dealerships! . . . 
Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Compiled by R. L. Polk & Co. for all models in all weight classes. 
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Wear and Tear on Engines Trebled 
By Fewer Oil Changes, API Says 


ones and tear on an automotive 
engine increases three to six 
times with oil that has been in the 
crankcase up to 2,500 miles and 
more, according to a research re- 
port released by the American Pe- 
troleum Institute. 

Entitled “Effect of Oil Change 
Interval on the Low-Temperature 


Wear and Deposit-Forming Char- 
acteristics of Crankcase Oils,” the 
report was prepared by D. W. Gow 
of Gulf Research and Development 
Corp. and was presented to the 
API Marketing Division’s lubrica- 
tion committee meeting at Point 
Clear, Ala., recently. 

Gow noted that a_ substantial 





WITTEK Suede HOSE CLAMPS 


in NEW 


N; Fr¥-DAKe 


) 


PAKS 


choose the type 


and PAKS you need 


tA 
Pit 
10 


2. 


me 
p 
See 


~~ 


collared 
screw head gg» \ — } 


deep-sloited 


€74 3 screw head 


Nifty-Paks and Duo-Nifty Paks contain convenient 10-Paks 





Quantity 


Sure-Tite Clamps with 
Collared Screw (Series C-P) 


Sure-Tite Clamps with Deep- 
Slotted Screw (Series P) 





50 Heater Hose Clamps weed ay lg 


NIFTY-FIFTY PAK 
No. 5010P 





50 Radiator Hose Clamps 


NIFTY-FIFTY PAK 
No. C5028P 


NIFTY-FIFTY PAK 
No. 5028P 





COMBINATION 
40 Heater Hose Clamps 


and 
40 Radiator Hose Clamps 


DUO-NIFTY PAK 
No. C1028P 


DUO-NIFTY PAK 
No. 1028P 


WITTEK MANUFACTURING CO. « 4341 W. 24th Place « Chicago 23, Illinois 
Southern Representatives 


HIRSIG-BRANTLEY CO. 


American National Bank Building 
Jacksonville 7, Florida 
21 Men Traveled—Kentucky, Tennessee, Alabama, 
Georgia, West Virginia, Virginia, 
North Carolina, South Carolina, Florida, Mississippi 


RUDY COPELAND 


P.O. Box 2140, Ft. Worth, Texas 


BATTLE and DAVIS SALES CO. 


914 Texas Bank Building, Dallas, Texas 


5 Men Traveled—Texas, Oklahoma, Arkansas, Louisiana 
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part of the wear that occurs in most 
passenger-car engines develops 
during periods of low-temperature 
operation—that is, short, stop-and- 
go trips, wherein the low tempera- 
ture of the cylinder wall and the 
motor oil encourages condensation 
of corrosive vapors. 

He presented a series of research 
figures which indicated that engine 
wear, after 500 miles, was almost 
twice that of new oil: after 1,000 
miles, approximately three times 
as great, and after 2,500 miles, 
more than six times as great. 

Another series of research fig- 
ures which involved cars driven 
under milder conditions showed 
engine wear up to four and one- 
half times greater after 2,500 miles 
for new oil. 

Reporting on a 30,000-mile fleet 
test, Gow observed: 

“During the last 2,500 miles, the 
cars that had their oil changed 
every 1,000 miles gave approxi- 
mately 40% better oil mileage than 
the cars in which the oil was 
changed at 2,500-mile intervals.” 

Longer intervals between oil 
changes also affected engine de- 
posits, Gow said. As specific ex- 
amples, he said tests showed that 
oil control rings in engines oper- 
ated on 2,500-mile intervals were 
approximately 30% clogged, while 
those in the 1,000-mile drain en- 
gines had less than ten per cent. 

Gow acknowledged that it is dif- 
ficult to get across to the average 
motorist, and even those with a fail 
knowledge of automotive engines, 
that frequent changing of crank- 
case oils is a necessity. But, he 
said, tests like these show that the 
oil change intervals recommended 
by the American Petroleum Insti- 
tute “certainly appear to be both 
desirable and reasonable.” 

These intervals, he said, are 500 
miles for severe driving conditions, 
such as cold-weather, stop-and-go 
driving, 1,000 miles for average 
driving and 2.000 miles for mild 
operating conditions 


Pyroil Co. Acquires 
Kleen Pak Corp. 


CQUISITION of the Kleen Pak 
Corp. of West Salem, Ill., man- 
ufacturer of oil filter replacement 
elements for cars, trucks and trac- 
tors, by the Pyroil Co., Inc., of La 
Crosse, Wis., has been announced 
by Pyroil President M. O. Weiby. 
Kleen Pak was consolidated at 
West Salem with Champion Labo- 
ratories, Inc., of Meriden, Conn., 
purchased by Pyroil two years pre- 
viously. 
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According to Thousands of Satisfied Users ... . 


Muffler Installations are Easier, Faster 
.. With the Famous Zippy Twins! 























ZIPPY MUFFLER TOOL—Patented U.S.A. (Replacement blade set with clevises & locks, $2.40) 


You| Too Can Cut Muffler Installation Time in Half 
With the Lippy Muffler Too! & Pipe: end Shaper 


ZIPPY MUFFLER TOOL . 


@ Zip-Zip: It's cut through! Me 1 more 
hacksaws or cutting torches .. . 
30 second operation. 

@ Lightweight, rust-proof construc- 


tion. Fits 12” to 22” pipe with =i 
single adjustment. ~ 
@ Positive self-aligning action. No , 


rough or out-of-round edges. 


ZIPPY PIPE-END SHAPER ... 
® Rounds out 11/2” to 22” muffler 
and pipe ends—inside and out- 
side dia. — in two easy strokes. 
@ Tool steel construction, uncondi- 
tionally guaranteed. - 
@ Makes installations easier . . . in- ZIPPY PIPE-END SHAPER— Patent Pen ding 


creases profits on every job. 








$g75 Each. Gar. Net See Your Favorite Jobber $g75 Each. Gar. Net 
MUFFLER TOOL or Tool Specialist PIPE-END SHAPER 


(Includes spare blade set) 


MUFFLER PRODUCTS CORP. 


BOX 492 HOUSTON, TEXAS 
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Interested in servicing 


Champion has the right spark plug 


Two-passenger BMW ISETTA develops 13 hp from one-cylinder engine, uses Champion L-5 or L-11S 


JAGUAR XK140 6-cylinder engine uses Champion N-8 or N-8B in 8:1 compression rat 


More than 5% of all new cars being sold in 
this country are imports. It’s a growing market 
that you may want to go after. If you do, 
you don’t have to wonder about what make 
of spark plugs to carry. Champion has the 
plugs you need. 

Makes no 
born. Germany . 
Sweden ... Italy... anywhere. Champion has 
a spark plug that speaks its language like a 
native. In fact, most of these cars start life with 
Champions in their engines. (Champions are 
factory installed in 36 makes of cars — more 
than twice as many as any other plug. ) 


difference where the car was 


.- England... France... 


models 


Since most foreign cars take different plug 
types than American-made cars, you can't 
service them out of your regular inventory. 
And, frankly, we don’t advise you to stock up 
on these special types unless you have a sizable 
foreign-car traffic. You can get the plugs from 
your regular Champion supplier when you 
need them. 

But remember — you can service all makes 
of foreign cars with CHAMPIONS 
can service every car made by Ford Motor Co., 
General Motors, Chrysler Corp., American 
Motors, and Studebaker-Packard, with 5-rib 
Champion Spark Plugs! 


just as you 


CHAMPION 
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SPARK PLUG 
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foreign cars? 


for every foreign car sold in America! 


Illustrated below are several 


of the well-known makes 


VOLKSWAGEN has 4-cylinder, 
36-hp air-cooled engine in rear, 
uses Champion L-85. 


ANGLIA (English Ford) has 
4-cylinder, 36-hp engine, 
uses Champion L-10. 


ROLLS ROYCE Silver Cloud 
uses Champion N-8 or N-8B 


VOLVO has 4-cylinder, 
60-hp engine, uses 
Champion J-6. 


FIAT 1200 convertible with 
4-cylinder, 155-hp engine, 
uses Champion H-9 or H-8 


COMPANY © TOLE OO 
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RENAULT DAUPHINE has 26-h¢ 
4-cylinder engine in rear, 
uses Champion L-10. 


HILLMAN- MINX has 4-cylinder 
51-hp engine, uses Champion 
N-8 or N-8B 


Front-wheel drive DKW has 
3-cyli nder engine, uses 
Champion K-11. 


MGA has 4-cylinder engine, 
uses Champion N-5 or NA-8. 


Last month at Monza, Italy, in the 
fastest race ever run, the winning car 
was powered by Champion Spark Plugs! 


WORLD’S FAVORITE— 


CHAM PION 


SPARK PLUGS 


OHIO 
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Thompson and Ramo Sign 
Merger Agreement 


§ prmmene Products, Inc., and its 
affiliate, The Ramo-Wooldridge 
Corp., have signed a merger agree- 
ment with the resulting company 
to be named Thompson Ramo 
Wooldridge Corp. 

Plans provide for the designa- 
tion of J. D. Wright, now president 
of Thompson Products, as board 
chairman and chief executive of- 
ficer; Dr. Dean E. Wooldridge as 
president, and Dr. Simon Ramo as 


executive vice-president. Frederick 
C. Crawford, present board chair- 
man of Thompson Products, will 
head the executive committee and 
serve the company as a special con- 
sultant. 


Two Southerners Win 

Top Purolator Prize 

G RAND prize winners in the Pur- 
Olator Seal _ of Protection 

Sweepstakes, who were awarded 

a $1,000 U. S. savings bond each, 

included Joseph W. Cooper, Phil- 





JOHNSon 
BEARINGS 
Exclusively / 


———, 





“No, not his girl friend — just a 
satisfied customer. He rebuilt the engine 
in her car with Johnson Bearings” 


Your customers will recognize and appreciate the 
extra quality which Johnson bearings give to an 
engine repair or rebuilding job. Use Johnson 
bearings for complete customer satisfaction. 
Available from your nearby Johnson distributor. 
Johnson Bronze, 565 S. Mill Street, New Castle, Pa. 


“Wased as original equipment for over GO years” 


Oe! EE an 


DY, Main Bearings « Cam Shaft Bearings ¢ Transmission Bushings ¢ Con-rod Bearings 
— Piston Pin Bushings © Starter, Generator, Distributor Bushings 
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JOHNSON 
Bearings 


% | i 








An Amarillo, Texas, retail sales- 
man, who has been in the employ 
of Plains Chevrolet Co. for nine 
years, won the Oklahoma zone’s 
“Drive Home a Winner” campaign. 
Clarance Coble, the salesman, re- 
ceives the key to a Chevrolet No- 
mad station wagon from Rufus 
Bedford, Jr., zone manager. Co- 
ble’s estimate of national sales of 
Chevrolet station wagons and con- 
vertibles was closest in his zone. 


lips “66” dealer of Wichita, Kan., 
and Albert C. Clark, Gulf dealer 
of Albany, Ga. 

The Sweepstakes, conducted on 
a national basis from March 1 to 
April 30, offered $55,000 worth of 
bonds as prizes. Restricted to serv- 
ice station entries, there were five 
$1,000 major winners and 2,600 ad- 
ditional winners, each of whom 
was awarded a $25 bond. 

A recent independent survey re- 
vealed that only 36% of all cars 
on the road had an oil filter change 
over the 12-month period of the 
survey. Since the average car trav- 
els about 9,000 miles a year and 
there are approximately 39 million 
automobiles on the road with oil 
filters, it leaves an untapped 
market of over 25,000,000 cars 


Kentuckians to Hear 
Crowley of GM 


“= J. Crowley, director of 
the dealer relations section for 
General Motors Corp., will address 
the Kentucky Automobile Dealers 
Association during its annual con- 
vention at the Sheraton-Seelbach 
Hotel in Louisville Sept. 21-22. 
Association president is C. E 
Brents of Lebanon. N. S. McGaw, 
Madisonville, is first vice-presi- 
dent; I. R. Hicks, Sr., Covington, is 
second vice-president, and Ben F 
Long, Louisville, is the treasurer. 
Chairman of the board is Paul 
Dexheimer of Somerset. 
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Thompson Products announces Two new lines 


... automatic transmission parts 
... hydraulic valve lifters 


The addition of Automatic Transmission Parts and Hydraulic 
Valve Lifters to Thompson's already full line of original 
equipment engine and chassis parts gives repairmen 
the finest, most complete replacement service in the 
industry. 

You can now service all types of automatic transmis- 
sions with Thompson precision parts. And you know 
that installing parts that fit right saves you time and 
labor—provides a better profit. 

Equally important, Thompson's new 160-page Aufo- 
matic Transmission Manual is the finest, easiest-to-use 
automatic transmission manual ever produced. It covers 
all types of automatic transmissions and is so simplified 
with pictures and codes that it makes identification of 
parts 100% positive ... eliminates guess work in 
ordering. 

Thompson's new line of Hydraulic Valve Lifters 
brings you complete valve train service. More than 


200,000,000 hydraulic valve lifters are already on the 
road, and the total grows every day. 


To build your good reputation—fast, to cut installation 
time and labor, specify and install Thompson Replace- 
ment parts for every repair job. 


Thompson 


Service Sales 


A DIVISION OF 


Sold thru the world’s finest jobbers 
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sew SOUTHERN 
DOUBLE=LOCK 
ENGINEERED (ecuimulaeos 


WITH THREE GREAT LININGS: 


“FIBER BLOCK" A Dry-Mix, Heat-and-Pressure., 





Yarn-Type, Hard Lining. 


Grey Colored - Type FB 


“CHIP BLOCK" A Dry-Mix, Heat-and-Pressure, 





Brass-Chip, Firm Lining. 
Tan Colored Type CB 


"EXTRUDED BLOCK" An Extruded, Open-Cured, Oil 





Type, Soft Lining. 
Dark Grey Type EB 


FOR ALL LOADS — POWER OR MANUAL, TRUCK OR PASSENGER, HEAVY OR 
LIGHT SERVICE. THIS IS SOUTHERN LINING AT ITS BEST FROM THE SOUTH'S 
ONLY REBUILDER WHO MAKES HIS OWN LINING, SHOE-PREP AND ADHESIVES. 
ASK YOUR JOBBER FOR OUR LATEST CATALOGUE AND PRICE SHEET! 


MANUFACTURERS OF BRAKE LININGS 
— SINCE 1927 — 


i 


FRICTION MATERIALS CO.— CHARLOTTE l, 
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Ford Sees “Joneses” Behind Small-Car Spree 


| gene up with the “Joneses” 
is behind a lot of the small- 
car fad and relatively few South- 
erners are contributing to this 
“spree.” 

So said Vice-President Benson 
Ford recently in an address an- 
alyzing this market phase before 
the joint meeting of the Motor 
Dealers Association of British Co- 
lumbia and the Washington State 
Automobile Dealers Association at 
Victoria, B. C. 

He asserted: 

“Here are a few things we have 
found out about the small-car cus- 
tomer: 

“First of all, he is largely in the 
middle- or upper-income group— 


Vice-President Ford 


not, in other words, driven to buy 
a small car out of economic neces- 
sity. He is likely to be found in one 
of the big Eastern or Western 
cities — New York, Washington, 
Baltimore, Boston, Los Angeles— 
where traffic congestion is a prob- 
lem. He is relatively scarce in the 
South and throughout most of the 
Midwest. In many cases, the small 
car is a second or third family car, 
and its owner lives in a prosper- 
ous suburb. 

“The small-car buyer is general- 
ly college-educated. If he is econ- 
omy-minded, reluctant or unable 
to buy a new car this year and 
unwilling for reasons of prestige to 
buy a used car, the small imported 
car gives him an out. Both he and 
the small-car buyer who is not 
seriously concerned about economy 
are significantly motivated by the 
fact that a small car is considered 
smart in his own circle. The small- 
car spree, in other words, is a 
form of keeping up with the Jones- 
es, only with reverse English. 
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“A clue to this fad-versus-econ- 
omy dilemma is that the surge in 
small-car sales had its beginning in 
a period of high prosperity and full 
employment. Sales did not sudden- 
ly leap forward with the appear- 
ance of the recession. 

“Small cars have been avail- 
able to the American public for 
many years. Our own company has 
been testing this market ever since 


1949 by attempting to sell Ford of 
England products through our do- 
mestic dealers. For years the ex- 
periment was a flop, with sales 
averaging only about 3,000 a year 
—approximately one-half a day’s 
production of our own Ford prod- 
ucts at that time. It wasn’t until 
about two years ago that sales be- 
gan to pick up noticeably. And 
this year U. S. sales of British Ford 











Springs 


Springs 





AIR LIFT Air-Spring Suspensions slip inside 
open coil springs or fit between leaf springs 
and frame. Simply inflate with air to sup- 
port overloads up to 1000 pounds! 


CAR RIDES PERFECTLY LEVEL, since air pres- 
sure can be adjusted to exact load require- 
ments. No “bottoming” on bumps—no sway 
on curves. Extension hoses available to 
adjust air at back bumper. 

DEMANDED BY TRAILERITES, hunters, 
campers, vacationers — anyone and everyone 
who overloads for a trip. Nationally adver- 
tised to your customers at very popular 
prices! Over 1,000,000 sets in use. 


YOU CAN INSTALL a set in minutes, and ata 
handsome profit! No parts to remove — just 
raise car on hoist and mount units per 
simple instructions. 


See your jobber or write for full details. Attn: Dept. 398 


® AIR LIFT COMPANY 
Lansing, Michigan 


In Canada: 18 Hook Ave Toronto 9, Ontario 
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products promise to exceed the 
total imports of all foreign cars in 
a year as recent as 1954. Is this, 
then, a question of economy alone? 

“As I have indicated, we believe 
it 1s not. 

“Unquestionably, rising costs, not 

ist those of automobiles, but of 
almost all the things we buy, have 
given impetus in recent months to 
the small-car spree. Yet novelty or 
fad must still be considered an im- 
portant factor. 

“The small-car phenomenon has 
undoubtedly been spurred by the 


great interest and publicity given 
in recent years first to foreign 
sports cars and subsequently to 
similar cars of American make, the 
Thunderbird and the Corvette, for 
example. These sports cars were 
identified in peoples’ minds with 
small European passenger cars, and 
some of this glamor rubbed off on 
them—the Volkswagen, for in- 
stance. Americans love to talk 
about cars, and here was some- 
thing new to talk about. 

“What about the future size of 
the market for imported small 





NEW... VULCANIZING 
~_. CLAMP 


MONKEY GRIP 


.. with purchase of 


this Complete 


TUBELESS TIRE 


REPAIR 
KIT 


Kit contains materials 
, for over $400 of tire 
or, | «repair service for only 


New design 
clamp for 
fast, easy use 


Fits all passen- 

ger and smali 

truck tires 
Takes ali shapes 
of “regular” size 
patches 


A 


ACT TODAY! — Take 
advantage of this unusual 
offer while it lasts! 
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a Ba | MONKEY 
, GRIP , 
; GRIP( has _— 
naeam| MONKEY 


—# 


MONKEY 
GRIP | 


ry 


Bs: 


Order from your Jobber today! 
OFFER EXPIRES OCTOBER 15,1958! 


MONKEY GRIP SALES CO. 
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Four cans No. R-50 ‘'Sizzle’’ Patches with Filler Tabs 
Assortment of 15 “Feather Flex" Tire Patches 
Assortment of 15 Rayon Cord Tire Patches 

Quart con of Monkey Grip Boot and Reliner Cement 


This entire kit for only $18.99 (dealer price) — with 
new Vulcanizing Clamp FREE without extra cost. 
Call your jobber now! 


(DEALER 
PRICE) 


187 


P. O. Box 6170 
Dallas, Texas 





cars? Our present market projec- 
tions indicate a leveling off at or 
around the 300,000 to 350,000 an- 
nual rate of sales. Of course, if the 
big three manufacturers come out 
with smaller cars, the probable re- 
sult would be to push up the total 
small-car market. 

“We do not, incidentally, place 
the American Motors Rambler in 
the same category with the Euro- 
pean small car. It is substantially 
bigger and competes in price and 
operating cost with some Ford, 
Chevrolet and Plymouth models.” 

Earlier the grandson of Ford 
Co.’s founder declared 

“The five per cent penetration 
of small domestic and foreign cars 
is at once viewed as the tip of an 
iceberg, of which eight-tenths lies 
under the water 

“The fact is that increasing Eur- 
opean small car sales are not a ma- 
terial factor in the decline in Unit- 
ed States car sales. According to 
our present projections, small-car 
sales in 1958 will exceed 1957 sales 
by only 50,000 units, while sales of 
American cars will have dropped 
by 1,500,000 units 


A Microscope Was Necessary 


“The relatively strong perform- 
ance of small cars nevertheless has 
forced the industry to examine the 
situation with meticulous care dur- 
ing the past two years... . 

“One of the questions we are try- 
ing hard to answer is: To what ex- 
tent are we dealing with a temp- 
orary matter, a fad—and there- 
fore self-limiting? If the small-car 
bubble is likelv to burst in the rea- 
sonably near future, that would 
bear importantly on the wisdom of 
domestic manufacturers entering 
the field. 

“Over a period of years, we have 
carried on almost continuous sur- 
veys of all aspects of the small-car 
question. Our studies indicate that 
fad plays an important, although a 
secondary, role to economy in sell- 
ing the small car 

“There is underlying logic to this 
viewpoint. 

“If economy were the 
logic would obviously dictate buy- 
American-type 


sole factor, 


ing a good used 
automobile at about one-third the 
price of a new small car. It would 
take many vears for the saving In 
small-car gas economy to wipe out 
that great difference in initial cost. 
Moreover, as small cars come into 
the used-car market in ever greate! 
numbers, the value will 
drop, and probably drop sharply 
enough to wipe out any real eco- 
nomic gain.” 


resale 


SOUTHERN AUTOMOTIVE JOURNAL for August 1958 








Tj lr) 133i 
de — a ad 
pas PS a FT 
Ps ae 
Om 


— 


es 


This sturdy 
Wall Rack 
can be yours 
at no cost! 
Order Wall 
Rack with 
any 24 
FRAM car- 
tridges. Ask 
your whole- 
saler. 


FRAM. SUPER 
SUMMER OFFER! 


WASH ’N WEAR 


Sell Air Filters 
fast with the 
exclusive FRAM 


Inspect-O-Scope.* 


Shows 
customers 
when they 
need a new 
FRAM air 
filter. 


TAKE FIVE! Take five minutes to check the air and oil filters 
on every car that pulls in to your station. These customers are 
already pre-sold by FRAM’s powerful and continuing national 


advertising. 
Call your supplier now, order your Sport Shirts and start pulling 


in profits with FRAM Filters. 


FRAM CORPORATION, Providence 16, Rhode Island 
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Boost air filter 
sales with the 
FRAM Inspect- 
O-Light and 
Display.* 
Instantly com- 
pares dirty air 
filter cartridge 
with clean one. 


OIL* AIR + FUEL* WATER 
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“Teaming with 
and as boss | 


BILL GRAY enjoys a good living. He’s 
been a successful Texaco Dealer in Los 
Angeles for 25 years. He worked in a 
: clothing store back in the grim depres- 


BILL GRAY GETS PROFITABLE BONUS sion days of 1932. 
BUSINESS from out-of-state motorists who carry “T was determined to be my own boss,” 


Texaco Credit Cards. “Texaco customers in all 48 

states make it a point to stop at Texaco stations along he Says. “T had seen too many good men 

the way when they hit the road,” he says. —— d . 
” ” a ’ lose their jobs through no fault of their 


Bill is greeted by his wife as he returns from work. The Grays take an active interest in local civic affairs. 
» ewes he 
aloe 
“> *. 


| 


isi 
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Texaco gave me a solid future, 
have real job security” 


own. When you’re the boss, you have con- 
trol over your future. With Texaco, this 
means a stable, growing income. 

“T chose Texaco because Texaco prod- 
ucts are sold nationally—and are highly 
regarded by motorists. You’d be sur- 
prised at the extra bonus business we get 
from out-of-town Texaco customers. 


says Bill Gray 


“The Texaco people are my business 
counsellors — an invaluable asset in this 
competitive age. And Texaco’s year- 
round advertising and promotion sup- 
port, in addition to their leadership in 
quality products, has been important to 
my success. I like to do business with 
Texaco.” 


6 reasons why you can make 
money as a Texaco Dealer: 


The best petroleum products, known and accepted by car 
owners in all 48 states. Continuous research and development 
insure that TEXACO will always have outstanding products. 
The best and biggest national advertising program... con- 
stantly selling TEXACO Dealers to car owners everywhere. 
The best point-of-sale promotion material to help bring cus- 
tomers in and bring them back! The best customer credit 
card — in fact, the only petroleum credit card honored under 
one sign in all 48 states ... and in Canada, too. The best 
retailer policy—-TEXACO cooperates with 
its dealers in the marketing of nationally- 
advertised and accepted TBA products. 
The best opportunity to cash in on 
“touring” business because TEXACO 
customers at home like to stop at TEXACO 
stations when on the road. This means you 
have 38,000 other TEXACO Dealers help- 


ing you. 
THE TEXAS aati 


A SOLID FUTURE is one of the advantages of being a Texaco 
Distributor or a Texaco Dealer. Proof: 683 of our Distributors have 
been with us for 20 years or more some as long as 45 years. 
20,096 Texaco Dealers have been with us for 10 years or more 
some more than 45 years. There may be an opportunity for you in 
the Texaco family. Get in touch with the Texaco Division Office 
nearest you. 


DIVISION OFFICES: Atlanta, Georgia; Boston 16, Massachusetts; 
Buffalo 5, New York; Butte, Montana; Chicago 4, Illinois; Dallas 
2, Texas; Denver 3, Colorado; Houston 2, Texas; Indianapolis 1, 
Indiana; Los Angeles 5, California; Minneapolis 3, Minnesota; New 
Orleans 16, Louisiana; New York 17, New York; Norfolk 2, Vir- 
ginia; Seattle 1, Washington. 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





than done.” This may be true, And because they believe it, many 
but— independent garages seem to op- 

How many times have you said, erate under a policy that the only 
or have heard your employes say, way to sell their services is by sell- 
that a car owner is interested only ing cheap, by meeting, or under- 
in price? This is one of the greatest bidding the other fellow’s price. 
mental blocks in this industry to- They overlook the fuct that when 
day. It is being said so many times they sell “price,” as some are prone 
that many people are believing it. to do, they hold their customers 





Rust Master’s a 
NEW vouste-sarretep OFFERS 


you’re a WINNER... 


> 


$40°° VALUE! 
$9250 Value! 40 Rte , 


FREE! This _Gonsing LIONEL  4- An 11 for 10 Deal! with 
\ » Car Steam Freighter, com- ' 
~— by AH wg ey plete with track, ° trans- a e corse of Rust 
Royal! Lustrous White Gold former, and all the trim- vt FREE of P ne . 
Filled with Sparkling Hand-Cut mings, is yours with just a. 7 #, —— aster 
ei. Te hot 4 Cases of Rust Master Pp eS, 100% 
Matching Expansion Bracelet. . Royal! Just the thing for £ your free case! 
the kids in your life! 


FREE GoODs! 


Rust Master with SEAL-ITE 


RUST MASTER ROYAL PROTECTS YOUR COOLING SYSTEM FOUR WAYS! 


1, Cleans all rust and scale 2. Stops all radiator leaks, 
out of the cooling system sealing tight, in just three 
quickly, keeping minute par- minutes. 
ticles in suspension where . Improves water circulation 
they are absolutely harm- by opening up the cooling 
less. Rust-proofs the system system. 
for 1 year. . Lubricates the water pump, 

insuring noiseless operation. 


One Solid Copper WEST BEND Stein 


WHAT RARE BEAUTY! ‘ Early American style, ideal as a 
planter, decorative piece or for serving 


FREE! oo. 
@ It's yours with every case of Rust 


Master, Leak Master or Sludg-Master 
Build up a strikingly beautiful set for 
all your needs! 


RUST MASTER 
Improved 3-in-1 solvent for car 
radiators. No draining, no flush- 
ing. Removes and suspends rust 
and scale in cooling system 
Rust-proofs for entire year. Ex- 
cellent water pump lubricant 


AND THERE ARE MORE! ... LEAK MASTER 
MORE SPECIAL OFFERS IN RUST MASTER'S Improved stop leak — works 


in 3 minutes. Stops radiator 
NEW BONUS PROGRAM ... leaks, retards rust, improves 


water circulation. ideal anti- 


Rust Master ***: 
SLUDG-MASTER 


6-way motor tune-up. Frees 
+ valves, lifts, guides, rings; re- 
news flexibility. Restores com- 
pression. Removes carbon, 
sludge, gum. Provides faster 


Manufacturers of Automotive Chemicals cold weather starting 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 
All premium offers expire Dec. 31, 1958. 





only until the day when some com- 
petitor otfers a lower price. 

This has been one of the reasons 
why so many garage owners will 
tell you they are not able to pay 
wages high enough to hold good 
mechanics. 

Actually, the average car owner 
isn’t interested in price alone. His 
interest is value And when it 
comes to the safety I have been 
talking about, think what that in- 
terest in value is. It is interest in 
the safety of his car, his life and 
the protection of those who drive 
with him. You, and your employes, 
must sell him on the fact that you 
offer him greater safety—not only 
for today, but for tomorrow also 

But don’t forget that the price 
at which you can sell may depend 
on how good your services are. If 
they are tops, you are entitled to a 
better price than the fellow down 
the street who does a half-way job. 
But see to it that your services are 
tops. 

Install well-advertised, known- 
brand, quality parts—do auality 
work—do a complete job. Then 
take full advantage of the oppor- 
tunity to emphasize to your cus- 
tomer the very real protection he 
enjoys because of these quality fac- 
tors. 

It is my sincere conviction that, 
whether it be a manufacturer or a 
garage owner, concerns which put 
quality first and have the courage 
not to compromise with quality; 
will not only stay healthy, but will 
continue to increase their share of 
the business available in their com- 
munity. 

Do not be afraid to ask a fair 
price for the job. Work to sell cai 
owners safety, as I have suggested, 
but work even harder to do a good 
job of selling at prices required to 
earn a fair profit 

Gentlemen, we cannot afford the 
extravagance of the death toll, the 
injuries and a traffic accident cost 
of well ever seven billion dollars 
a year. It is time for all of us to 
accept some of the responsibility of 
preserving the lives and properties 
of our customers. Let’s not sit back 
and wait for George to do it, but 
instead, roll up our sleeves and 
start getting the job done. 

As a suggestion: I wouid like 
very much to sell all I1.G.0.A. mem- 
bers on a national scale, conduct 
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Be known as 
the Mechanic who cares 











NIEHOFF 
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Serve, Sell and Excel 


with NIEHOFF ignition 


parts and testing equipment 


Ever wonder why some service station men have more 
work than they can handle? It’s repeat business...satis- 
fied customers. Probably they install Niehoff ignition parts 
— doing the job expertly with proper testing equipment. 





Niehoff quality brings credit to you. With Niehoff you 


SERVE all makes, all models of cars, trucks, tractors 
and small engines. 


SELL ignition “know how’. Niehoff makes it simple to Excel in Tune-up Service 
Now you can get Niehoff port- 
able ignition testing equipment to 
scientifically handle major and 
minor tune-up jobs. The cost is low. 
Write for details. 


select, install, satisfy. You become an expert. Cabinet 
stock system means no high inventory cost. 


EX CEL—Quality so superior repeat business is automatic. 





Ask Your Niehoff Jobber Now! 


Pty 


Main Office and — 4925 Lawrence Ave., Chicago 30, Ill. 


WAREHOUSES: 95 Pine St., , Atlanta 3, Ga.; 2715 Main St., Dallas, Texas. 
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JOB -OFSIGNEOD q 
mittee 
HAND-FORGED FROM 

CHROME NICKEL 

ALLOY STEEL 


FOR EXTRA STRENGTH 
AND EXTRA LONG LIFE 
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18” Drop Center Tool—elimi- 
nates slipping and tube pinching 


—- 
New LifeGuard Sy 
Tube Remover 
te nL i 


17” All-Purpose Tire 


Tool — famous favorite 
for all-around work 


T-66 
Universal Hub Cap Remover for all 
cars—prevents marring—keeps cap 
from dropping—satisfaction guaranteed 


T-10 
Bead Spreader for cas- 
ing inspection and repair 
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SEE YOUR JOBBER on the complete 

1 line of Job-Designed Ken-Tools. i 
Forged by the largest exclusive manu- i 
facturer of top-quality Tire-changing 
Tools and Equipment. THE KEN- 

: TOOL MFG. CO., AKRON 5, OHIO. 


“We 08-O6S/GNE th ; 
t 
a 

TIRE-CHANGING i 
ns; TOOLS KNOWN, USED i 


AROUND THE WORLD 


106 
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Mary Pond of Mount Vernon. O., is at the tiller of “The Surrey,” a 
full-scale replica of a horseless carriage of 1903 vintage manufactured 
for Dyer Products Co. by the E. W. Bliss Co., both of Canton. O. A 
4.8hp air-cooled motor produces speeds up to 35mph and boasts fuel 
consumption of 65mpg. The car features polished brass headlights, bulb 
horn and wooden spoke wheels mounted on bicycle tires. It is expected 
to gain the interest of the college and high school crowd, as well as 
proving useful as a promotion gimmick. The sales price is $1,095 as- 
sembled or $895 in knocked-down kit form. This is the first “1959” 
model to appear for this new season! 


safety inspections in their shops, 
all using a standard courtesy in- 
spection form, that car owners 
across the nation would come to 
recognize as part of a national pro- 
gram for highway safety. This is 
not just a theoretical suggestion. 
It is something that could be done 
—something that would help make 
our highways safer, something that 
would help the business of inde- 
pendent garage owners. I believe 
this would be a most practical tie- 
in between highway safety and the 
garage owner. 


Hot Rodders to Gather 
In Oklahoma City 


ar ee Series of Drag Rac- 
ing,’”’ sponsored by the Na- 
tional Hot Rod Association, is ex- 
pected to draw crowds of around 
50,000 for the four-day event to be 
held in Oklahoma City Labor Day 
weekend. 

Competition is limited to all gas- 
oline entries, including 20 hot rod 
classes for coupes and sedans and 
five classes of sports cars, plus 
dragster events of all kinds. 

Major regional championship 
events have been conducted at most 
of the nearly 100 NHRA-sanctioned 
drag strips in 38 states as prelim- 
inary tune-ups for the national 
events. 








GENERATORS 
STARTERS 
and 
ARMATURES 
of highest quality 


THE VMC SYSTEM 
Established 1938 
and 
composed of independent 
rebuilders throughout 

the country using 

uniformly high standards 
in rebuilding 


QUALITY VMC UNITS 
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NOW...QOne primer-surfacer 


for use under 
both DUCO and LUCITE 








New Du Pont#70 DARK GRAY and #80 RED OXIDE 
join#30 PLATINUM GRAY to give top versatility 


e ~~) ” 


ay PON 





REG 


BETTER 
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Here are the most versatile primer-sur- 
facers available today. You can use all the 
new Du Pont Hi-Speed Primer-Surfacers 
under both super-topcoats—DUCO® Lac- 
querand LUCITE® Acrylic Lacquer. They 
eliminate the stocking of many extra pri- 
mer-surfacers; they handle easily, perform 
perfectly under all conditions, are ideal as 
the undercoat for all of today’s car colors. 


The new Hi-Speed Primer-Surfacers are 
outstanding in color holdout . . . give the 





base for uniformly beautiful gloss that cuts 
compounding time. In addition, they stay 
uniform after thinning to prevent pinhol- 
ing ... fill fast and dry fast ...sand smooth 
without tearing and pulling. 

So try these 3 Du Pont Hi-Speed Primer- 
Surfacers—the new #70 Dark Gray and 
#80 Red Oxide, and popular #30 Platinum 
Gray. They cost less at the gun than many 
so called ‘“‘bargain”’ primer-surfacers. 
Available at all Du Pont jobbers. 


DU PONT REFINISHING MATERIALS 


Chemically engineered to do the job better 


BETTER LIVING THROUGH CHEMISTRY 





24 Southerners Win 
Rambler Vacations 


 grersteht pry Southerners were 
included in 100 Rambler deal- 
ers over the country who won all- 
expense five-day vacation trips for 
two in American Motors’ recent 
“Going Places” sales campaign. 
One group vacationed in the 
Laurentian Mountains in Quebec, 
while the other traveled to Colo- 
rado Springs and Denver. 
Laurentian vacationers included 
Palmer Nichols, Nichols Brothers, 


Inc., St. Petersburg, Fla.; L. D. 
Cowart, Cowart Motor Co., Mari- 
anna, Fla.; Vance McLean, Vance 
McLean Sales Co., Statesville. N. 
C.; Gabe Stewart, Central Florida 
Sales, Inc., Winter Haven, Fla.: J. 
H. Brooks, Brooks & Thomas Mo- 
tor Co., Columbus, Ga.; George 
Haley, Haley Motor Co., Albuquer- 
que, N. M.; Albion Cranson, Cran- 
son Rambler, Inc., Bethesda, Md.:; 
Cecil Green, Crossroads Motors, 
Inc., Alexandria, Va.; David Shel- 
ton, Shelton Motor Co., Crewe, Va., 
and William Waters, Talley Imple- 





thousands of service stations are 


ENGINE PROTECTION 


TREATMENTS: 


* Every MARVEL 
TREATMENT 
(with new cart- 


Quice ty Pawo vane | ridge, crank- oy 
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poe aaa case oil and ERG 
service) is at ¥ LINC 
least a $10 
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sale!... BIGGER 
SALES... BIG- 
GER PROFITS! 


CURES KEEPS 


ENGINE 


MISERIES 


by dissolving sludge 
and varnish, freeing 
hydraulic valve 
lifters, permitting 
valve lifters to oper- 


ate quietly. cates. 
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ENGINE 
HEALTHY 


by lining all critical parts with 
oil film that positively reduces 
engine wear and tear, keeps 
valves and lifters free, cools 
high heat areas as it lubri- 


> 


MARVEL DIVISION 
EMEROL MANUFACTURING 
CO., INC. 


331 North Main Street 
Port Chester, New York 





ment Co., Washington, N. C. 

Winners of the Colorado Springs 
and Denver trip included John 
Clark, Jr., Clark Auto Co., Dallas. 
Texas; Jay Battenfield and King 
Autry, Battenfield Motors, Ama- 
rillo, Texas; J. C. Hamilton, Hamil- 
ton Nash Co., Houston, Texas: 
Mack Massey, Mack Massey Mo- 
tors, Denton, Texas; Bob Moore, 
Bob Moore Rambler, Inc., Wichita. 
Kan.; Dave Barnes, Nash Central 
Motors, Kansas City, Mo.: J. A 
Rychlec, Rychlec of Newton, New- 
ton, Kan.; E. E. Camferdam, Secur- 
ity Motors, Inc., Memphis, Tenn.: 
W. E. Penney, Bill Penney Moto: 
Co., Huntsville, Ala.; C. W. Scar- 
brough, Scarbrough Motors, Inc.., 
Pine Bluff, Ark.; Carl DiSalvo, 
Compton Motors, Inc., Maplewood, 
Mo.; Gale Cable, Gale Cable Ram- 
bler, Inc., Springfield Mo., and 
Peter Wagner, Wagner 3uick- 
Rambler Co., Washington, Mo 

Atlanta (Ga.) Zone Manager C. 
D. Keller was among factory hosts 
on the Laurentians jaunt and 
Memphis (Tenn.) Zone Manager 
C. C. Daley, Jr., with other factory 
hosts, accompanied the Colorado 
Springs and Denver travelers 
Ford Sales Drop Sharply 
For First Six Months 


ees Motor Co.’s_ consolidated 
sales of $1,987,300,000 for the 
first six months this year fell 34% 
below last year’s sales of $3,009,- 
500,000 for the first six months, 
while earnings plunged from $171 
million for the first half of 1957 to 
$5,400,000 for the same period this 
year. 

The decline in earnings, accord- 
ing to the company, was due pri- 
marily to a sharp reduction in 
sales and increased costs of labor 
and materials. 

In the second quarter of 1958, 
the company lost $17,300,000, or 32 
cents per share, compared with 
first-quarter net earnings of $22,- 
700,000, or 42 cents per share. Sales 
declined to $891,500,000 in the sec- 
ond quarter from the _ $1,095,- 
800,000 figure in the first quarter 
of 1958. 


Union Wins in Mississippi 


The United Steel Workers (AFL- 
CIO) won an election at two 
Laurel, Miss., dealerships last 
month. It won 12-8 at Nester 
Chevrolet Co. and by 20-1 at 
Southern Motor Co. This was the 
first time for a Mississippi dealer’s 
employes to vote for a union. 
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H. F. “Red” Reagin 


Atlanta May Become Host 
To National Garagemen 


A. GA., may be the host 
city to the 1960 annual con- 
vention of the Independent Garage 
Owners of America, whose several 
thousand members reside in ap- 
proximately 35 states 

H. F. “Red” Reagin of Atlanta, 
who was named first vice-presi- 
dent of IGOA at its June conven- 
tion in Los Angeles and who is in 
line for elevation to the presidency 
at the June 1959 convention at 
Denver, Colo., told SOUTHERN 
AUTOMOTIVE JOURNAL: 

“There's a good chance ve’ll get 
the convention if the fellows want 
it and are willing to work to make 
it a success.” 

The Independent Garage Own- 
ers of Georgia, of which he is also 
president, will decide the question 
at an early meeting, he added. 

Attendance at the convention 
ranges from 200 up. The first an- 
nual convention was at Wichita, 
Kan., in 1956 and Toledo, Ohio, 
was host last year. 

Forty garagemen at_ Baton 
Rouge have initiated a move to 
bring Louisiana into the IGOA and 
units at Paducah and Louisville 
are arousing state-wide interest in 
Kentucky. Inquiries have even 
been received from Alaska. 

“This has ceased to be a small 
business,” Reagin told the July 17 
dinner meeting of the IGO of 
Georgia in Atlanta. “IGOA is now 
a big business,” and he proceeded 
to list all the subjects handled by 
the national directors in long days 
of meetings at Los Angeles ahead 
of the convention. 


NADA Vice-President 
To Address Virginians 
IRKETT L. Williams of Cleve- 


land, O., first vice-president of 
the National Automobile Dealers 
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Association, will be a _ principal 
speaker when the annual conven- 
tion of the Automotive Trade As- 
sociation of Virginia is held Sept 
21-23 at the Cavalier Hotel at Vir- 
ginia Beach. Attendance is ex- 
pected to exceed 500 

In keeping with the resort at- 
mosphere, a leisurely tempo will 
prevail in scheduled events, ac- 
cording to Executive Secretary 
Charlie McFee. An outstanding or- 
chestra has been obtained, he said, 
for the convention dance on Mon- 
day night, Sept. 22 


Abilene Dealers Organize 


The Abilene (Texas) Authorized 
New Car Dealers Association has 
organized and elected J. M. Manly 
Manly Pontiac, president. Other 
officers are James Berg, Mustang 
Lincoln-Mercury, Inc., vice-presi- 
dent, and Jake Moore, Thornton 
Motor Sales (De Soto-Plymouth), 
secretary-treasurer. Directors are 
Fred Hughes, Fred Hughes Motors 
(Dodge-Plymouth), and Horace 
Holly, Horace Holly Motor Co 
(Chrysler-Plymouth ) 








the GREAT CHOICE in 


worm-drive hose clamps 


where quality is crucial! 





where the need is speed! 





Performance 
guaranteed 
since 1913 


IDEAL — America’s oldest clamp manu- 
facturer —has always been first choice 
for all hose connections. Proved yester- 
year on motordom’s first cars — every 


year on the Indianapolis Speedway for 
the cars of today and tomorrow. 





435 LIBERTY AVENUE, BROOKLYN 7, N. Y. 
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Safest — Fastest 





SIMPLE TO INSTALL 


Anyone who can use a wrench can install 
Dualmatics. Each set packaged in display 
carton complete with new studs, gaskets, 
and instructions. 


SIMPLE TO OPERATE: 


When levers of Dualmatic are changed 
from Free to Lock (takes less than 2 min- 
utes), they automatically swing axle into 
position for engaging to 4-wheel drive. 
Not necessary to rock or move truck. 


- 
Dualmatic Dealer Cost 
Set Any 3 
No Make & Models set order 


oO 


Willys Jeep 51 thru 58 40.00 
Willys Jeep 42 thru 50 40.00 
Chev. 2 Ton 1957 on— 
GMC 12 Ton 1958 on 45.00 
Chev. % Ton 1957 on— 
GMC % Ton 1958 on 45.00 
Chev. 1 Ton 1957 on— 
GMC 1 Ton 1958 on 
Chev. Military 4x4 
GMC 2 Ton 100 
Series 56/57 
GMC % Ton & 1 Ton 
150-250 Series 56/57 
GMC Military 6x6 Split Case 
GMC Military 6x6 Banjo Case 
Dodge W-100, W-200 1957 on 
Dodge Power Wagon 1942 on 
Dodge W-300 1958 on 
IHC A-120, S-120 Series 
IHC A-140, A-160 Series 
IHC A-160 optional, and 
A-170, A-180 
W-180 White Scout Car 
M-160 Marmon-Herrington M-504 
M-165 Marmon-Herrington M-604 


TTTO9000OD O ON 0 0 OFS 
SSBr-okk GB LO & w WHY 
On soerusc oOo OM 8 aw 

© abh>D 

o SaaS 


$38 RRS: 
888 8888 


8 
8 


Order from your local automotive jobber. 
Write direct for catalogues, folders, and 
complete price sheets. 


PRODUCTS CO. 
P.O. Box 178 
LONGMONT, COLORADO 
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These are officers of the first unit 
of the Independent Garage Own- 
ers of America to be chartered in 
Kentucky, the IGO of Barren 
County, with headquarters at 
Glasgow (Il. to r.): seated, Wilbur 
C. Jones, president, and Robert 
Hogue; standing, Herbert Glass, 
Arie Toohey and George Lewis. A 
budget plan has already been in- 
augurated for their customers and 
a carburetor clinic has been held. 


Protecting Car-Pay Plan 
Gets Texans' Nod 


A FINANCIAL protection plan 

which underwrites ability of 
new- and used-car buyers to pay 
monthly notes got underway in 
Texas last month. 

Principal dealers in San An- 
tonio, Houston and Dallas signed 
up with Time Payment Warranty, 
a wholly-owned subsidiary of 
Southern Plan Corp. of Houston, 
whose backers reportedly are 
pushing it as a shot-in-the-arm to 
recession - struck dealers and 
would-be car buyers. 

Under the plan, should the buy- 
er lose his job due to strikes, cut- 
backs or layoffs, the firm assumes 
payment of the notes for three 
months. The three-month period of 
coverage was chosen as a result of 
nationwide research showing that 
most Americans fear short-term 
unemployment and three months is 
the average income period affected 
by short-term unemployment. 

Sole cost is $1 a month paid by 
the dealer for each car sold under 
the plan. The buyer receives a 
warranty certificate, plus three 
blank bank drafts, which are to be 
mailed one at a time to head- 
quarters with a notorized state- 
ment from his employer verifying 
his loss of job was due to one of 
the three causes covered by the 
agreement. 


Drilling costs account for 47% 
of the total expense of finding and 
producing oil. 








WHICH WOULD 
YOU BUY? 








You wouldn't buy an old-fashioned 
electric car if a modern auto were 
available at the same price. 


? 


PATS. APPLIED FOR 


Only Moog Chrome + Plus offers a 
top “Fire Ring’ with revolution- 
ary ‘‘Break-In Sheath’’—a thin 
layer of non-abrasive MARKER 
METAL plated over the hard 
chrome face. 

The ‘“‘BREAK-IN SHEATH”’ seats 
like soft cast iron for fast break in! 
Stops oil pumping, boosts com- 
pression, gives your customer the 
new car performance he’s looking 
for—sooner! 

The Harp CHROME LAYER, not 
scuffed during seating, resists wear 
and lasts longer! 





SEE FOR YOURSELF! Try just one 
set of Moog Chrome+ Plus. You'll 
never be willing to settle for ordinary 
chrome piston rings again! 











MOOG INDUSTRIES, INC. . ST. LOUIS 14, MISSOURE 


SOUTHERN AUTOMOTIVE JOURNAL for August 1958 





Seat Cover Body Expands 
Good Car Keeping 


oe to expand its successful 
Good Car Keeping promotion 
through the formation of a Good 
Car Keeping Institute have been 
announced by The Automobile Seat 
Cover Association of America. 

President Murray Lukatch told 
members that the formation of the 
institute would encourage greater 
participation by all parts of the 
automotive accessory industry. He 
indicated that the Good Car Keep- 
ing promotion this year proved that 
it could stimulate greater purchas- 
es of a wide range of products, in- 
cluding seat covers. 

The association will present its 
story before retailers at a special 
meeting during the Automotive 
Accessory Manufacturers Associa- 
tion Show in New York next Feb- 
ruary and before trimmers at the 
Auto Trim Show convention to be 
held Dec. 6-8 in Los Angeles 


For Fifth Year 


G RANTS by the Automobile Man- 
ufacturers Association to or- 
ganizations promoting highway 
safety have topped the million- 
dollar mark for the fifth consecu- 
tive year, according to President 
L. L. Colbert. 

Colbert, who is also president of 
Chrysler Corp., said grants total- 
ing $1,350,000 had been approved 
by the directors for the new fiscal 
year. The largest individual grants 
are made to the Automotive Safety 
Foundation and the National High- 
way Users Conference. 

Grants to the National Safety 
Council, the Society of Automotive 
Engineers, the International Road 
Federation and the Northwestern 
University Transportation Center 
also were approved. 


ATAM Picks Ullrich 
For New President 


N° president of the Automo- 
tive Trade Association Manag- 
ers is Lew Ullrich of Kentucky, 
named at the franchised car deal- 
er association managers’ recent 
summer meeting in San Antonio, 
Texas. 

Other officers are Les Sander of 
Illinois, vice-president, and Otto 
Henneberger, New Jersey, secre- 
tary-treasurer. 

Dean Chaffin of Bozeman, Mont., 
president of the National Automo- 
bile Dealers Association, told the 
body that NADA is considering a 
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field staff to recruit and retain 
members at an approximate cost 
of $160,000 annually. Each man, 
he said, would receive around $1,- 
000 a month for compensation and 
travel expenses. 


C.1.T. Elevates Smith 


Henry D. Smith has been named 
an assistant vice-president of Uni- 
versal C.I.T. Credit Corp. and 
placed in charge of the Lansing di- 
vision, according to President Alan 
G. Rude. A native of Memphis, 


Tenn., Smith joined the corporation 
in 1940 as a field representative in 
Louisiana. He attended high school 
and Southwestern Louisiana Insti- 
tute in Lafayette, La 


Missourians Name Field Man 


George McGregor, former Ford 
dealer of Kirksville and a one-time 
director of the Missouri Automo- 
bile Dealers Association, is now 1n 
charge of that group’s field service 
activities. McGregor will mak 
periodic membership calls 





400 





EXTRA 


HEAVY-DUTY 


ANTICIPATES 
| MEETS 
& SURPASSES 


- GUARANTEES - 


YOUR customers. 


‘in 8 sizes: 
--12-0z., Pint, Quart, 
1, 2¥2,-5, 30 and 

54-Gallon Sizes. _ 





proposed new SAE regulations. 
Conforms to SAE 7OR1 . . . sets: 
the pace for proposed SAE 70R3. 


exclusive new safety for 


- EASY TO STOCK 


ThezOnly Brake Fluid Made That 
WON’T BOIL UNDER 400 F. 


—_— 


” EXTRA 
PROTECTION 
AGAINST 

BRAKE FAILURE 


EXTRA 

SAFETY FROM 

VAPOR LOCK 

Won't Boil under 400° F 
Flows down to 60° F 
below zero 


Write for Catalog Sheets Today 


WOLCOTT AVE 


Toront Ontario 


411 N 
THE BELL CO., INC. ( chicaco 22, ut 
! € vd BELL CHEMICAL LTC ¢ Bathurst >? c 
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ror NEW MONROE 
LOAD-LEVELERS... 


MONROE LOAD-LEVELERS PREVENT 
“TAIL DRAG” AND ITS RELATED DANGERS 


They preserve car stability . . . prevent “bottoming” on drive- 
ways and rutted roads. . . prolong tire life. They’re the logical 
answer to the problem of making a car ride level when it’s 


heavily loaded. 


Monroe Load-Levelers prevent these troubles... 


\\ 


BUMPING ON DRIVEWAYS 
Monroe Load-Levelers pre- 
vent this by increasing road 
clearance of heavily loaded 
cars by 35% to 45%. 





UNCOMFORTABLE RIDING 
Without Monroe Load- 
Levelers, rear passengers are 
awkwardly seated and ride un- 
comfortably. From this posi- 
tion it is difficult to leave car. 





LIGHTS OFF ROAD 
Without Monroe Load- 
Levelers, car sags under weight 
of heavyload, lights are angled 
into eyes of oncoming motor- 
ists, visibility is reduced. 


Want more facts? Use Reader Service Card Page 119 


SHORT TIRE LIFE 
Without Monroe Load- 
Levelers, heavy loads change 
caster of front wheels, cause 
misalignment, excessive tire 
wear and poor steering. 


SWAYING ON CURVES 
Without Monroe Load- 
Levelers, heavily loaded car 
sways as it rounds curves; pas- 
sengers are thrown from side to 
side. Car stability is impaired. 


ADVERTISED IN 


Ihe Saturday Evening 


POST 
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And it’s a whopper! 


EVERYONE who drives a car heavily loaded with passengers or 
luggage needs Monroe Load-Levelers for safe, comfortable 
driving. Don't let the enormous market for this revolutionary 
new product pass you by. Get complete details today. 


y Witm ~\ He 
CNS a 











INSTALLED IN LESS THAN 30 MINUTES 


Monroe Load-Levelers are installed in exactly the 

same position and on the same mounting as original- ONLY $3990 
equipment shock absorbers. Each unit includes a heavy 

duty shock absorber, scientifically calibrated to con- A SET 

trol standard car springs, and also the Load-Leveler _— 
spring—an integral part of the unit. The automatic 

control feature produces a comfortable, stable ride 

when the vehicle is operated with a heavy or light load. 


CALIBRATED RIDE CONTROL WITH ANY LOAD SUED CYTE ir cl ie 





*RONROE AUTO DOLEFEARNT COMPAIT, enzoe, tice TAT Tye 


World's Largest Maker of Ride Control Products 
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To Heip Prevent Breakage 
Of Safety Reflectors 


| Bios breakage of safety reflec- 
tors at the rear of trucks will be 
encountered if the glass is swung 
with a hinge 2s illustrated 


Tri, dil . 
CK Bey = 


ee 
ro eo 7 
| 


HINGE 


Sy) — \y SAFETY 
eY/— — REFLECTOR MOUNTING 





On the road the changing angle 
as the hinge swings is an added ad- 
vantage. — Hugh Lineback, The 
Technical Institute, Oklahoma 
State University, Stillwater, Okla- 
homa., 


To Use Cardboard Box 
For Push Rod Holder 


Wwe overhauling an engine, I 
make a push rod holder for 


valves from a discarded cardboard 
accessory box. 


Taping closed the opened end of 
box, I punch holes in the top for 


the required number of push rods. 
This box can be used again and 
again to keep push rods in respec- 
tive order.—Leland Lawson, Eud- 
ora, Kansas. 


To Guide Connecting Rod 
Onto the Crankshaft 


H™ is a one-man way to guide 
connecting rod onto crankshaft 
when assembling pistons and rods 
to a V-8 engine: 

Push a piece of 3/8” rubber hose 
about 12” long (discarded air line 
or welding hose will do) onto the 
upper connecting rod bolt as the 
rod and piston assembly is started 
in the cylinder bore. Care should 
be taken to place lower end of the 
hose on the upper side of the crank- 
shaft journal. The hose wili serve 
as a guide for the connecting rod, 
holding it up and aimed at the 
crankshaft. 

As the piston is bumped down, 


the base slides along the crank- 





ALABAMA: 


AFFILIATED 
NATIONAL 


the Washington. 


High in the majestic mountains of Vir- 
gima, Hotel Mountain Lake provides the 
ultimate in vacation pleasures. A crystal 
clear lake for fishing, swimming, boating. 

. - horseback riding, golfing, tennis, 


mountain climbing . . . in nature’s most 
scenic setting. Invigorating climate, 
crisp, cool nights. Choice of excellent 
hotel accommodations or secluded rustic 
cottages. 


AMERICAN PLAN —REASONABLE RATES 








—__ 


* Open June ist thru Sept. 1Sth 


Write to Hotel 


MOUNTAIN LAKE 


Mountain Lake, Virginia 





Mobile—the Admiral 
Semmes; Birmingham—the Thomas 
Jefferson. WASHINGTON, D. 

INDIANA: 


wood; Dallas—the Baker and the 
Travis; El Paso—the Cortez; Gal 
veston — the Buccaneer, Galvez, 
Seahorse, Jean Lafitte and Coro- 


in 


OFFICES: 
) New York 


Circle 7-6940 
..MOhawk 45100 


HOTELS 


TELBVIgIOW 


dianapolis—the Claypool. LOUISI- 
ANA: New Orieans—the Jung and 
the De Soto. NEBRASKA: Omaha— 
the Paxton. NEW MEXICO: Clovis 
—the Clovis. SOUTH CAROLINA: 
Cotumbia—the Wade Hampton. 

TEXAS: Austio — the Stephen F. 
Austin; Brownweed — the Brown 


nado Court; Laredo — the Plaza; 
Lubbock — the Lubbock; Martia — 
the Falls; San Angelo—the Cac- 
tus; San Antonio—the Menger anc 
the Angeles Courts. VIRGINIA: 
Mountain Lake — the Mountain 
Lake; Nerfolk—the Monticello 


Mexico City.... 46-98-92 
Washiagton....EXecutive 3-6481 


* Galveston. SOuthfietd 5-8536 


Free Inter Hotel Teletype 
Reservation Service 
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GOT A GOOD 

$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A —_ or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











shaft journal until the rod is 
in place. Obviously, it is almost im- 
possible to damage anything in the 
engine with a rubber hose and 
when rod is in place, hose can be 
removed for use again.—Jack Rob- 
erson, Wray Lincoln - Mercury 
Company, 717 Crocket Street, 
Shreveport, Louisiana. 


Smoothing Door Edge 
On Bel-Airs 


OMETIMES on four-door 1956-57 

Bel-Air Chevrolets. the rear 
doors have closed a quarter-inch 
past the quarter panel, and we have 
found it difficult to smooth out the 
rear edge flush with the 
panel 

We tried moving the door out. 
but this produced a rattle. To elim- 
inate this trouble, we now use big- 
ger rubber bumpers on both door 
and quarter panels, making them 
flush with no rattle. Bumpers must 
be approximately 34” thick and 
34” in diameter G. Lynch, 
George’s Garage, 70 Woodfin, 
Asheville, N. C 


body 


To Clean Obstructions 
From Gas Lines 


4 CLEAN dirt and other obstruc- 
tions to gasoline flow through 
gas lines, we use a gallon Coca- 
Cola bottle with two 4” pieces of 
14” copper tubing soldered through 
two holes drilled or punched 
through cap, 112” of one protrud- 
ing from the top and 11%” of the 
other inside the bottle. 

To the short tube outside we 
connect a 14” wiper hose to the gas 
line. To the long tube outside, 14” 
wiper hose is used to connect it to 
the manifold vacuum of the job 
being worked on or one close by. 
About five pounds of air is the 
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maximum safe pressure. However, 
the 20” vacuum pulls all obstruc- 
tions from the line. Dirt settles to 
bottom of jar and clean gas can be 
drained off and returned to tank. 

Allen Lovercheck, Auto Special- 
ty Works, Bandera, Texas. 


Constructing a Device 

To Pull Ford Axle 

_— a late-model Chevrolet 
axle, I made a device to pull 

late-model Ford and Chevrolet 

axles. 


To the axle I fitted a 15-pound 
hollow iron bar and welded a 
washer and nut on the end. With 
this tool an axle may be pulled 
quickly.—Barry Walters, Route No. 
1, Box 103, Redfield, Arkansas. 


Designing a Puller 
For Small Gears 


| es removing small collars or 
gears, a puller may be made 
from a turnbuckle. 

Cut off one end of turnbuckle 
and run a bolt through the end of 





PROFI 


charging circuit failures in 


profit in battery sales and charges. 


ERALL TESTERS 


SUPERTESTER MULTICHEK 


ARGERS 
_— AND POWERCHARGERS 


\) 





More than 13,000,000 road break- 
downs were caused by battery or 
1957. 
Regular testing will stop this terrible 
yearly waste of $50,000,000. Regular 
testing will also give you a handsome 


NEW, SPARKLING C 


dollar” look. 


FROM MOTORIST’S 


NO. 1 ENEMY 


Surveys show you will sell 1 bat- 
tery and 4 charges every time you 
test 10 batteries. Fox Battery Servic- 
ing Equipment is the key to all these 
profits. 


FOX CHARG 


FEATURES! 
FULL OF —* CASE FRONTS. 


Give Fox equipment that “million 


NTY. 
SILICON OR SELENIUM—5 hn a 
shoice of rectifiers --- 
Your choice © — 
are fully protected and uncondi 
ally guaranteed for 5 years. 
6, 8, 12, 16 OR 24 VOLTS. —_ 

‘ Charge anything that con oS. 
automotive, truck or highway © 4 
ment, bus, military or mat ne ell 
t ries Today’s special voltage 

eries. ) 

be standard tomorrow. 


OMATIC CUT-OFF. ” 
wall you have to do 1s — 
battery Safetronic argo ys . ood 

' ul ‘cally cut off when 
é automatically cu t 
= . fully charged. Electric timer 


pf els also available. 


cut-off mod 





WARNING! 

Beware of “bargain” charger 
claims. You can prove Fox supe- 
rior charging ability by a simple 
test. Write us or your Fox Distrib- 
utor for demonstration. 











Write today for FREE “Get 
Your Battery Checked” 
SIGN and Profitable Hints 
on Battery Servicing. Fox 
Products Co., 4706 N. 18th 
St., Phila, 41, Pa. 


BATTERY SERVICING 
EQUIPMENT 
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each arm. If necessary, the size can 
be decreased and the prongs kept 
from spreading by wrapping a wire 
loop around the arms.—-Hugh Line- 
back, The Technical Institute, Ok- 
lahoma State University, Still- 
water, Oklahoma. 


Diminishing the Noise 
On Ford Engine 
ITH the new Ford engines wé 
have encountered some trou- 
ble by the thrust button producing 
noise when it rubs against the 


rough finish of the fuel pump ec- 
centric bolt. 

We eliminate possibly 90% of 
the noise by refacing the bolt on 
the valve grinding machine.— 
David E. Stubbs, c/o Courtesy Mo- 
tors (Ford), 515 E. 4th Street, 
Charlotte, N. C. 


Preventing Rust Forming 
On Dimmer Switches 
spe PREVENT future trouble with 


under-floor dimmer switches, 
we install a shield with each which 





replacement parts that may save 
Their time — and 


fractions of pennies. 


reputation is worth much more. 


They buy bolts, nut 
Lamson & Sessions’ 


Ss, cap screws from 


complete line 





of original equipment 


* 


the world’s largest, 


maker of aut 


ImMoj#civ 


fasteners... from 
most dependable 


e fasteners. 


5000 TIEDEMAN ROAD, CLEVELAND 9. OHIO e PLANTS AT CLEVELAND & KENT OHIO « CHICAGO « BIRMINGHAM 
The Lamson & Sessions Co. 


116 
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protects it from rust caused by wa- 
ter splashing and dirt 

To make the shield. use a thin 
piece of metal, bore it at the screw 
holes in the new switch, screw it on 
and bend in an almost closed box 
shape. Sheet, however, must not be 
so wide as to make underside of 
switch inaccessible to electrician 
G. Lynch, George’s Gurage, 70 
Woodfin, Asheville, N. C 


Protecting Axle Shaft 
In Pulling Rear Hub 


ones pulling rear hubs, care 
must be taken to prevent 
damage to the threaded end of the 
axle shaft, especially on Studebak- 
ers, since the hubs on these cars 
are usually very tight and the axle 
ends much softer than on other 
cars. Where puller set does not 
include a capped nut for the screw 
to rest against, axle nut may be 
turned around after removal of the 
washer and screwed back on ap- 
proximately one thread past flush 
before mounting the puller. This 
will prevent the end of the axle 
from swelling Victor McGee, 
1111 Ridgeway Street, Mayfield, 
Kentucky. 


Standard-Triumph Adds 
23 Southern Dealers 


PT oonpagge of these 23 dealers in 
the South by Standard-Tri- 
umph Motor Co. ha 
nounced by Guy Fox, 
vice-president and 
manager: 

Alabama—Freeman Motor Co., 
Fayette; John Penney Motors, 
Huntsville; Pryor Motor Co., De- 
catur; Delaware—Motor-Sport En- 
terprise, Wilmington; Florida 
Mayfair Imports, Miami; Riverside 
Oldsmobile, Inc., Daytona Beach; 
Humphrey Motors, Inc., Tampa; 
Georgia—Trussell Motor Co., Ath- 
ens: Lawrence Ford Co., La- 
Fayette; Jack Briscoe, Atlanta 

Kansas — Parker Buick Co., 
Lawrence: Holiday Motor Co., 
Hutchinson; Maryland—Anderson 
Oldsmobile, Inc., Baltimore; Ewell 
Motors, Inc., Glen Burnie; Mis- 
souri — European Motors, Ltd., St. 
Louis; North Carolina—Wallace 
Motors, Salisbury; Gathings Moto! 
Co., Inc., Charlotte; South Caro- 
lina—East Side Motors, Kingstree; 
Tennessee — Chuck Hutton Co., 
Memphis; Texas Transatlantic 
Motors Corp., Midland, and Vir- 
ginia—United Auto Imports, Inc., 
Rosslyn; Capital Service Station, 
Emporia; Coates Motcr Co., Inc., 
Virginia Beach 


been an- 
executive 


general sales 


SOUTHERN AUTOMOTIVE JOURNAL for August 1958 





SOUTHERN AUTOMOTIVE JOURNAL for August 1958 


A Gold Mine 


of Tool 


Information 





112 pages packed with information and pictures — over 4,000 
quality shop tools, mechanics’ tools, work-saving specials. 


Your copy of the new Snap-on tool catalog is 
now ready. This big 112-page book brings the 
complete Snap-on line right to your finger tips. 
Use it to buy from. Use it as a ready reference 
and guide. 

You'll find full details on the wide range of 
Snap-on shop equipment — Anal-O-Scope engine 
analyzer; tune-up meters, gauges, testers; auto- 
matic transmission tools; wheel aligners and bal- 


SNAP-ON 


2052-1H_ 28th Avenue e 


Cc Oo RP OO R A T 8 


Kenosho, Wisconsin 


ancers; hydraulic service and body-repair jacks; 
pullers; valve and valve seat grinders. Complete 
description of Snap-on tool chests and cabs. Page 
after page of high-quality hand tools — wrenches, 
sockets, pliers, screwdrivers, tool sets — every- 
thing the modern shop needs for complete auto- 
motive service. 

Ask your Snap-on man or write us for your 
free copy of this valuable catalog ‘““W.” 


sy Smap-on 


* | SETTER MECHAY C3 


Want more facts? Use Reader Service Card Page 119 








FREE! 


HELPFUL 
| BOOKLETS 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





WRITE FOR CURTIS LITERATURE 
ASSEMBLY KIT C-6—Gives full in- 

on Curtis Air Compressors, Curtis 
ashers and Curtis Auto Lifts. Curtis 
tic Machinery Division of Curtis Mfg. 
38 Kienlen Avenue, St. Louis 20, Mo 


Handy reference sheet with com- 
ng of all passenger cars by model 
terchangeably wit model name 
up time by including car model 
found elsewhere Useful as a sup- 
ery automotive parts catalog. 
20-21 Wagaraw Rd., Fair 


id MODEL NUMBER INTERCHANGE 


10 VENTILATED CUSHIONS — Com- 

ete merchandising program on Kool 

ms, ine luding handsome wire display 

. te. color catalog sheets, other adver- 

tising on complete Kool Kooshion line. Kool 
} shion Mfg. Co., Dyersburg, Tenn 


10 WAGNER AIR BRAKE AND RO- 

TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
nir-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Compresser complete 
with diagrams. cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as _ installation kits. 
Write for Catalog KU-20 Wagner Electric 
Corporation. 6362 Ply aol Avenue, S&t. 
Louis 14, Missouri 


1 CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind 


10 TOOLS—'‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to pnurchase equipment In various steps until 
a full set has been purchased. H. K. Porter, 
Inc 74 Foley St., Somerville, Mass 


10 1957 EDITION OF 12 VOLT ELEC- 

TRIC EQUIPMENT FOR PASSEN- 
GER CARS—OContains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg 
ing, starting and ignition systems are dis 
Special section devoted to trouble 
shooting of 12-volt electrical equipment 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind 


cussed 


10 AMMCO BRAKE SERVICE, ENGINE 

REPAIR, AND HONING TOOLS 
AND EQUIPMENT — Catalogs, describing 
the Ammceo line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments 
pin fitting honing machines, small _ bore 
hones cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches 
Ammeco Tools, Inc., 2110 Commonwealth 
Ave., North Chicago, Il. 


SELECTION GUIDE OF SPECIAL- 
1] IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools Especially helpful to 
inexperienced operator, making it practically 


118 


given oj 
g pointing it ever I 
Form No 88-808 Alemite Div., § 
Warner Corp., 1826 Diversey Parkway 
igo 14, Illinois 


SiS drawin 


! 12% SOUND SLIDE FILM 
ymotive Wheel Bearings’’ is tl 
seri of aids designed 
servicemen 
practica 
ious applicatior 
earing and 
I F gu Service, 110 
Shoemaker Ave Detroit 13, M 
1] NEW BRAKES & TIPS ON TROU 
BLE SHOOTING—A 24-page Gre 
k booklet giving service informatior 
iding the 
brake used on Mercury and t 
and the total contact brake used 
r the Chrysler Corporatior r 
includes trouble shooting information 
on brakes on all cars, including older mods 
Grey-Reck, Manheim, Pa 


brakes used on 1958 cars incl 


TION—An indexed 

manual listing 32 major oil consun 
tion problems remedies. Informative 
nstrated pare: Vv » of the top t« 
nical staffs i I ‘ Write—0Oil Con 
sumption Booklet » Hammered, 2 1 
Sanford Street iskegon, Mich 


easy-to 


114 32 REASONS FOR oe CONSUMP 


] ] TOOLS FOR AUTOMATIC TRANS 
MISSION SERVICE—Tools and 
istrated instructions for ic 
Cadillac Pontiac Lircoln 
r, Frazer, Ford, Mer 
Pret saponin yen aol hy 


s, New Britain, Conn 


] ] AUTOMOTIVE ELECTRICAL EQUIP 
MENT CATALOG No. D-200—Ay; 
automobiles trucks trailers farr 

industrial equipment New 64-page cata 

covers entire field of automotive switcl 
accessories, et Volt 
age ratings are clearly spe fied in large type 
for all switches. and ts. Cole-Her 


t r 
see Co., 20 Old Colony Ave., Boston 27, Mass 


es, connectors. wiring 


] 1 BRAKE SERVICE GUIDE 
nstructions ns pe 
und bleeding the brake 
ble ¢ hart » for Bu 
lectric 
14, Mo 


] ] RAMCO SERVICE MANUAL 5th 

edition Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauline and how 
to overcome Ramsey Corp., 3698 Forest 
Park Blvd., St. Louis 8, Mo 


12 SALES AIDS AND MERCHANDISER 

CATALOG, FORM D-227—Features 
a complete line of quality automotive elec 
trical equipment mounted on effective ‘‘Busi 
ness Getting’’ displays. This colorful 8-page 
catalog covers the entire field of switches 
connectors, voltage reducers, etc for auto 
motive truck, trailer, bus, marine, farm, 
earth-mover and industrial equipment. Cole 
Hersee Co., 20 Old Colony Ave., Boston 27, 
Mass 


strated 
vest extra 
On-A-Car 
tire retruing 
thod sing most 
advanced ear Mfg. Co., 
Dept. SAJ Island 
12 AERO-SEAL HOSE CLAMPS—An il 
lustrated 4-page folder giving clamp 
ranges mechanical information, engineering 
data, stock numbers, packaging. et Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J 


] 2 STANDARD DUTY GENERATOR 
REGULATORS A 16-page 8% x 11 
inch booklet covering the operatior and main 
tenance of Deleco-Remy 
tures) Contains i 
f adjustment 
ins understand 


Service 


12 HYDRAULIC BRAKE FLUID SERV 
ICE—HOW TO CHECK, DRAIN, 
Ta REFILL BLEED—| ‘ ‘ 


that ontains 


12 TOOLS FOR FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS 

necessar 

nd Mer 

Hand Tools 


Britain, Conn 


133 ' CATALOG HO 


134 MOOG RINGLINER 


Ave 
l 37 DELCO REMY meer AL SERV 
Lape klet 

tomoti 


Department Ande 


138 ° PLUG CHEEK ; 


er vari 
tool is pone igr t ' 
agnosing epar nlug t rance problems 


Th » Electric Auto-Lite Co., Toledo 1, Ohi 
140 PRESSURIZED COOLING SYSTEM 


r oa ¢ 
ed cooling ¢ oe etailed in a 
( lembia A Conners 
141 MOOG STREAMLINER CATALOG 
arries exploded a, deta 
of leaf spring 


shackles, shock 


leaves, 8 r 

tie ro¢ 

sprines and «ther tien 
and trucks. Moog Indu Ir 6650 F 
ton Ave St. Le 14, Mo 


1¢ parts 


trations a 
Y } lta 


r 
r 
’ ig 


parts for car 


142 1958 MUFFLER CATAL oe SUPPL E 

MENT—L ists 

and dual exhaust ¢ meal ior each 

of 1958 cars Grand Automotive Prod t 
5 N. Ruby St., Melrose Park, II! 


144 RADIATOR SERVICING ager 
MENT—A w 48-pace book B 
print For Profits'’ explains bie profits ser 
icing radiators, explains the Inland method 
illustrates and < sribes Inland equipment 
free factory training school, payment plar 
ete Inland Mfg. Co., 1108 Jackson St 
Omaha 2, Nebraska. 


q WHAT'S THE BIG DEAL IN TIRES? 
145 Informative r brochure tells’ tire 
dealers and service s tion owners how 200¢ 
are making 
more money n tires in they ever thought 
possible! fl By buvi direct-from-factory 
with the strongest backing in the industry 
vritten unconditional road hazard guarantees 
up to 36 months, plus lifetime warrant 
Vanderbilt dealers make more friends and 
build solidly for future business with an on 
the-spot. no-red-tape. honor system adjust 
ment policy. Vane de rbilt Tire & Rubber Cory 
404 Fifth Ave., New Y *: i8, N. Y 


tire dealers a ov é ountry 
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INFORMATION CENTER 


BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts mentioned in this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on parts, equipment, accessories 
or services, just insert the appropriate key numbers of the New 
Product or Booklet listings in which you are interested. For more 
information on advertisements, just indicate the page number 
on which it appears. 

Be sure to print or write legibly your name and address— 
drop it in the nearest mail box and 


SAJ pays the postage! 


! AUGUST, 1958 
Send me these FREE Catalogs and Bulletins... Fill in numbers 


OOOOOOUOOUOUO 


: | want details on these New Products . . . Fill in numbers 


CAICICICICICIC 


' Send more information on following advertisements 
| (List page No. also compeny name if more than one ad on page) 


Secditadial 
Company Name 
' Type of Business 
| Street 
| City .. 
! AUGUST, 1958 
| Send me these FREE Catalogs and Bulletins... Fill in numbers 


OOOUOUOUOUOUOU 


' | want details on these New Products . . . Fill in numbers 


ON | Cath | a | Oe | | a 


‘ Send more information on following advertisements 
; (List page No. also company name if more than one ad on page) 


| My Name .. os mut ’ ree =o 
' Company Name 


i Type of Business . 
! 
| Street . 


' City... 


! 
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BOOKLETS 


FREE! 


14 RIALS AND beh ar REPAIR ee 


15. oe haga ROCKER ARM BEDAC 
= ‘ ita and 
Ke 


MAKE MORE SALES ALL OV 
15 THE oe. Attr , aie 


2 BONDO PLASTIC FIBERGLASS 
PASTS DIRECTION FOLDER 
‘ ] } 


is 


15: Ree tate ROD RECONDITION 
f , B 1utomotive } pes 
ew simplified method of grind 


a and 


de 


162 BONDO SERVICE BOOKLET 
LUSTRATED—Describes in com 
de application and uses of 

glass filler for the auto bod, 

ing different types of repair 

vantages and how to save 

ork Bondo Div Jaycee 

Northford, Conn 


163, ae TOOL gd 
ou e complet Ken T 
fications for each Incl 
ition of how and where each toc 
‘ st profitable advantage. Ken " 
Mfg ‘ 768 Ff North St Akron, Ohix 


1 shoul 


16 AIRTEX FUEL PUMPS New 
rebuilt fuel pumps. Catalog AX-70 


Airtex Automotive Div Inc Fairfield. Tl 


_ SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—1i8 
ize booklet gives type, construction Biz 
heat range and service procedure of spark 
Also deals with spark plug tools nd 
il installations inalyzes service cond 
rives hints for selling snark plues. etc 
on Spark Plug Co., Toledo. O} 


166" CYLINDER HEAD STOCK REMOV 
AL _CHART \ ! ocket 


167 1958 HEADLAMP AND SERVICIN G 
ag wo Ir i at 


168 CRANKSHAFT GRINDER MANUAL 


] T 
) 


170 TO TRUE OR NOT TO TRUE 9 


172 A-1919 FUEL PUMP SHOP MAN 
— ( tair the eratior test 
and i 


1 . uf 
Div I i 


] 73 HYDRAULIC PARTS—( 


17 


175 A-1920 SPARE PLUG SHOP MAN 
UAL nt or ning 


AXLE SHAFT GUIDE—\ 


ottstown, Pa 


A-2356 SERVICE Tire BOOKLET— 
17 On spark } nl and installa 
Jambor AC Sy ort Plug Di Flint 


Mi ‘i 


178 4 2416 OI FILTER INSTALLA- 
TION AND SERVICE MANUAL — 
} Jen bor AC Spark Plug Div Flint 2 


Mi 


179 A-2446 CHART— (In full 
mete atine 1 ‘‘What Your 

ou About Your Engine 

junk r "at Spark Plug Div., Flint 


18 THE LAMSON NO. 56-A AUTOMO.- 
TIVE CATALOG Completely re 
illustrated reference book of fasteners 
maintenance men 

» Screws and Nuts—Brass 

rs Assortments Brake 

ing Fasteners jumper Bolts, Tapping 

vs, Flat and Lock Washers. Truck Wheel 
Stove Bolts, Cotter Pins and many 


9 


ir 


st prices. dimensions and « 
& Sessions 


her items. L 
1 quantities are given. Lamson 
1971 W. 85th St.. Cleveland 2, Ohio 


181 _—— ptr CATALOG NO. 57 
vers complete line of wheel covers 
es to fit “14” 15” and 16” wheels 
a 


esas sco. Inc 333 Bist Ave., Bellwood, Ill 


185 SERVICE ENGINEERING BRO 
CHURE A ne brochure comprised 
of Service Engineering articles covering 
oil stl na dl problems, ring pre 

control problems peculiar to ¢ 
compression-high vacuum 


87-18 Northern Blvd Le 
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186 FILTER CATALOG 
: N Arlingt age 


187 BRAKE PRODUCTS 


188 3 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100-DB 


esting 


] 9] VMC GENERATOR 


Vl ter Atlant 1 
I ¢ s é \tla ’ 


193 WIRE AND CABLE CATALOG 


Elect 4 


19 —_— SALES 
y 2 lI) t ~ < 


PORTFOLIO”’ 
ets r y N 


I Ae SPARK PLUGS 


Lit Toledo 1, OF 


90 


20 HOW TO rear ca ag ooh ENG INE LIFE 


THE SERVICE STORY ON SHOCK 
2 ABSORBERS—Handbook nts t 


M 
Detroit 2 


EXTRA PROFITS —_ STEAM 
209 cLnanEs® 20-1 ‘ show 


nodels 


steam 


ee SHOCK ABSORBERS 
of Luxury-Ride and 


‘omplete catalog 
type needed for 


lines, including ! 
ear of each make, vear ad model 
erical parts listing nstalia 

und washer information. Heck 


ply Ce Dversburge,. Tenn 


21 SHOCK ABSORBER CATALOG NO 
320-T-A A 16 ] t nun 


Age isting 
ers « y makes—shock for every 


\ 
and some 


on- 


absorbers 
passeng 


roe 


21 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS Explains in 

simple language, every detail of Voltage Reg 

iltors how thev work why they are m 
ortant, how to adjust and ser e them. In 

16-page handy pocket size Po ten with many 

\ ork ne dr iwings t clarify and illustrate 
é ext Standar -— Motor Products Inc 
Y 


121 





HELPFUL 


BOOKLETS 
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16 — THE SCENES’’ — Facts 
2 figures on how heavy duty ni 


rts differ from others and why they 

eded BEHIND THE SCENES” de 

0 long life, peak performance are 

nto heavy duty ignition parts. Written 

n-technical language. STANDARD MO 

i PRODUCTS, Inc 7-18 Northern Blvd 
ng island City 1, N. ¥ 


21 ROUG IDLING — CAUSE AND 
CORRECTION—4-page bulletin lists 
ommon causes of rough idling and points 
orrective measures to be taken In 
explanation of how and why gum 
rburetor and wh at steps are neces 
remove um depo "Gumout Di- 

2690 oy Rn Rd., Cleveland 4, Ohio 


21 HOMESTEAD HOISTER—Folder de 
scribing truck and auto front-end 
pplications of combin 
Homestead Valve Mfg 
raopolis, Penna. 


lifts showing many 
r speed and safety) 
Co P. O. Box 848, ( 


221 HYDRAULIC JACK REPAIR KITS 
re explained in detail in a new il- 
on JACK PACK hydraulic 
For your free copy write 
Jo.. 2115 N. Marianna Ave., 
Calif 


222 ; "WHAT PRICE QUALITY’’—Read 
ignition parts should be made 
WHAT PRICE QUALITY”’ tells 
the story of the making of quality anes on 
parts Written in non-technical anguag 
wlenderd Motor Products, In¢ x7 18 North 
n Blivd., Long Island City 1, N. ¥ 


22 DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS—Full in 
formation included in our catalog 

ery automotive or industrial usag 
tical Mfg. Co., 2840 4th Ave. S., Minne 
lis, Minn 


22 THE ‘‘CAMEL COOLIE’ VENTI- 
LATED SPRING en four 
color catalog page is now vailable This 
newest product is hailed by; he industry as 
a welcome canitlen to the Camel line. H. B. 
Egan Mfg. Co., Muskogee, Okla 


22 = LEAK DETECTOR — Bulletin 

ws how hooking up the bearing oil 
leak eecenen reveals internal engine condi 
rod or cam bearing 
wear, plugged oilways, starved bearings, be 
fore tearing down the engine Also describes 
how the detector checks the completed over 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
vith maintained oil pressure one for cars 
one for larger truck engines Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, Mich. 


23 SIOUX TOOLS—New Catalog No. 58 
Sixty pages. New items inelude Air 
Impact Wre aches, Air Screwdrivers, Valve 
Cleaners, All-Angle Drill Kit, Electric Screw 
driver sets, and Pelican Nut Accumulators 
for use with impact wrenches Aliso complete 
information on Valve Face Grinding Ma 
chines, Valve Seat Grinders, Electric Drills 
Hole Saws, Electric 3ench and Portable 
Grinders, Wire Wheel Brushes. Flexible Shaft 
Machines, Electric Sanders Abrasive Discs 
lectric Polishers, Electric Impact Wrenches 

l Saws and Flat Sanders Albertson & 
Inc 3100 Lowell Avenue, Sioux 


tions, uncovers main 


33 NEW MUFFLER TOOL INFORMA- 
TION—Tool cuts through mufflers 
without use of chisels, saws or torches. Made 
f ht weight construction it fits from 

to 2%” pine. Muffler Products Corp., 
2808 Crawford, Houston 4, Texas 


23 BATTERY REPLACEMENT, BAT- 

TERY BUSINESS, BATTERY MER- 
Caanoae For Battery service informa- 
tion, a 27-page Association of American Bat- 
tery Manufac turers Battery Replacement 
Data boook, an A.A.B.M. 1958 edition of Bat 
tery Service Manual and A.A.B.M. Precau- 
tions Chart, ‘‘Handling of Acid Electrolyte.’’ 
Independent 3att Mfgrs of Amer. form 
ADV-1 ‘‘Does Your Battery Bear This 
Sign?’’, form ADV-2. ‘‘The I.B.M.A. Plan 
for Manufactureres, Jobbers and Dealers,’’ 
and form ADV-6, ‘‘Which Battery Shall I 
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Buy—Wet or Dry—Both Are Good.’’—Yo- 


cam Batteries, Inc P. O. Box 1124, Tampa, 
Fla. 


23 PLASTIC REPAIR KIT—6-page 

pamphlet gives details on DC-3 Resin 
and Catalyst. Includes the many uses of the 
product as well as several of the important 
points regarding the appreciation Plastics 
Division Dynatron Cor} 987 New Park 
Ave., W. Hartford, Conn 


23 THE TRUTH ABOUT TUBELESS 

TIRE REPAIR—Booklet based on 
200,000 actual on-the-road test miles Ex 
plains in detail the things that happen to a 
tubeless tire when it is punctured and de 
scribes the only safe, sure method of repair 
By reading this booklet and making the re- 
pairs as described in it you can guarantee 
that your patch will last the life of the tire 
H. B. Egan Mfg. Co., P. O, Box 1406, Mus 
kogee, Okla 


23 INSTALLATION OF SHOCK AB.- 

SORBERS—Detailed instructions for 
the removal and installation of direct a 
tion shock absorbers Stem and loop end 
types for both leaf and coil spring installa 
tions Monroe Auto Equipment Co Monroe 
Mich 


23 _— TO OVERLOAD SAFELY 
Brochure giv ps on safe overload 
Describes the i sift butyl cylinders 
fit inside the > coil springs or that 

with own coils and are in 
pring and frame Air 


Mai n St., Lansing 2, Micl 


23 TEST REPORT Spee ge’ re 

ports on the Air Lifts which can give 
air ride on any make or model. The product 
test gives complete details on installation and 
a resume of the tests endured by air lifts 
Air Lift Co., 2330 W. Main St Lansing 2 
Mich 


24 BATTERY SELLING AND SERV- 
ICING egg gre mag Attractive 8 
pag brochure in full color gives the com 
lete lin of cl gers, testers and accesso 
specifications Fox Prod 
18th St Philadelphia 41 


241 BRAKE SERVICE MANUAL—A 16 
page booklet giving complete instruc 
tions on servicing and ins ion of br 
shoe assemt 

senger car 

Mfg. & Sales 

timore 2, Md 


24 BRAKE SHOE IDENTIFICATION 
GUIDE A handy 22-page wall ch art 
containing full size outline drawing 
shoes and emergency brake bands with index 
and interchange numbers for domestic and 
foreign passenzer cars and trucks Imeco 
Mfg. & Sales Co 10 E. Lafayette Ave 3 
timore 2, Md 


25 RUBBER PRODUCTS—A condensed 

catalog designed for parts reference 
work just released It contains handy sin 
plified identification and illustrations of floor 
mats, pedal pads. motor mounts, and rubber 
bushings. Doan Mfg. Co., 1725 London Road 
Cleveland 12, Ohio 


26 OIL FILTER SELLING AIDS—Wix 
O-Matic, the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matie cartridge selector, 
cartridge installation charge guide 
franchise, plus choice of two eye-catching 
money-making merchandisers floor cabinet 
or wall rach Ask for brochure giving con 
plete details. Wix Corp Gastonia, N. C 


26 AUTOMOTIVE BEARINGS— Catalog 

50-CB 1 68-page listing of connect 
ing rods, cam shafts and main bearings for 
cars trucks and tractor engines Johnson 
tronze Co., 540 S. Mills Street, New Castle 


Pa. 


dealer 


30 ILLUSTRATED FOUR-PAGE COLOR 

FOLDER—Showing the operation and 
cons truction features of the new Storm 
Vulean Turbo Blast, a parts and motor block 
cleaner with hand, specifiicatior tabl 
Storm-Vulcan, Inc., 2225 Burbank St., Dal 
las 9, Texas 


30 KOTAFIN CRANKSHAFTS IN- 

wen Bg BEARING LIFE A new 
service bookle ‘‘Stop Bearing Failures 
for the be nefii of users of reconditioned 
crankshafts Booklet clearly shows the cause 
of most early bearing failures, and how tl 
KOTAFIN process prevents them also 
engthens bearing life Storm-Vulean, In 
222 sjurbank St., Dallas 9, Texas 


3] WAGNER BRAKE PARTS CATALOG 

A handy ONE-POINT reference t« 
fast-moving brake parts and lining, covering 
popular models of cars and trucks Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg 
ments available to those interested in bond 
ing lining in their own shops. Wagner Elec 
tric Corporation, 6362 Plymouth Avenue. St 
Louis 14, Missouri 


31 = eres by Delco-Remy 

16-page Bex booklet cov 
ering theory operatior maintenance of 
Delco-Remy ignition equ ent. Contains 1 
lllustrations Will he 1 ve 
clans understand and service ignitior 
ment. Deleo-Remy Service De 
derson, Ind 


320? NEW DEALER CATALOG OF MoO- 
~ TOR SESUILDING Ra ac edo we — 
eatures the V an jobber 
line of engine rebuilding Line Attr 
tively printed in two ' t ( 
slotted for inclus 

catalogs Storm-Vulk 


St., Dallas 9, Texas. 


32 BRAKE io 


mendation 


electri 
equil 


irtment Ar 


omplete 8S 


rir 


335 POWER AND MANUAL LUBRICA 
_ TION mm baa: » FIELD f de 


in 


PARTS 


= CATALOG — 2 y eeaees. oie 


ard LAMP SERVICING _GUIDE- 


trat 
is ited 


340 OIL AIR, FUEL 


AND WATER 
_ FILTERS nformatio 


345 | MESSAULIC — WALL CHART 
i 1 to-date 
urts nformatic r pass cel 
g sting for r ter and 
M hee! cylinder repair t t rht 
d brake hoses 
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900—Creeper 


A creeper which reportedly com- 
fortably projects the mechanic over 
the fenders of back-opening hoods or 
the radiator of conventional front- 
opening hoods, has been announced 
by Grigg Specialty Tools, 8103 Mar- 
brisa Ave., Huntington Park, Cali- 
fornia 

Designed for both car and truck 
service, creeper is made of heavy 


welded tubular construction to last 
indefinitely, the manufacturer said. It 
is easily maneuverable by 3 swivel 
creepers and is adjustable to any de 
sired working height. It is raised in 
6 stages from a closed position of 
40” to a fully extended height of 52”. 
Safety features include non-tilt tripod 
construction, 3 mounting steps and 
hand rails. 

Want more info? Use coupon on 

page 119 and you will get it! 


901—Muffler Catalog 


A 52-page dealer catalog, contain- 
ing the latest muffler and pipe infor- 
mation and listing all popular num- 
bers for passenger cars and light 
trucks, including 1958 models, has 
been published by The AP Parts 
Corp., 1801 Spielbusch Ave., Toledo 
i, ae 

Want more info? Use coupon on 

page 119 and you will get it! 


902—Air Filter 


A bonded mat-faced filter for paint 
spray booths, which reportedly offers 
high-efficiency air cleaning at low 
cost where effective cleaning of air 
streams (not over 350 feet per minute) 
is desired, has been introduced by 
Owens-Corning Fiberglas Corp., To- 
ledo 1, O. 

Product is said to be highly effec- 
tive in filtering even the few loose 
fibers resulting from vibration, shock 
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903—Spark Plug Protector 


A spark plug protector which acts 
as a complete water and vapor seal 
has been announced by Triple A 
Specialty Co., 2101 West Walnut St 
Chicago 12, II] 


NEY PRODUCTS Triple rings at both ends effec- 


AND CATALOGS 


tively seal wire as well as plug, and 
capillary trap assures complete vapor 
seal, it was claimed, Made of Trip- 
rene, seal reportedly withstands an 
extreme temperature range and is im- 
pervious to oil, grease and acids. 
Twenty seals are attached on each 


turbulent air flow which might display card and cards are packed 5 


cause a hazard to an operation to a box. 


Want more info? Use coupon on Want more info? Use coupon on 
I I 
page 119 and you will get it! page 119 and you will get it! 








They depend on you... for shocks, too! 


The safety of hundreds of families depends on you 


and the 
service you give their cars. Be sure your service includes their 
shocks, too. 

Checking shock absorbers is as important to the safety and com- 
fort of your customers as any other service you perform. Re- 
mind them that shock absorbers wear out, just like any other 
critical part. And point out the importance of driving on good 
shocks. You’ll gain more satisfied customers, make extra profits, too. 


And when you replace shocks, get 


GOLDEN GLIDE Fanaa 


THE GOLDEN GLIDE 


SHOCK ABSORBER CO. 
CLEVELAND, OHIO 





_ shock absorbers | 


Want more facts? Use Reader Service Card Page 119 





904—Bead Breaker 


A double bead breaker powered by 
a large air cylinder operating off a 
regular air supply, with wide shoes 
said to provide a rolling action to the 
beads which requires less power than 
is needed to push the beads over safe- 
ty humps, has been announced by 
Bishman Mfg. Co., Osseo, Minn. 

Air is applied by a regular air hose 
through a valve in the end of the 


breaker handle. Upper anda lower 
breaker shoes can be operated to- 
gether or individually. The long 
stroke of the cylinder drops both 
beads irto the drop center on the wid- 
est rim, Because the wide breaker 
shoes break the bead from a third to 
half the way around the rim, it is 
claimed that only one stroke is re- 
quired and it is not necessary to re- 
position the tire for a second opera- 
tion. The wheel chuck holds all disc 
wheels and demountable rims from 
12” through 17%”, inclusive. 

Want more info? Use coupon on 

page 119 and you will get it! 


905—Filter Checking Device 


A device for checking the operat- 
ing efficiency of a dry-type air filter 
within 10 seconds, making it possible 
for motorists to see for themselves 
how dirty their air filter element is, 
has been announced by Purolator 
Products, Inc., 970 New Brunswick 
Ave., Rahway, N. J. 

To show when new element is 
needed, dirty air filter is removed 
from car, placed on the “Filtair-Chek” 
with a clean filter of the same size on 
top of it, a cover placed on top of 
both filters and a switch pressed 
which rotates the filters. Light com- 
parison, indicated by a 150-watt bulb 
inside device, shows need for change. 

Want more info? Use coupon on 

page 119 and you will get it! 


906—Cleaner-Polish 


“Two-4-One” car cleaner and pol- 
ish, designed for use over all kinds of 
paint, including “Lucite” acrylic lac- 
quer—cleaning and polishing in one 
operation—has been introduced by E. 
I. du Pont de Nemours & Co., Wilm- 
ington, Del. 

Want more info? Use coupon on 

page 119 and you will get it! 


124 


907—Oil, Grease Remover 


“Greasup,” a chemical emulsion 
which reportedly cleans concrete by 
deep penetration, dissolving all greas- 
es, oils, fats, waxes, etc., below the 
surface, has been introduced by Bery- 
lex National Sales, Division of Harry 
Warde & Co., Inc., Box 33, Rosedale 
Station, Kansas City 3, Kan. 

Used in conjunction with “Alprep,” 
a phosphoric acid type of cleaner— 
free from poisonous acids—“Greasup” 
is said to provide highly satisfactory 
results when a _ grease-soaked con- 
crete surface is to be re-topped or 
painted. 

Want more info? Use coupon on 

page 119 and you will get it! 


908—Portable Axle Press 


A heavy-duty portable axle press 
that reportedly concentrates a force 
equal to seven 30-ton jacks in one 
spot, which may be used in either 
service or lubrication pits to straight- 
en even the heaviest axles cold with- 
out removing them frcm vehicle, has 
been announced by Bear Mfg. Co., 
2016 Fifth Ave., Rock Island, Il 

Although the “8310" develops up to 
200 tons of working pressure, hook- 


ups are made on the vehicle, the man- 
ufacturer said. Camber may be in- 
creased on both wheels individually 
or simultaneously with the press, 
which reportedly will correct the 
heaviest bus, truck or trailer axles 
cold, preserving the special heat treat- 
ment put into the axle at the factory. 
Press is mounted on a pit dolly which 
rolls it into place, while a hydraulic 
ram incorporated in the dolly lifts 
press into position quickly and easily, 
according to the company. 

Want more info? Use coupon on 

page 119 and you will get it! 


909—Air Conditioner Shade 


A clear plastic shade which hangs 
from car interior to close off part of 
car not occupied, thus providing 
faster air conditioning, has been in- 
troduced by Aire-Gard Co., P. O. Box 
6733, Dallas, Texas. 

“Aire-Gard,” which can also be 
used on station wagons, reportedly 
reduces engine wear, lengthens life 
of the air conditioner, eliminates 
freeze-ups and provides a quieter op- 
eration, since unit may be operated 
at reduced speeds while still provid- 
ing maximum cooling. Designed to 
last for years, product is guaranteed 
against cold, cracking or discoloration. 

Want more info? Use coupon on 

page 119 and you will get it! 


910—Liquid Buffer 


“Akro” liquid rubber buffer for re- 
moval of mold lubricants, rubber 
oxide, tale and other materials usual- 
ly found on the inside of a tire casing, 
has been introduced by The Buxbaum 
Co., 1212 7th St., S. W., Canton 1, 0. 

Action of buffer on tire or tube 
surface conditions it for the repair 
and helps secure a stronger bond be- 
tween the repair and the tire and 
tube, it was claimed. Available in 
quart cans, product is recommended 
as a buffing agent in every case ex- 
cept when surface is rough. 

Want more info? Use coupon on 

page 119 and you will get it! 


911—Radiator Wall Chart 


A radiator core identification wall 
chart listing in easy-to-read form the 
model and year of motor vehicle, 
original equipment radiator number, 
core dimensions, number of tube rows 
and sizes, fin count, top and bottom 
header sizes, type of radiator construc- 
tion and its core number, with draw- 
ings to clarify identity of various 
types and speed up selection of right 
core for replacement, has been pub- 
lished by G & O Mfg. Co., 134 Win- 
chester Ave., New Haven, Conn 

Want more info? Use coupon on 

page 119 and you will get i! 


912—Ball Joint Socket 


“No. 198” adjustable heavy-duty 
lower ball joint socket for Edsel and 
1957-58 Ford and Mercury cars, has 
been announced by Champ-lItems, 
Inc., 6191 Maple Ave., St. Louis 14 
Mo. 

Of cadmium-plated steel casting, 
socket reportedly holds wheel align- 


2 ¢ @ 


ment, is easy to adjust and features 
positive take-up with less friction. 
Nylon bearings provide long wear and 
minimum friction, it was claimed, 
while spring pressure gives constant 
tension. Perfect wheel alignment is 
maintained by positive adjustment 
and excessive tire wear minimized by 
eliminating ball socket play, accord- 
ing to the manufacturer. 

Want more info? Use coupon on 

page 119 and you will get it! 


913—Heavy-Duty Brake Fluid 


Heavy-duty brake fluid, economi- 
cally priced and said to surpass SAE 
specification 70R1, has been an- 
nounced by Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo. 

The company will continue to mar- 
ket its “No. 21B” super-heavy-duty 
orake fluid as its highest grade. The 
new fluid, in newly-designed con- 
tainers, will be available in 12-o0z., 
quart, l-gallon, 5-gallon, 30-gallon 
and 54-gallon drums. 

Want more info? Use coupon on 

page 119 and you will get it! 
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914—Piston 


A piston said to offer an increase 
in strength of up to 70° over cast 
aluminum pistons, without adding ex- 
tra weight, has been introduced by 
Replacement Division, Thompson 
Products, Inc., 6402 Cedar Ave., 
Cleveland 3, O. 

“Powerforged” is made by forging 
aluminum slugs into piston forms 


with tremendous force, changing the 
grain flow and increasing strength by 
increasing the density of the alum- 
inum. It is the same weight as con- 
ventional pistons and will balance 
perfectly when used for replacement, 
it was claimed. 

Want more info? Use coupon on 

page 119 and you will get it! 


915—Battery Tester 


“Battery-Scope,” said to provide 
on-the-spot, simple and accurate test- 
ing for 6- and 12-volt batteries, regis- 
tering both “condition” and “state of 
charge” in seconds, has been an- 
nounced by Christie Electric Corp., 
3410 W. 67th St., Los Angeles 43, 
Calif 

Twelve-volt batteries are tested in 
one operation—3 cells of battery be- 
ing balanced against the other 3 cells. 
In a 6-volt battery each cell is bal- 
anced against the other two. The de- 
gree of unbalance is registered on a 
single meter in one reading on a wide- 
scale 4142” moving coil-type instru- 
ment. Wrong connections will not 
damage the unit, according to the 
company 

Want more info? Use coupon on 

page 119 and you will get it! 


916—Extension Cord 


A UL-approved, 2-conductor, double 
receptacle extension cord for use with 
tools and equipment using the 3- 
pronged grounding plug has been an- 
nounced by Belden Mfg. Co., 4647 W. 
Van Buren, Chicago 80, Ill. 

The cord is 25’ long and is con- 
structed with an unbreakable molded 
plastic 3-prong receptacle at the end 
of each of two 12” legs. It has three 
16 AWG conductors with rubber in 
sulation and a “tuffer tred’’ Neoprene 
jacket, said to be resistant to oil, 
grease, chemicals, moisture, abrasion 
and impact. 

Want more info? Use coupon on 

page 119 and you will get it! 


917—Brake Drum Grinder 


Brake drum grinder, “No. 4050,” 
for “Model 3000 Safe-Turn” brake 
drum lathe, reportedly safe and easy 
to use, has been announced by Am 
mco Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Il 

The hp positive drive ball bear- 
ing motor, high grinding wheel rpm 
and “Infimatic” feed give fast cutting 
action and perfect finish, 1t was 
claimed, Unit is permanently lubri- 
cated. It comes complete with tool 
tray, storage rack, safety diamond 
dresser and grinding wheel guard, ac- 
cording to the company. 

Want more info? Use coupon on 

page 119 and you will get w! 
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918—Grease Absorbent 


A mineral oil-and-grease absorbent 
in 5-, and 50-lb. bags for use in 
garages and service stations has been 
introduced by Waverly Petroleum 

ducts Co., 1724 Chestnut St., Phil- 
lelphia 3, Pa. 

“Hi-Dri” quickly dries up spilled 

iter, acids, chemicals and other 
ypes of liquids, as well as oil and 
grease, it was claimed. It may be used 
around and under oil burners and 
lines where fuel may be spilled, in 
fire buckets and cigarette urns, and 

dry up accumulations of water after 
storms. Material is fire-resistant and 
reportedly smothers flames quickly 
when used as a dry-chemical-type ex- 
tinguisher. It does not pulverize read- 
ily, break down or cake under heavy 
traffic conditions and offers maxi- 
mum protection against slipping on 
most types of floors, according to the 
company. It is said to be harmless to 
the skin. 

Want more info? Use coupon on 

page 119 and you will get it! 


919—Small-Range Point Set 


A small-range point set, which will 
gauge holes as small as .375” in dia- 
meter, to extend the range of any 
“AG-300” precision gauge, has been 
introduced by Sunnen Products Co., 
7910 Manchester Ave., St. Louis 17, 
Mo. 

The “AG-140” set is especially re- 
commended for gauging pin fits in 
foreign cars, other small engines and 
wherever accurate gauging within the 


range of .375” to .720” diameter is 
required. It may be used to gauge 
holes in the entire diameter range of 
38” to 3 3/8”. Measurements are read 
in tens of thousandths on a dial. Set 
attaches quickly and easily without 
alteration to the present gauge and 
includes all necessary calibrating 
rings and instructions for use, the 
manufacturer said. 

Want more info? Use coupon on 

page 119 and you will get it! 


920—Fuel Alarm 

An electronic fuel alarm that audi- 
bly warns the driver when his gas is 
low has been announced by Willor 





_ 
V6 /E \s BEST 


/ 


Many cases of tread separa- 
tion and blowout failures of 
tubeless tires are due to im- 
proper repair methods. Surest, 
safest way is with ACE hot 
vulcanizing patches. 


The complete 
ACE-HIGH line 
has everything 


FREE lilustrated Recommendation Card 


shows easy, quick way to make perfect re- 
pairs on all tubeless tires and tubes. 
WRITE FOR IT! 


cc COMPLETE NFORMAT p WRITE 


ACE RUBBER COMPANY 


BOX 6147 


Want more facts? Use Reader Service Card Page 119 
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Mfg. Corp., 825 Bronx River Ave., 
New York 72, N. Y. 

Unit is self-contained in a baked- 
enamel-finished aluminum box 41%” 
x 3” x 134”, which can be mounted 
behind the dash or elsewhere in the 
car. One wire from the unit is con- 
nected to the ignition switch terminal, 
the other to the fuel gauge. When 
gas reaches three-gallon level, “Gas 
Chek’s” buzzer begins to sound, be- 
coming louder as more gas is con- 
sumed and continuing until more gas 
is put in the tank. Besides protecting 
drivers from running out of gas, the 
unit helps prevent mechanical trou- 
bles that develop when sludge from 
the bottom of a near-empty gas tank 
clogs the fuel line, pump or carbu- 
retor, it was claimed. Device works 
in any position, whether or not the 
car’s regular gas gauge is indicating, 
the manufacturer said. 

Want more info? Use coupon on 

page 119 and you will get it! 


921—Valve Seals _ 


A seal that reportedly eliminates 
oil loss through valve guides in over- 
head valve engines in popular makes 
of trucks and automobiles has been 
announced by Perfect Circle Corp., 
Hagerstown, Ind. 


Device consists of a Teflon seal en- 
cased in a Buna-N synthetic rubber 
jacket with a retainer ring. It elim- 
inates oil loss by forming a positive 
seal between the valve stem and 
guide. 

Want more info? Use coupon on 

page 119 and you will get it! 


922—Brake Unit 


A brake unit which can be installed 
on any car with hydraulic brake sys- 
tem in approximately 20 minutes, said 
to eliminate “brake-grab” and re- 
duce stopping distances as much as 
36% at all speeds, has been intro- 
duced by Hydraflex Mfg. Corp., 5526 
Dyer St., Dallas 6, Texas. 

Device features a built-in safety 
air chamber which absorbs the shock 
that travels through brake lines when 
the brake is applied, it was claimed, 
resulting in an “air-cushioned” brak- 
ing action. Equal and simultaneous 
amounts of pressure on all wheels is 
achieved, minimizing danger of skid- 
ding and permitting driver to control 
the rate of stopping. 

Want more info? Use coupon on 

page 119 and you will get it! 
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923—Shoe and Joint Package 


A new package for its brake shoe 
and universal joints has been an- 
nounced by Imco Mfg. & Sales Co., 


tr THE 
COMPLETE 
LINE” 


10 E. Lafayette Ave., Baltimore 2, 
Md. A rich, royal blue design on a 
solid gold field distinguishes the new 
De Luxe Grade for power brakes, 
with red the dominating color on the 
WM sets 

Want more info? Use coupon on 

page 119 and you will get it! 


924—Meter, Brake Tools 


A generator meter (“HT-700”) with- 
out leads or connections and a tool 
(“261”) to speed and facilitate the 
removal and replacement of brake 
shoe return springs on Bendix-type 
brakes have been announced by Her- 
brand Division, The Bingham-Her- 
brand Corp., 1111 Stone St., Fremont, 
O 

Designed to make auick checks of 
the opening and closing amperage of 
the regulator cut-out and the regu- 
lated amperage from the generator, 
the “HT-700” reportedly renders ac- 
curate readings by placing the meter 
induction bar over the insulated wire 
from the generator. The meter scale 

calibrated to both sides of “O” to 
permit a reading regardless of the 
car’s polarity, it was claimed. 

The socket end of the “261” re- 
moves the spring, while grooved end 
slides it easily back into place. Tool 
is approximately 1112” long and 
5/16” in diameter. 

Want more info? Use coupon on 

page 119 and you will get it! 


925—Radiator Hose 


Flexible radiator hose of molded 
construction, with fabric reinforce- 
ment running the length of the hose 
to minimize elongation and balloon- 
ing caused by excessive pressures, has 
been introduced by The Dayton Rub- 
ber Co., 2342 W. Riverview Ave., Day- 
ton 2, O. 

Hose reportedly is designed to han- 
dle up to 8 times the pressure re- 
quirements of existing OEM cooling 
systems. The molded construction as- 
sures the tempered steel coil spring 
will be properly placed within each 
convolution for maximum flexibility, 
it was claimed. Inner surface is made 
from specially compounded synthetic 
rubber to withstand the rigors of 
temperature extremes, anti-freeze so- 
lutions and cooling system additives, 
according to the manufacturer. 

Want more info? Use coupon on 

page 119 and you will get it! 


926—Transmission Wrench 


An “automatic” rear band adjust- 
ment wrench for 1958 Thunderbird 
Cruise-O-Matic transmission, which 
purportedly eliminates possibility of 
visual error, has been introduced by 
Manzel, Division of Houdaille Indus- 
tries, Inc., 315 Babcock St., Buffalo, 
IY 

The complete tool ‘ncludes a torque 
limiting wrench with ratcheting head, 
which permits continuous turning in 
the restricted working area, and a 
heavy-duty socket with bent handle 
for tightening locknut securely after 
set screw adjustment is made. Wrench 
is pre-set—an audible sound and 
break in handle pull occurs when 
proper set screw torque is reached. 
Without removing wrench, a flip of 
the ratchet enables the set screw to 
be backed off the required number of 
turns. A numbered indicator assures 
accurate control of back-off turns. 

Want more info? Use coupon on 

page 119 and you will get it! 


927—Jack Accessory 


A load member to accommodate al] 
automobile bumper contours—both 
old and new, incorporated into its 
“Saf-Lift” twin leg bumper jacks 
has been announced by Auto Spe- 
cialties Mfg. Co., 643 Graves St., St 
Joseph, Mich. 

To conform to bumper contours, the 
“king-size” load hook is hinged to 


the malleable iron lifting nut. Lifting 
contact reportedly can be made at 
either the top of the load rest or at 
the bottom hook. All bipod jacks, in- 
cluding passenger car and service 
station models manufactured by the 
company, feature the _ load-lifting 
member. 

Want more info? Use coupon on 

page 119 and you will get it! 


928—Battery Charge Catalog 


An 8-page, 3-color catalog describ- 
ing its entire line of battery-selling 
and -servicing equipment, including 
information and specifications on the 
“Supercharger” and “Powercharger” 
lines, and a description of its testers, 
pulse and manually-operated main- 
tainers and accessories, such as boost- 
er cables, battery clamps, extension 
cables, etc., has been published by 
Fox Products Co., 4720 N. 18th St., 
Philadelphia 41, Pa. 

Want more info? Use coupon on 

page 119 and you will get it! 
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JUST 1 


DROP LIGHT 


No Junction Boxes 
Required. Mounts 
2 
Ceiling 


OLD FASHIONED 
DROP CORDS! 


... And Gives You Years of Increased 
Economy, Convenience and Safety, Too! 


Cordomatic not only costs less than any 
other shop light in the long run, it saves 
you time and money on every job! 
Cordomatic reels in and out automatically 

can't cause accidents like ordinary 
drop cords. Once you try a Cordomatic, 
you'll never go back to dangling, tangling 
drop cords again! 


See your jobber for a demonstration, 
or write for free illustrated brochure to: 


Dept. A~ 17th and INDIANA AVE. 
PHILADELPHIA 32, PA. 





929—Tubeless Repair Rivets 931—Refrigerant Scale 932—Voltage Tester 


Pull-through compression rivets for An exact charge scale which utiliz- An easy-to-use voltmeter, designed 
all tubeless tire punctures up to 4” es a delicately balanced scale to for quickly checking voltage on 6- 
in diameter, which have their own weigh, instead of measure, both liquid and 12 - volt cars at garages or serv- 
special wire for easy, quick insertion and vapor refrigerants to within ice stations, has been announced by 
into the puncture, have been intro- 1/8-0z. accuracy, has been announced Fox Valley Instrument Co., Cheboy- 
iuced by A. Schrader’s Son, Division by Cool-Rite Service, 124 Brunswick gan, Mich. 
of Scovill Mfg. Co., 470 Vanderbilt St., Newark, N. J. Unit measures voltage of genera- 
Ave., Brooklyn, N. Y. Scale eliminates necessity for cal- tors, batteries and voltage regulators 

M: ade of gum rubber compounds for ibrating a glass or checking frost- and can also be used to test cables 
a permanent repair job, rivets can and car wiring, it was claimed. It has 
handle 90°: of tubeless punctures a 0-16 volt range and is guaranteed 
without the need for vulcanization, accurate with 2% of full-scale read- 
liminating buffing operation and the ie ing. It has two 5’ insulated leads, a 
need for special tools. Three positive large easy-to-read meter and is built 
eals are created by the compression ; into an 8” x 5” x 2%” plastic case, 
rivets—inside the tire, through the . equipped with rubber feet for resting 
casing and outside the tire. The head bi the unit on the fender while testing. 
acts as a “stop” to prevent rivet from Operating instructions are printed on 
being pulled all the way through and the back of the tester 
out of the puncture. They cannot be Want more info? Use coupon on 
pulled through after the repair has - ‘ page 119 and you will get it! 
been made, nor will they blow out or —_— 
creep out, regardless of rigorous driv- 933—Switch Assortment 
ing conditions, it was claimed. 

Want more info? Use coupon on ‘ - A stoplight switch assortment which 

page 119 and you will get it! contains hydrauiic and mechanical 

a switches for popular cars and trucks, 
$30—Ignition Books back, it was claimed. There are no including new models, has been an- 
electrical connections and it is unaf- nounced by Wagner Electric Corp., 
Causes and Cures of Ignition fected by temperature or pressure, 6400 Plymouth Ave., St. Louis 14, Mo 
Troubles,” a book available at $1 a according to the company. Operator Included in the assortment are 26 
copy, and 6 catalogs covering ignition hooks scale into cooling system, sets switches, with extra switches in the 
parts of the electrical systems of the beam for the desired weight and more popular number Red, white 
practically all engines, including pas- reportedly is assured of a completely and blue me rchandis: ing c arton facili- 
senger cars, trucks, buses, taxis, etc., accurate charge within a few seconds. tates selling, Applica 
have been published by P & D Mfg. tefrigerant is introduced directly tion data is printed on the reverse 
Co., Inc., 19-02 Steinway St., Long from the scale into the cooling unit, side of the card which holds the 
Island City 5, N. Y. with no loss during charging. switches. 

Want more info? Use coupon on Want more info? Use coupon on Want more info? Use coupon on 

page 119 and you will get it! page 119 and you will get it! page 119 and you will get it! 





HAVE BRAKES...WILL STOP 


IMCO brake shoes offer greater density . . - 
longer life... they are distinctly superior. For 
cars not equipped with power brakes ask for 
IMCO “WMB. For all cars equipped with 
power brakes and those wanting power brake 
performance, nothing is finer than IMCO “DG” 
(Deluxe Grade). 


IMCO MFG. & SALES CO. 


10 E. LAFAYETTE AVE, 
BALTIMORE 2, MD 





help your customers to 


BEAR WHEEL BALANCING 


WEIGHTS || comfort 


carry the -_— WEIGHT with your customers! 


idee 


i: 


has made “‘Bear’’ the trademark motorists 


Theron P BIG porlt hfs - ** because extensive national advertising 
a Be pal Pr olf _ see most, want most in wheel balancing and (ere) AT m BUS t 


Be alinement service. It’s sound business to display 
ar Weights. And, you'll have the exact type weight H CK ABSORBER 
to snugly fit every vehicle. Call your Bear Jobber or write: see your jobber, . 24 ° . 
BEAR MFG. CO., Dept. S-1, ROCK ISLAND, ILLINOIS. or write men 


BEAR Siivsienr | J mca 
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934—Brake Drum Grinder 


“No. 4050” brake drum grinder, to 
be mounted in place of the boring bar 
on its “Model 3000” brake drum 
lathe, has been introduced by Ammco 
Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, III. 

Grinder’s action § reportedly is 
smooth, fast and powerful because of 


its hp positive-drive motor. It is 
completely ball - bearing - equipped, 
permanently lubricated and comes 
complete with diamond dresser, tool 
tray, storage rack and_=e grinding 
wheel 

Want more info: 

page 119 and you will get it 


935—One-End Lift 


A one-end, 1%-ton hydraulic lift, 
featuring variable bumper clearance 
to lift all of today’s automobiles and 
light trucks, has been announced by 
Walker Mfg Co. of Wisconsin, 
Racine, Wis. 

Because of the wide-angle V-beam 
design, the distance between the 
bumper and jack increases from 942 
to 15” as the saddles are spread, 
eliminating “dinged’” or distorted 
bumpers, it was claimed. Lifting sad- 
dies rotate in a full circle to assure a 
firm, safe contact regardless of year 
or model of car. Saddles adjust from 
24 to 43” and may be reversed from 
a minimum spread of 8”. Twin safety 
locks protect load and operator from 
accidental lowering. 

The “No. 99,” with a power raise 
of 22%”, is said to be ideal for use 
on the driveway or on the service 


» Use coupon on 


’ 
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floor—wherever it is necessary to re- 
lease springs or have both wheels 
free and accessible. Front caster 
wheel provides “tricycle’’ maneuver- 
ability and deflects under load to al- 
low the full V-bar base to contact the 
ground or pavement. 

Want more info? Use coupon on 

page 119 and you will get it! 


936—Safety Equipment Data 


A bulletin containing ready-refer- 
ence material for fleet operators and 
equipment jobbers on 1958 laws 
governing vehicle safety equipment, 
plus requirements for automotive 
lights of all types, reflectors, flares, 
warning markers and a special sec- 


tion on turn signal regulations, has 

been published by R. E. Dietz Co., 

225 Wilkinson St., Syracuse 1, N. Y. 
Want more info? Use coupon on 
page 119 and you will get it! 


937—Pipe Catalog 


An 80-page, illustrated catalog fea- 
turing complete interchange data 
from al] car manufacturers and ma- 
jor muffler manufacturers to Its tail- 
pipes, exhaust pipes and dual exhaust 
systems, listing alphabetical passen- 
ger-car and truck data separately, has 
been published by Everhot Products 
Co., 2001-09 W. Carroll Ave., Chicago. 

Want more info? Use coupon on 

page 119 and you will get it! 








JOE'S SHOP — by Granam Hunter 


“MOST PROGRESSIVE SHOP IN 


TOWN, FOLKS. WE JUST INSTALL- 


ED AN EXCLUSIVE NEW METHOD 
FER LOCATIN' AND ANALNZIN’ 
MOTOR TROUBLES !?!" 


motor jobs turn out sweeter 
when you install. . . 


VManliey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville: J. S. Connell 
Co., Dallas. 
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Jobber News 


{continued from page 43) 





“Obsolescence,” J. Matthew 
“Hotshot” Nelson, president of the 
Tennessee association and of Hol- 
ston Auto Supply, Kingsport. 

UMS-Richfield was discussed by 
James E. Hamilton, executive man- 
ager, California Automotive 
Wholesalers Association, Los An- 
geles. 

*“Mechanic 
Morris. 

“Proposed Changes, Wage and 
Hour Regulations,” John W. Roo- 
ney, executive secretary, Alabama. 

“Excise Tax,” Jesse F. Jones, Jr., 
executive secretary, North Caro- 
lina Automotive Wholesalers As- 
sociation. 

Other general discussions were 
on booth conferences, building 
membership, insurance programs 
and organization of new state as- 
sociations. 

Attendance was the best in his- 
tory of the association, according 
to President Morris. The next con- 
vention is scheduled for June 20 
and 21, 1959, in Oklahoma City, 
Okla. 


Shortage,” G. C. 


Guests and observers in addition 
to Roberts, Watkins and Nelson 
were: 

For Texas—W. E. “Bill’’ Woods, 
AWOT vice-president, Standard 
Parts Co., Houston; Mrs. H. G. 
Baker, AWOT secretary, Baker 
Auto Supply, Hillsboro; Powers 
Oatman, AWOT treasurer, Walter 
Tips Co., Austin; Dick Naylor, 
AWOT director, Auto Spring and 
Supply, Wichita Falls; O. R. Rid- 
del, AWOT director, Hamlin Auto 
Parts, Hamlin; Clyde White 
AWOT director, Clyde White Auto 
Parts, Gonzales; Rex Grove, AWOT 
director, Auto Supply Co., Fort 
Worth. 

Florida—Clarence Babbitt, pres- 
ident of FAWA, Genuine Auto 
Parts Co., Tallahassee; M. G. Luce, 
director of FAWA, Electrical 
Equipment Co., Miami. 

Louisiana — H. L. Hutchison 
Dimmick Supply Co., Lake 
Charles. 

This was one of the best-at- 
tended meetings since AWTAE 
was born several years ago. 


A special delivery service inaugu- 
rated by Coiner Parts Co., Staun- 
ton, Va., has “proved more than 
worthwhile,” according to Man- 
ager Charles E. Kennard. Here the 
spot delivery man, Ebenezer Craw- 
ford, gets set to make a fast de- 
livery. The service is restricted to 
the city limits. 


2 
“We have added a new fleet 
salesman, Donald Tongay, former- 
ly with G. E. Supply Co.,” an- 
nounced B. F. Lyons, sales man- 
ager of Medart Auto Electric Co., 
St. Louis, Mo. 





PICTURE OF A SMART MECHANIC © 








Tramco Industries Ine. 
125 WEST END AVE. * NEW YORK 23, N. Y. 
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Sure | use Tramco parts! | look 
to Tramco for the exact engin- 
eering specifications so impor- 
tant for Automatic Transmission 
Repairs. The handy carton, 
labeled for easy identification, 
puts the necessary parts for 
any job at my fingertips. For 
safe, sure, fast repairs, it’s 


Tramco for me. 
MR. HAROLD ROUSE, JR. 


BLISS AUTO SERVICE 


1505 San Carlos St. 
San Jose, Calif. 





Look To The 
BIG ‘’T’’ Line For 
GASKET SETS 
“O” RINGS & KITS 
BUSHINGS 
SEALING RINGS 
PISTON SEALS 
HARD PARTS 
For All 
Automatic 
Transmissions 
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Introduction of The Gabriel Co.’s 
“Nut-Buster,” said to be the first 
tool of its kind specifically design- 
ed for quickly removing nuts 
frozen from rust and corrosion on 
stud-end shocks, came at a meet- 
ing of the company’s Southeastern 
warehouse distributors in Atlanta, 
Ga., recently. Photograph shows 
Gabriel personnel standing in the 
rear. They are (Il. to r.): Glen H. 
Stayer, aftermarket sales manager; 
Gloria F. Compo, advertising and 
sales promotion manager; John H. 
Briggs, president; James R. Ewing, 
vice-president in charge of sales, 
and Edwin Kirkpatrick, district 
manager. 





Is Trend Increasing 
Toward Branches? 


I THE trend toward more branch- 
es—away from the large central 
wholesalers? 

One small-town Georgia whole- 
saler thinks so. He commented re- 
cently in a letter to the editors: 

“Our volume is down five per 
cent. 

“Our business is derived from 
the small rural communities. The 
location of new wholesale-retail 
establishments in these communi- 
ties eliminates the need for our 
dealers to carry large stocks as in 
the past. 

“The automotive’ dis*ribution 
business is rapidly changing from 
the large central wholesalers to 
smaller branch stores.” 

That’s why we make P & D Ignition Parts the best on the market. It’s 
Tobin-Arp Ups Scowcroft why we select our raw materials with care, engineer them for top 
performance, and give them a triple inspection before shipping. We 

Walter J. Scowcroft has been call the result Quality Controlled. You'll call it just what you hoped 
promoted to vice-president in some manufacturer would have the foresight to give you, to help build 
charge of sales in the automotive customer satisfaction and profits. 
division of Tobin-Arp Mfg. Co., 
Minneapolis, according to A. W. 
“Arny” Larson, executive vice- ‘ MANUFACTURING CO., INC. 
oresident and general manager. 

Sonaianeih who on been in the Established 1920 

automotive industry for the past 19-02 Steinway St., Long island City 5, N.Y. 
16 years, joined the company in 
New England in 1954. Export Sales: Borg Warner loternational, 36 So. Wabash Avo., Chicago 3, Ill 
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...and don’t forget the shocks! 


Brake check ? While you’ve got the wheel off, don’t forget 
the shocks! 

Any service that brings a car into your station . . . an oil 
change, lubrication job, muffler inspection . . . that’s your 
opening for extra earnings when you check the shocks, too. 

Take a moment to inspect shocks for wear or leaks. 
Chances are, they'll need replacing. Build shock business . . . 
sell Briggs Shocks for driving safety, riding comfort, and 
economy. 

Briggs Double-acting Shock Absorbers are available from 
stock at your N-A-P-A Jobber’s. Call him-—he’s a good man 
to know. The Briggs Shock Absorber Co., Cleveland 15, Ohio. 


DOUBLE-ACTING 
SHOCK ABSORBERS 








This up-to-date tire recapping 
plant has been added to the tire 
division of Mills-Morris Co., Mem- 
phis, Tenn. Adjacent to the main 
warehouse, the new department 
serves the company’s 15 stores 
covering western Tennessee, Mis- 
sissippi, eastern Arkansas and 
parts of Alabama, Missouri and 
Louisiana. 


Alabamians Recommend 
Catalog Size Changes 


A RESOLUTION recommending 
that manufacturers consider 
making available at least two types 
of catalogs to wholesalers—one for 
counter use and another contain- 
ing only fast-moving specifications 
and price sheets—was adopted by 
the Automotive Wholesalers’ Asso- 
ciation of Alabama at its recent 
annual convention 

Among reasons listed were “the 
general trend by manufacturers to 
increase the catalog size to pro- 
portions impossible for outside 
salesmen to accommodate them in 
ordinary binders, thereby discour- 
aging the practice of having ready 
in their customer’s place of busi- 
ness a complete source of informa- 
tion on each particular line on each 
call,” as well as the increase in in- 
terest which would be shown in 
lines covered by fast-moving item 
catalogs. 

The resolution further stated 
that the trend by wholesalers is to 
purchase their own brief version 
of patented catalogs at their own 
expense and that such expense 
could be eliminated if manufac- 
turers would furnish a condensed 
catalog. 

Other resolutions recommended 
passage of a brake fluid standards 
law as well as a uniform motor 
vehicle inspection law. 

“David Britt has replaced Mac 
Magee on delivery truck,” an- 
nounced T. H. Coker, manager of 
Gibbes Machinery Co., Columbia, 
~ < 
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Georgia Association Maps 
Regional Meetings 


S* or more regional meetings 
are being planned, to be held 
soon, by the Georgia Automotive 
Wholesalers Association in _ its 
drive to increase membership from 
the present 30-plus 

A recent special membership 
meeting heard the details from the 
new executive secretary, Henry S. 
Clark, who outlined the program 
of insurance and other benefits in- 
to which the association has moved 
Meetings are contemplated for Sav- 
annah, Columbus, Macon, Augusta, 
Albany and at Waycross or Val- 
dosta, and possibly some other lo- 
calities 

Jack Verner of Decatur was re- 
named president at the reorganiza- 
tional meeting held at Atlanta 
Also reelected were Frank Mills of 
Cartersville and A. J. Barnes of 
Manchester, vice-presidents. L. C 
Matthews of Atlanta was named 
secretary and Bob Perrin of At- 
lanta was chosen treasure! 


Elected directors were Pat Pat- 
illo of West Point, Dexter Swan- 
strom of Atlanta, Hugh Pritchard 
of Cartersville and Tracy Youman 
of Brunswick. 


Ray Birdsall of LaGrange, past 
president, praised Clark for the 
completely equipped and modern 
office he has set up, later to be re 
imbursed by the association 

Verner told the 16 jobbers at the 
Atlanta meeting 

“It used to be said nothing was 
accomplished by GAWA, but now 
we are getting bulletins and just 
as good service as any association 

Clark said the next state conven- 
tion probably would not be held 
until some time next yea! 
phasis was being planned 


as em- 
instead 
on regional meetings. 


Exhaust Group Limits 
Show Participation 


— regional shows have 
grown in number to ich an 
extent that manufacturers 
operation with all distributors im- 

members 
haust Re- 


adopted a 


find co- 


Y 
} 


4 
of the 


earch 


ssible in such shows 
Automotive Ex 
Institute have 
resolution agreeing 
They “will participa 
one regional show pel! 
display or booth space, as the case 
may be, and that this 1al show 
shall be the one located in the city 
in which the annual conventions of 


regior 


the National Standard Parts Asso- 
Motor and Equipment 
Wholesalers Association and the 
Motor and Equipment Manufac- 
turers Association are held.” 

A resolution with regard to state 
and local shows was also adopted 
It stated that members “will not 
state or local 
automotive shows, either by sub- 
scription to advertising space 0! 
booth fee. However, local field per- 
sonnel of any member may attend 
banquets and meetings and partici- 
possible 


clation, the 


participate in any 


pate in any other way 
Home office personnel will not at- 


tend these shows.” 


Booster International 
To Meet Feb. 15 


fens executive council of Auto- 
motive Booster Clubs Interna- 
onal will meet Sunday, Feb. 15, 
t the Conrad Hilton Hotel in Chi- 


llowing day an all-day 
the board of governors 
held, with 


all Booster clubs meeting to 


representatives 


ndle association business and e- 
international officers. The 
scheduled for 
Feb 8 


na 
lect new 
show banquet is 

Wednesday evening, 





RADIATOR 


eff AND for 


For easier, faster, more 


cient service use 


LAKE 


RADIATOR SHOP 
TOOLS & SUPPLIES 


Write for free } 
Supply Catalog 


LAKE AUTO RADIATOR 


Cleveland 30, Ohio 
Los Angeles 58, Calif 


5200 W. 130th St 
hy 


Branch —2115 E. 25th St 


REPAIRMEN! 


your PROTECTION 
recommend GUARANTEED 


CELLULAR-TUBULAR 
RADIATOR CORES 


Write for free 
Core Catalog 


js ~— 








SOLD!.,..More than 1/2 million FILT-O-REGS 





referred 











#317 VAPOR LOCK 
#302 OVER-PRESSURE 
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BY CARBURETOR SPECIALISTS...TO CORRECT 
FUEL SYSTEM OVER-PRESSURE PROBLEMS 


Write for FREE bulletins: 


a pas ae Does the Gob... Best! | 
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GET YOUR SHARE OF REPLACEMENTS 
WITH THIS PROFIT-MAKING PROPOSITION 


e THE FINEST POSSIBLE REBUILT UNIT. 

e HANDSOME PROFIT ON EVERY EXCHANGE. 
e UNCONDITIONAL NEW UNIT GUARANTEE. 
WE ALSO SELL DISTRIBUTORS AND VOLTAGE REGULATORS 


SEND TODAY FOR CATALOGS AND PRICE SHEETS 


US DEPT OF COMMERCE 


AMERICAN CARBURETOR CO. 


232 13th AVE., NEWARK 3, N. J 





Voss-Hutton-Barbee Keenan Arrowhead Farm near 
Plans New Store Albany, Ga. This was so successful \w dais 
that another meeting is warranted am 
c= RUCTION of a 19,000- this year, he said. 
are-foot main store and of- A letter outlining the plans for 
building at 8th and Chester the day and requesting reserva- 
Streets in Little Rock, Ark., was tlons was mailed all members 
gun Aug. 1 by Voss-Hutton-Bar- early this month. 
e Co., according to President W. A number of new members have 
Barbee. joined since the last meeting, and 
The brick-and-concrete facility the attractive certificate has been 
will be of one-story construction inscribed and forwarded them. 
except for an air-conditioned sales Membership is limited to those 
nd meeting room to be built above connected with some firm, or as an 
the office area. Four thousand individual, doing business with 
square feet of paved parking space Keenan’s and who has rendered 
in front of the building will pro- personal service in the automotive 4 aioe 
vide off-street customer parking. service industry for a period of not Mrs. Bernice L. “Bee” Holberg, 
This year marks the 75th anniver- less than 20 years. head counter salesman for Turner 
sary of the founding of the com- Keenan's headquarters is at Al- Electric and Magneto Co. of Beau- 
pany, which operates seven stores bany, Ga. one ng Be oy age ng aw 
in central Arkansas. — first woman member of a United 
— Savannah Firm Expands Motors Service Counterman Coun- 


iu * " cil. Here she accepts a reccgnition 
Keenan's Old Timers plaque from UMS Assistant Op- 


A new A secmamee of The Motor Sup- / 
entstiarndumanes ply Co., Savannah, Ga., was opened ations Manager G; Scott Poster ot 
P A. KEENAN, chairman of the rece a at "Siddewes Road and Minneapolis. Mrs. Holberg began 


e board of the Keenan Auto 50th St... with Jim Ard and Mark her career with Turner in 1953. 
Parts Co. organization, has an- Stephens in charge. The company Previously she had been paris 
, manager for two Texas automobile 


oO ‘e ‘ > Ys) f rac f ' Saurn ‘ . aic 
n unced that another meeting of wa: founded in Savannah in 1919 dealers and reportedly was the 
Keenan’s “Old Timers” will be by W. Lee Thompson and now has only woman in the United States 
held again this year, on Sept. 13. branches in Brunswick, Waycross, to receive an award and a mem- 

The private fraternity, organized Augusta and Aiken, S. C., in ad- bership in a National Parts and 

p. . Service Managers Club. 
in 1954, met last year at the dition to the Savannah stores. 


TRU-TORQUE I[f° ==°- —= 
Safety Cups with Metal Expanders VE LLUMOID 


SPEAK FOR THEMSELVES 





Assure Perfect Sealine 


whast cylnmees Specify Vellumoid for the 


Better Performance because finest in gaskets and gasket 


cups, expanders and springs sets a SO job matched to vour 
were designed to work to- 7 


ottnat as é tlinanecin specific requirements. Vellu- 
ing the ultimate in smooth, moid now offers Cylinder 
positive action Head, Manifold, Exhaust 
Prove more economical be- Flange Gaskets and Overhaul 
cause they eliminate costly . Sets to assure trouble-free 
comebacks often encoun ’ . 

superior performance. 


* 
USE THE FINEST! | 
“ 


tered with unsupported 
cups Ask your jobber about Cop- 
permoid. . . He knows quality. 


THE VELLUMOID COMPANY 


Worcester, Massachusetts 


Give TRU-TORQUI 
Safety Cups a Trial 





Order from your local jobber today! 


TRU-TORQUE 


OTTO-ITEMS, INC 
1200 Reco Ave., St. Louis 22, Mo. 
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ETI Endorses Shows 
Nationally Only 


NLY national shows, held in re- 

lation to annual national con- 
ventions of NSPA, MEWA and 
MEMA, have been endorsed by 
Equipment and Tool Institute fo. 
1959 and 1960. 

A resolution recommended that 
no regional shows be held those 
years after asserting that “in many 
areas the frequency in the conduct 
of such shows has been influential 
in effecting a decline of interest 
and in attendance of wholesalers. 
their salesmen and the dealer serv- 
ice trade of the area.” 


AWDA Convention Date 
Moved Up to Nov. 3-6 


i convention date of the 
Automotive Warehouse Dis- 
tributors Association has been 
moved up to Nov. 3-6 in order not 
to affect the attendance of the 
February ASI show adversely, 
President Walter T. Devine an- 
nounced. 

Separate distributor and manu- 
facturer meetings and a_ joint 
luncheon are scheduled for Mon- 
day, Nov. 3, while the remaining 


Sam Steed, recently appointed 
Southwestern division sales man- 
ager for Maremont Muffler Di- 
vision, Chicago, IIl., will set up 
headquarters in Houston, Texas. 
Steed, who has been with the 
company for 12 years, will cover 
Arkansas, Texas and Oklahoma. 


three days will be devoted to pri- 
vate and conterences be- 
tween manufaciurers and their 
warehouse distributors. The annual 
manufacturers’ reception will be 
held on Tuesday, Nov. 4 

All meetings will take place at 
the Muehlebach Hotel in Kansas 
City, Mo., national headquarters. 


group 


Holmes Retires at AC 
After 36 Years 


S. “AL” Holmes, director of 
@specialized marketing for AC 
Spark Plug Division of General 
Motors, retired July 1 after 36 
years of service. 

Holmes joined AC in his native 
city of Atlanta, Ga., in 1922 as a 
territory manager traveling five 
Southern states. He subsequently 
moved to headquarters in Flint, 
Mich., where he was advanced to 
assistant sales manager in 1924. 

In 1927 he became manager of 
the Southern sales region, based at 
Atlanta and including an area ex- 
tending south from Baltimore, Md., 
to Florida and west to Amarillo, 
Texas. Holmes was appointed man- 

er of the eastern region in 1931, 
i post he held for 19 years. He 
vas married to the former Lillian 
Childs of Jackson, Ga 1924 and 
they have one son. They will con- 
side in Flint 


tinue to re 


Sells Auto Opens Store 


Sells Auto Supply, Kingsville, 
Texas, opened a new store last 
month in Mathis, according to 


Owner W. E. Sells 





YOUR 
NEWEST 


CHROME 
SIDE PIPES ano 
LAKES PIPES 


Gi rand : 42 
~ \ 


RACY ELEGANCE makes easy 
high-ticket volume. Handy instal 
lauon kits mean quick, easy in 


3 SIZES AVAILABLE IN CHROME SIDE PIPES 


AND LAKES PIPES 


WRITE FOR FULLY ILLUSTRATED CATALOG AND NAME OF NEAREST JOBBER 


PROFIT ROCKET! 


s added service 
is of sales 


self market 


SERVICING 
RADIATORS!” 


‘*My first year I took 
in $12,000. My second 
year $16,000!" 


McRILL AUTO SERVICE 
TWIN FALLS, IDAHO 


MANY MAKE OVER $10,000 A YEAR! “‘After 3 months we are doing 
$850 per mo. in radiator work and increasing all the time —Robbins Motor 


AUTOMOTIVE PRODUC Co., Marlow, Okla. ‘‘Now going at rate of $18,000 a year,’ says Clough, 


20656 North Ruby Street Melrose Par Storm Lake, Ia. You, too, can do this well! 


20,000,000 Radiators Need Servicing Yearly! And with today’s engine 


power increased, cooling capacity decreased, radiators will require more set- 
BATTERY CHARGERS 


vice than ever! Get your share of this huge profit potential—now ! 

Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
Are Money Makers For Any Shop 
because they are priced right and 


So plan—advertises nationally to attract radiator servicing business to 
fully guaranteed. 


nland-equipped shops. Mail coupon for Free Book today. 
A complete line of chargers. 


INLAND MFG, CO. E 
6 & 12 Volts. Fast & Slow 


1108 Jackson St., Dep#. SA-8, Omaha 2, Nebr. 

World's Largest Manufacturer Factory school trains you 

of Radiator Servicing Equipment or your man quickly: Clean- 

ing, repairing, recoring, 

“SOLD EXCLUSIVELY BY MAIL” Jor fioe everything | FREE 
ai ee to Inland customers. 
INLAND MFG. CO., Dept.SA-8, 1108 Jackson St., Omaha 2, Nebr. 

Battery Wheeler Trickle Chargers Please send new free book, ‘'Bive Print For Profits." 

Battery Charging Stands 

Jumpers Warning Signals pS . 72 FIRM 
Battery Carriers Emergency Starting ; Pe ts 
Battery Power Units Cables 
Write teday for new catalog, 
prices ond details. 


BLITZ ELECTRIC CO., Inc. pia ev. TITLE 


5712 Wentworth Ave., 
CHICAGO 21, ILL. 


hand 








TRAINING 
sia Lele s 











(PLEASE PRINT) 








CITY. BO... TR nee 








If dealer, moke of car sold. 
Are you now operating a radiator dept.? [] Yes [) Ne 
SRS ee Oe ee ES ae 





ADDRESS. ’ 
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Smaller Sales Per Order and Knots 


On Distribution 


a purchases at a time by 
customers and _ distribution 
problems cropped up in answer to 
a questionnaire mailed to 350 
wholesalers over the South last 
month in which two-thirds of the 
respondents said their sales vol- 
ume was up the first six months of 
this year over the same period of 
1957. 

A St. Louis, Mo., executive said 
his sales were up seven per cent, 
but he complained: 

“Our biggest problem is hand- 
to-mouth buying by dealer ac- 
counts. Just as much in total is sold 
but it takes five or six sales to 
make it where one did it before.” 

A Marylander was off 15%, at- 
tributed to one salesman’s heart 
attack plus another’ salesman’s 
change. 

“Lack of cash at car dealers has 
also created a problem,” said this 
official. “‘Most of them are months 
behind in payment. Some have de- 
clared a ‘no buy anything’ holiday 
—big ones, too.” 


Plague Some Firms 


A Reader Survey 


Twenty-five per cent said their 
sales were down from last year and 
nine per cent listed the same busi- 
ness, 

A Kentuckian, his volume down 
four per cent, decried “too many 
warehouses selling direct to deal- 
ers.” 

A well-known Virginian said his 
volume was up about five per cent 
at his Shenandoah locale and then 
added: 

“Redistribution is making it pos- 
sible for anyone with a dime in his 
pocket to become a jobber and con- 
sequently another competitor. To 
say the least, it is discouraging to 
those who have $100,000 and over 
invested in inventory and over 
many years have worked hard to 
reach that point. 


“What do the manufacturers 
want — a jobber on every street 
corner?” 

A Tennessean with a 12% in- 
crease complained: 

“The new price structure of bulb 
manufacturers is driving the bulb 
business to the cut-rate wagon 
peddlers in Middle Tennessee 
Their sources of supply list them 
as jobbers and are making them 
a price of ten per cent below legit- 
imate jobber cost prices.” 

Reports from Florida continued 
to reflect the booming market be- 
many firms 

increasing 


ing experienced by 
there, although _ the 
number of competitors in some 
larger metropolitan held 
down the rise for some companies. 

From a Central Florida city came 
a report of a 30% increase (“busi- 
ness is the best ever’’) and one ex- 
panding firm listed a rise of 12° 
for one store and a 44° climb for 
its operation in another city 

A long-time Mississippi house 
reported a 6.96% rise and its treas- 
urer commented 

“We're looking for 
good business.”’ 

A “good wheat crop” 
ited for aiding the 17° 
Kansas company 


areas 


continued 


was cred- 
increase 


for one veteran 





Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 


HYDRAULIC 


JACK REPAIR KITS & JACK OIL 


JACK-PACK repair kits contain easy-to-follow instructions and all 
the packings necessary to make your jack work like new. And, be 
sure to use JACK-PACK hydraulic jack oil. It’s the only oil with 
complete instructions for filling and bleeding your jack on the can. 


Save Money...Try a JACK-PACK! 


@ No more big jack repair bills. 

@ No more high freight charges. 

@ No more long equipment tie-ups. 
Write today for free folder: 


2115 No. Marianna Ave., Los Angeles 32, Calif 


ORDER FROM YOUR JOBBER! 


jack 


Want more facts? Use Reader Service Card Page 119 











WASH AN ENTIRE ENGINE BLOCK 
OR 200 LBS. OF PARTS... 


POWERMASTER 
DEGREASER 
AGITATED 
REDUCE OPERATING COSTS! 
Write for Literature 





America’s Foremost Producer of Parts Cleaning Equipment 


PRACTICAL MFG. CO. 


2840 4TH AVE. S. + MINNEAPOLIS, MINN 








RAJAH PAT. HAND CRIMPING TOOL 


NOTE—tThe simplicity of this Tool 
&t strips and also crimps Rajah Terminals ta 


Ignition Cable 


Order from your jobber or direct from us. 
Send for circular and prices. 


The Rajah Company, 35 Verona Ave., Newark, N. J. 
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and another Kansan recorded a 
20% boost. 

But in Arkansas “bad weather’ 
was assailed for aoctting the 22° 
decline for one company 

A small-town ‘Texan 
“approximately no percentage in- 
while 


reported 


crease in dollar total sales,” 
a big metropolitan company in that 
state listed a downturn of 9.18‘ 
and added that the credits situa- 
tion was “bad.”’ 

A drop of 19.9 blackened one 
Kentuckian’s books, while a vete1 
an Louisiana house noted for its 
excellent management was nine 
per cent ahead for the first six 
months. This gain was made in the 
first four months as May and June 
sales were down from the same 
months of last year. 

A years-seasoned South Caro- 
linian chalked up a one per cent 
increase. ‘‘We just seem to be hold- 

our own,” was the comment 


UMS Realigns Personnel 
In Central, Field Jobs 


sige realignments in cen- 
tral office and field positions of 
United Motors Service Division of 
General Motors, announced by 
General Manager Roland S. With- 
ers, are: 

Promotion of Thomas F. Plant to 
general sales manager from as- 
sistant general sales manager, east- 
ern region, succeeding Edward L. 
Lape, who was named operations 
director; appointments of William 
M. Walker, Jr., to executive assist- 
ant to the general manager from 
operations director; Albert E. 
Schwerzel to assistant general 
sales manager, eastern region, 
from Atlantic regional manager, 
and William A. Price to Atlantic 
regional manager from New York 
zone manager. 

Plant, who has been with UMS 


for 19 years, has been zone man- 
ager in St. Louis and in 1952 wa 
appointed Southern regional man- 
ager. A 30-year veteran with the 
division, Price has held position 
in New Orleans and Memphis 


Purolator Promotes Four, 
Adds Two in the South 


goer Products, Inc., has 
named Lee Sander, a veteran 0: 
19 years with the company, eastern 
zone manager to direct sales for its 
national account division from 
Maine to Florida, west to Ohio, 
General Sales Manager James B. 
Lightburn announced 

Others promoted include David 
L. Harrington, appointed district 
manager for the Arizona-New 
Mexico territory, where he was 
formerly a sales representative; 
Thomas M. Browne, named district 
manager for the North Carolina- 
South Carolina territory where he 
had been sales representative, and 
John J. Stundon, moved from dis- 
trict representative in Texas to dis- 
trict manager of the Nebraska- 
Iowa territory. 

New Southern district represent- 
atives are Loren L. Reed, Kansas- 
Missouri, and W. C. Childs, South 
Texas. 


Louisiana Convention Is Set 


The fifth annual convention and 
booth conference of the Automo- 
tive Wholesalers Association of 
Louisiana will be held Saturday, 
Sunday and Monday, Sept. 20-22, 
at the Jung Hotel in New Orleans, 
Executive Secretary Jules L. La- 
mothe announced. John M. Walton, 
Jr., of New Orleans president 


George Erskine of Shreveport, 
La.. has joined Dee White's Auto- 
motive Parts Warehouse in Hen- 
derson, Texas, as a salesman 


Eberhart Dies in Baton Rouge 


WwW. M ‘Bill’ Eberhart, 54, 
treasure! ol (\utomolive 
Wholesalers Loulsi- 
ana, died suddenly July 24 in 
Baton Rouge. Owner and operator 
of the United Service outlets in 
Louisiana, Eberhart also owned 
and directed the Louisiana Ajir- 
craft Co. and the W. M. Eberhart 
Contracting Co 
VCAWA Dates Are Oct. 15-16 

The fall convention of the 
Virginias - Carolina Automotive 
Wholesalers Association will be 
held Oct. 15-16 at the Robert E 
Lee Hotel in Winston-Salem, N. C 
Earlier the dates had been an- 
nounced as Oct. 22-23 


Merit Muffler line has been 
added by Champion Auto Supply, 
Oklahoma City, Okla., Meyer So- 
bol, president, announced 








Complete stock 
VOLKSWAGEN 


AND 


RENAULT 
PARTS 


Largest stock direct from 
original parts importer 


COLUMBIA MOTOR CORP. 


419 East 110th St.. New York 29, N.Y 
EN 9-5200 





Mail Coupon Today 


ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 


Why not get your own subscription so you can always be sure of see- 
the price is low and it's a// good reading. 


ing each issue... 


SOUTHERN AUTOMOTIVE JOURNAL 
Department A-!! 

806 Peachtree Street, N. E 

Atlanta 8, Georgia 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years 


New Subscription 


Renewal 











ee a 


Name of Firm 





P. ©. Box or 
Street and No. 


— ES 
OD Enclosed find $3.00 
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DEPENDABLE BATTERIES 


for more than 30 years 
InMA APPROVED 


Automotive, Marine, Motorcycle, 
Aircraft. 
We OvuTsELL ... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes Automotive, Industrial 


and Railroad 


YOCAM BATTERIES, Inc. 


Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville and 
Pensacola, Fla., Macon, Ga., and Prattville, Ala. 
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ADVERTISER’S INDEX | 


This listing of Advertisers and Manufacturers’ Agents is published us a convenience, and not as a part of the 
Every care will be taken to index correctly. However, no allowance can be made for errors, or for failure to ins 
your calilng to our attention any corrections or omissions promptly. Only manufacturers’ agents are listed on opposite page 
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AC 8} 

Ace Rub! 

Acme 

Air I n 

Airtex Automo 
Albertson & ( 

Alemite Division 

Allen Electr & Equip. ¢ 
Alondra Sales, In 
Aluminum Industries, | 
American Carburetor C: 
American Hammered Div 
Ammeco Tools, Inc 
Armstrong Hydraulic 
Arvin Industries, In 
Associates Investment 
Atlantic Stee ce 


Bishman 
Blackhawk 
Blitz | 
3ower Rolle 
Brake Parts Spe 
sreeze Corp 


Briggs Sl} 


Cc 


Camel Pat 
Carter Cart 
Casite Divisior 
Champion Spark 
Champ-Items, I: 
Chevrolet Motor Di 
Chicago Rawhide Mf 
Chrysler Motor Part 
Clevite Service Ine 
Coats Company, 
Cole-Hersee Cor 
Columbia Mot 
Commercial Cr 
Commercial Solvent 
Cordomati 
Curran Corpor 
Curtis Mfg 
Pneumati 


D 


DeKoven Mfg 
Delco-Remy Divi 
DeSoto Division 
Detroit Surfa 
Ditzler Color 
D L Products 
Doan Mfg Co 
Dow Chem al Ce 
Dualmatic 
Du Pont de 
Inc 
Finishes 
Chemica 
No. 7 
Refinishe 
Dynatror 


Dis 
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MANUFACTURERS’ AGENTS 


REPRESENTING OUR ADVERTISERS 


KENTUCKY 


OKLAHOMA 


ARKANSAS 


I> 


LOUISIANA 


STRIC MB : spp > 
DISTRICT OF COLUMBIA ' eRUNESSER 


il ( \\ 


FLORIDA 


MISSISSIPPI 


MT 
ru I 


Mfg ( 


Dec 
g. ( 


Dave 
ack-Pack Mf 


Davison, Ge ge 


WEST VIRGINIA 
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MoPar fuel pumps and carburetors? 


Why always MoPar? 


Because they’re precision-engineered by Chrysler parts. Result: your customers get better, longer 
Corporation to fit Plymouth, Dodge, De Soto, performance, you build your own service reputation. 
Chrysler, Imperial and Dodge Truck fuel systems. MoPar supplies your “bumper to bumper” 
Result: less installation time, lower customer labor requirements for all Chrysler-built vehicles. Get 
bills, more service time for additional business. immediate delivery of any MoPar part by calling 

MoPar means original equipment standards, to your MoPar Wholesaler or your Plymouth, Dodge, 


work in perfect balance with all other component De Soto, Chrysler or Imperial dealer. 


Sell the line that keeps your customers sold on you—MoPar 


” 9 
PARTS ‘ee 
2 a Sp -—| hee fi -_ 
<a AND \, : a Ls - = 
Se ACCESSORIES cs 3 6 camer commer sy G — 


MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 
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HASTINGS? eas 


mee 
ONL FILTER CARTRIDGE 7s 
MEEPS On CLEAN 


NO. 101 





Only Hastings Oil Filter Cartridges have Densite filter- 


ez 
ing material. And only Densite gives your customers 
clean oil—a// the time! 
Densite is different! Millions of selected cotton 
fibres—pressure packed—trap the dirt and keep oil 
clean, from filter change to filter change. 


es When you sell Hastings Cartridges, you can be sure 
of satisfied customers ... and profitable, repeat busi- 
ness. 
HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN 
Filters, Piston Rings, Casite, Wear Reducer, Spark Plugs 


Hastings Oil Filter Cartridges 


call for keep oil clean from filter change 
=a 8 8 to filter change* (fa => 
(QeEayz 


—> 


*When replaced as nor ie Ps a . S 

mally recommended =e ar" 
‘ Proved by tests conducted = ge 

under supervision of Pitts HA NY oe ' 

burgh Testing Labora “ “4 

tories, in accordance witt o™ 

U. S. Bureau of Standards om ove a. 


procedure OIL FILTER CARTRIDGE 





FOR NEWER 
TYPE ENGINES... 
CHROME C-9 

with *Circumferential 
Expansion Action 


FOR OLDER 

TYPE ENGINES... 
CHROME SPIRO-SEAL 
with *Cir rent 


Art 
A 


Ex; 


SMART MOTORISTS WANT RAMCO RE-POWERING 





to stop oil pumping fast! 


Of course, they don’t know they want RAMCO 
rings—but their cars do! 


So do you! Smart engine men know there’s only ONI for your particular job—old engine or new. You'll get 
ring line that makes them DOUBLE SURE to give cus- — the Chrome C-9 or the Chrome Spiro-Seal, whichever 
tomers immediate side-sealing oil control—RAMCO is best for the engine. 

10-Up Piston Ring Sets. That’s why you’re DOUBLE SURE with RAMCO! 

There’s a double reason for that—only RAMCO gives Be smart! Be DOUBLE SURE of customer satisfaction. 
you the right circumferential expansion action* oilring See your RAMCO Jobber today. 


eewne: cums ussccoW ane 


RAMSEY CORPORATION, ST. LOUIS 8, MO.,SUBS DIARY OF THOMPSON PRODUCTS, INC. 
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